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PRESPIRATION OUILET 
THE ILLUSTRATION IS ACTUAL SIZE 


See I MUMmuinninnninnnimnimnnmn mT TTT 


HE light-proof eye cups are made of a substance that is a 
non-conductor of both heat and electricity and are joined to- 
gether by a leather binding. The glass is fully ventilated and 

supplied with perspiration outlets. Lenses easily changed as shown 

in illustration. Cover glasses to protect expensive welders’ lensesmay_. | 
also be fitted. — 





* 


The lenses used are N OVIWELD_and are superior in all respects to 
any lenses ever used for this purpose. They absolutely keep every 
harmful ray of light from passing through them to the eyes while 


affording the greatest possible amount of illumination. 


Write for descriptive booklet of this glass and for any style of safety glass desired. 
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F. A. Hardy & Co., 10 South Wabash Avenue, Chicago, Ill. 
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An automobile manufacturer was mak- 
ing out the specifications for the coming 
year. It came to a choice of brake lining 
—Thermoid or some other. 

Thermoid was conceded to be superior, 
but it cost seven cents more per car than 
a competing brake lining. 

The cheap lining was the usual kind, 
with friction surfaces but friction-shy in- 
side—a loosely woven fabric that could 
not possibly remain efficient beyond a 
limited period. 

At least one of the manufacturer's cars 
was bought by a novice. He drove his 
car poorly—used his brakes constantly— 
took little care of it—knew nothing 
about its mechanism. He took the 
manufacturer’s word that the car was 
mechanically 
perfect. 

Without go- 
ing into details, 
this owner met 
with a terrible ac- 
cident in which 
seven people 
were killed. Ex- 
amination demonstrated that the brake 
lining had become useless and at a criti- 
cal instant the brakes fazled. 

If Thermoid had been used, the brakes 
would not have failed—could not have 
failed. 

The manufacturer had sacrificed seven 
lives for seven cents. 
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HYDRAULIC COMPRESsep 
Brake Lining - 100% 


Seven Killed 


tor Seven Cents 


Inasmuch as he makes many thou- 
sand cars a year, how many more fright- 
ful accidents may be charged to the false 
economy of his purchasing depart- 
ment? 

When a manufacturer deliberately 
cheapens his car to the danger point, he 
is morally responsible for every accident 
that results from that sacrifice of essen- 
tial quality. 

It seems inconceivable that a manu- 
facturer will, for seven cents, take chances 
with so vital a safeguard as the brakes 
of an automobile. 

Yet it is done constantly. 

A manufacturer cannot plead ignor- 
ance. His engineering department can 
prove in a few minutes the great superior- 
ity of Thermoid 
over any other 
brake lining. 
His engineers 
know and con- 
cede the superi- 
ority of Ther- 
moid Brake 
Lining. His only 
possible reason for using a poorer brake 
lining is to save seven cents on every 
Car. 

Is it worth it? 

You will find it worth your while to 
look into Thermoid as a motor accessory 
staple. A line will bring further particu- 
lars. 








Chicago 
Philadelphia 





Cannot be burned out nor 
affected by oil, water, 
gasoline or dirt. 











TRENTON, N. J. 


BRANCHES: 
Pittsburg Indianapolis San Francisco 
St. Louis Detroit Boston 


Our Guarantee: Thermoid will make good— or we will 
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Ironclad 


“*Tt Rings to Beat the Band.”’ 


HERE’S real har- 

mony between the 

ring of The Iron- 

clad and the ring of 

dollars in the till—both 
ring for profit 

The Ironclad sells on sight, 

rings on time and says on time. 

It is well set in a substantial cast 

iron case—neatly designed and 


finished. 


People who want something 
different— something out-of- 
the-ordinary — will buy the 
Ironclad. With your name on 
the dials they become great 
‘‘home missionaries’’ for the 
store. 

Each clock comes in a showy in- 
dividual box, packed one dozen in 
display carton with show cards to 
boost sales. With an order for 24 


we print names on dials free. Order 
direct or through your wholesaler. 


In broken lots 87c each. In dozen lots, 84c each. In case lots of two aozen, 82¢ each. 
Less 2%, 10 days at your wholesaler’ s. 


Western Clock Co., (Westclox) 
La Salle, Illinois. 
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A Timely and Useful 
Gift for the Boy Who 
Has Just Completed 
His Technical Course 


is an instrument or tool that he can use to practical advan- 
tage when he begins his shop career. Here is an oppor- 
tunity for you. Many of your customers have relatives 
or friends among the graduates of the local technical 
school. They will give these students gifts of one kind 
or another. Why not suggest with an advertisement in 
the daily papers something practical and useful, some- 
thing different from the conventional graduation gifts > 
Your stock of Brown & Sharpe tools offers many oppor- 
tunities along these lines. 


A micrometer caliper in a morocco case, one of our sets 
of standard tools for Students and Apprentices, a set of 
calipers or dividers, a combination square, in fact almost 
any tool that a machinist needs will form a useful and 
acceptable gift. You know how strongly you can assure 
the accuracy, handiness and serviceability of these tools 
and be confident that they will give entire satisfaction. 


Another point to consider. The young man who receives 
such a present needs other tools to complete his outfit. 
Isn't this an excellent opportunity to get his business? 
Think it over. 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 


A full line of our tools is 
carried at our Chicago 
Store, 626-630 Wash- 
ington Blod., Chicago, Ill. 
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Are You in a Position to Accept 
the [rade of Mechanics > 


You are indeed fortunate if your store is near enough to large factories or ma- 
chine shops to be looked upon as a supply station by the men who do the pur- 
chasing for these concerns. 


In this case Coes Steel Handle Wrenches will doubtless be your best selling 
items. Men whose business it is to study wrenches recognize our 74 years of 
wrench making as worth more than passing consideration. 





The individual mechanic, however, will often prove the best source of profit in 
a town, because the individual mechanic generally gives as much thought to 
buying his tools as he gives to buying his clothes. 


Far from being a cheap Wrench, the Coes costs 5% more than most 
other wrenches. But it is 30% better. 


A broad claim >? 


Not too broad but what we can prove it. . 
Coes Wrench Company, Worcester, Mass. 
Agents: 


J. C. McCarty & Co., 29 Murray St., New York 
John H. Graham & Co., 113 Chambers St., New York 
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Come to the 


TENTH ANNUAL CONVENTION 
of the Federation of | 


TRADE PRESS ASSOCIATIONS 


THE BELLEVUE-STRATFORD HOTEL 
PHILADELPHIA 
SEPT. 7-8-9, 1915 


Come to give and to get. Come in confidence that the 
experience will prove of daily benefit in your business, 
whether you area 


Manufacturer Sales Manager Executive 
Advertiser, Advertising Manager, Editor or Publisher 


T this convention you will discover a keynote of co-operation 

in the interest of higher ethics, greater efficiency, bigger 

growth. The reports, speeches and discussions will all pulsate 

with a big purpose that leads toward the development of bigger 
men as well as bigger business. 


THE FEDERATION OF TRADE PRESS ASSOCIATIONS 


—comprises 250 leading sistent publication, millions 


trade and technical jour- 
nals—exists for the pur- 
pose of developing and en- 
couraging higher and still 
higher ethical standards in 
publishing, advertising and 
general business practice— 
represents over $40,000,000 
invested capital. 


—reaches through its con- 


of business men! 


—includes in its member- 
ship publishers expending 
over $37,000,000 in salaries 
and wages. 


—desires the individual in- 
terest and co-operation of 
every reader and advertiser. 
—wants you to attend its 
annual gathering. 








HE time you spend in attending the Convention will 

pay large dividends in _ broader _ perspective, 

increased enthusiasm, higher efficiency, fresh inspiration. 
For additional information write to 


Bartley J. Doyle, Chairman Committee on Arrangements 
512 Race Street, Philadelphia 
THE FEDERATION OF TRADE PRESS ASSOCIATIONS 


John Clyde Oswald, President A. A. Gray, Vice-President Grant Wright, Sec’y-Treasurer 
New York Chicago Philadelphia 
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There’s a big business opportunity for you. MR. MERCHANT, in the wide- 
spread demand for a modern Washing Machine; you have now the best opportu- 
nity in years to extend your business in this line and greatly increase your profits; 
put yourself in position to meet this demand by securing the exclusive agency for 


The washer without a fault; a principle indorsed by the U. S. Government, rec- 
ommended by Domestic Science Schools everywhere (The Vacuum Way). 






Wringer Scts 
Straight in Front 
ot Operator. 





- 


Bottom 
rain 
Faucet with 
lose 
Connection. 








¢€ 





Safety Footler. 
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The OSCILLATOR Vacuum Washer is constructed to meet the 
demand for a Washing Machine that will do all the work of washing, 
making wash-day a pleasure rather than that of drudgery. 

The OSCILLATOR Swinging Wringer is simple, neat and com- 
pact, it has several exclusive features, handy to feed, extra wide 
water board, both foot and hand control. 

With all Electric Machines we furnish a folding bench holding 
two tubs and a clothes basket, giving you all the advantages of a 
platform washer, requiring only about half the space. 

Sold on a 30-Day Free Trial—Your satisfaction assured or 
money back and our five-year unconditional guarantee fully pro- 
tects you. 

We make Hand, Electric and Gasoline Engine Power Machines. 
Write us for prices and our exclusive agency proposition. 
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Being some condensed information 
ate help you sell Nicholson Files 








“NICHOLSON” files 
are made from steel of 
special analysis, rolled 
according to the most 
rigid specifications. 


“NICHOLSON” fille 
steel is the result of 
exhaustive tests that 
have proven it best 
adapted to the making 
of files of superior 


quality. 
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Using a 
NICHOLSON Flat File 


on a “bracket.’’ 









— 


Files That Sell— 
And Satisfy 


The NICHOLSON files upon your shelves are half 
sold just because they are branded “NICHOLSON.” 


That name tells a story of File Value to fi/e users— 
they buy on sight of it. 


MOL Ss 
SSY 
OSA. 


(TRADE MARK) 








Intimate knowledge of file users’ requirements, 
gained by over 50 years’ experience, devoted exclu- 
sively to file making, is concentrated in the brand 


that bears the “ NICHOLSON” trade mark shown 
above. | 


The net result to the user, of money value to you, 
is the absolutely satisfactory file service given by 


“NICHOLSON” files. 
Your Jobber Can Supply You 


Nicholson File Co., Providence, R. I. 
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A New Wrench With Alligator Angle Jaws 


Insofar as this new Billings & Spencer Tool has an unusual combination 
of good points we honestly consider it the most uniqye and useful wrench 
to be found anywhere. This wrench can be used effectively on either pipe 
or nuts. The toothed jaw and handle are made of Tool Steel, insuring 
wear and strength. The sliding jaw has a long bearing, and nurl of ample 
size. The wrench is not a heavy tool, but will stand much misuse without 
giving out because of its quality and correct design. Write for circular of 
sizes and prices. 


Billings & Spencer Company 


Hartford, Conn. 
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Tnmo 
Pipe 
Cutter 


A COMBINATION of 
STRENGTH and 
UTILITY 









Drop-F orged 
Cutting 
Wheels 





Drop-F orged Steel Frame. 
Drop-F orged Steel Cutters. 
Interchangeable from 2 


Rolls and Wheel into a 
3-Wheel Cutter by Re- 
moving Rolls and Substi- 
tuting Wheels. All Parts 


Interchangeable. 








MADE BY 


Tnmont Mfg. Co. 


ROXBURY, MASS. 


Send for Catalog No. 133. 
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Hack Saw Frame No. 50 


Adjustable to take 8 to 12-inch blades. 
The adjustable feature is obtained by the 


Can be sold at retail for use of a pin set in the edge of the long 
end of the frame. This construction 


2 5 C gives a rigid frame at any adjustment. 
‘ The frame is light, but unusually strong, 

being made of the best cold rolled steel. 

The handle has a rich mahogany finish 


Write for Samples and Prices and all metal parts are nickel plated. 


Packed one in a box. 


Manufactured by 


UNION HARDWARE COMPANY 


Factory and Main Office at Torrington, Conn. New York Office, 99 Chambers St. 
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“IXL” means “BEST TO SELL” 





INCORPORATED 


ESTABLISHED WITTE HARDWARE CO. 1880 


1849 








TRADE 












I Pel 


ST.LOUIS, U.S.A. 
ERE ee 


























WITTE’S “IXL” EDGE TOOLS 


ARE FULLY WARRANTED 


In addition to our full line of ““IXL’’ Goods of 
Every Description we carry in stock all the 
WELL KNOWN MANUFACTURERS’ BRANDS 





Mail Orders Given Prompt and Careful Attention 





WITTE HARDWARE CO. 


SAINT LOUIS, U. S. A. 
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Increase 
By 


Selling 





Carpenters who have tried 
Simonds Saws know that 
they are unsur- 
passed in quality 
and give full sat- 
isfaction; they 
run lightly with 
the least muscu- 
lar effort, do not 
bind or scrape, 
saw true, 
hang well, 
hold their 
edge, and 
are abso- 
lutely 
guaran- /@ 
teed. eo? 


Carpen- 
ters ask for Simonds 
Saws because they 
know their good points, 
and the store that 
carries them gets the trade. We are 
pushing Simonds.Saws with a widespread 
and aggressive advertising campaign 
which is increasing their sales, and the live store that carries our saws will 


reap the profit. 


We offer the dealer the great advantage of a fine product backed by intelligent 
co-operation and effective advertising which help him sell his goods. Selling 
equipment to manual training schools isa very profitable field for the hardware 
store, and we are paying special attention to this field with the purpose of in- 
creasing the dealers’ sales of our saws. We invite you to share the advantages 
of selling Simonds Saws. , 


“If you want saws that cut like diamonds, 
Ask for saws that are branded Simonds.” 











Write us for pointers on increasing your trade. 


SIMONDS MANUFACTURING CO. 


“THE SAW MAKERS’’ 
FITCHBURG 5 Factories——11 Branches MASSACHUSETTS 
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Wickwire Cortland . 
Brothers New York — 


IA 


There’s more than one reason for the popularity and selling strength of Wickwire product, but 
all of them can be traced back to the idea of giving the best value and highest quality possible. 

We mine our own ores, operate our own blast furnaces, open hearth mills, rod and wire mills, 
etc. In short, we control every step in the manufacture, and therefore can regulate the quality from 
the beginning to the end. Nothing but the best is allowed to pass. Ask your jobber for prices. 
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Cutting leaves of the Henequen tree, from which Sisal Fibre is obtained 
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After the fibre is thoroughly cleaned it is hung up on racksto dry’ | 
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CORDAGE CHAT No. TWO 


N the State of Yucatan, Mexico, grows a plant called 
Henequen (pronounced Hen-e-ken), from which 
the natives secure Sisal fibre. 

@ Here in Yucatan you will find vast plantations 
given over to the growing of the Henequen or Sisal 
plant. A trip through one of these plantations would 
carry you first to the fields, where you find the in- 
dustrious native cutting off the large leaves with 
machete. 

@ After the leaves are cut they are loaded aboard a 
miniature flat car, and drawn to the cleaning plant. 
Tracks for these cars run all through the plantation, 
and the motive power is furnished by sturdy mules. 
@ At the cleaning plant we find large machines which 
are called decorticating (de-korti-kate-ing) machines. 
The leaves are run through these machines, thoroughly 
cleaned of all of the vegetable matter, leaving nothing 
to come out of the machine but the cleaned fibre. 

@ Then the fibre is hung up to dry. When it is thor- 
oughly dried, it is packed in bales and delivered to the 
nearby wharves at Progreso, from there 
it can be readily shipped to the Colum- 
bian Rope Mills at Auburn, N. Y., to be 
made into Sisal rope. 

@_ So, when you want really reliable Sisal 
rope tell your jobber that it must be Col- 
umbian — and be sure it is stencilled with 
the Columbian Girl’s head, like this— 








Ready for shipment to the Columbian Rope Mills at Auburn, N. Y. 
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OR ‘alia work around the farm, 

factory, mill or store, where the un- 

usual toughness and exceptional 
strength of manila rope is not required, 
recommend and sell 


© OLUMBIAN 
Sisal Rope 


There are many grades of Sisal rope, but 
there is only one COLUMBIAN grade, and 
that’s of the highest quality. Tell your jobber 
you want this high-grade Columbian Sisal 
Rope, and to be sure you get it—look for 
the Columbian Girl’s head on the burlap. 








COLUMBIAN ROPE CO. 


1100-25 GENESEE STREET 


“THE CORDAGE CITY,” 
BRANCHES: CHICAGO NEW YORK BOSTON 
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AUBURN, N. Y. 
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Exactly Meets 


A Great Consumer Need 


There has always been a need for making the burning 
of rubbish safe as well as thorough and sanitary. You can 
satisfy this need with the 


























a et 


Rubbish | 
Burner 























It is made of moderately heavy gauge steel with per- 
forations only 9/32 of an inch diameter—so small that no 
piece of burning material can escape. The draught is not 
affected and complete incineration of the rubbish is readily 
accomplished at all times. 

Endorsed by leading Fire Insurance Companies. 
Order soon—get the full particulars from us at once. 
Write now. | 








Clinton Wire Cloth Company 


CLINTON, MASS. 
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The ‘‘American’’ Link is: 


decidedly the best for Halter Chains.: 


It is the original and only practical flat link chain 
that has ever been put on the market. Imitations 
have been attempted but without suc- | 
cess. Do not accept substitutes. Insist : 
} ee 8 OUR PATENTED 
upon getting the genuine “American "LOCK-RING” 
Chain. BY MEANS OF WHICH 


Manufactured by 


American Chain Company./ 
Bridgeport , Conn. 


l : In Canada — Dominion Chain Co., Ltd.— Montreal 
td United States 
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‘“Hurwood’ ice Picks 


Strongest, Sharpest and 
Handiest Ever Manufactured 


SIMILAR IN CONSTRUCTION 
TO THE CELEBRATED 


“Hurwood” 
Screw Drivers 


They have a number of distinctive 
features that cannot help 
but attract attention. 


TWO ASSORTMENTS ARE OFFERED: 


Style “E”’—List Price, per doz., $6.00 
Style ‘“‘F’”—List Price, per doz., $4.60 


Full particulars 
upon request 


STANLEY RULE & LeveL Co. 
New Britain, Conn. U.S.A. 
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Means to Dealer and 
Consumer: 


Corbin means 
dependability 


For years it has stood for the best 
in manufacturing ideals and ac- 
complishment. Constant care 
and unceasing watchfulness, to- 
gether with the most improved 
facilities and equipment, have 
stood behind that Name for 
almost half a century and made it 
popular throughout the land. 


That this popularity has kept pace 
with the most rapid development 
of the country is evidenced by the 
fact that today our floor space 
covers more than twelve acres. 


The vigilance, trouble and ex- 
perience that have brought the 
Name Corbin to the front is con- 
stantly maintained to keep it 
there. 


To the dealer it means increased 
business and satisfied customers: 
to the consumer it means durable, 
dependable service. 


Buy Corbin Wood Screws. Look 
for the Name on the box—you do 
not pay more for them yet the 
Name is your protection. 


Also makers of Jack Chains, 
Safety Chain, Stove Bolts, 
Chair Rods, Hanger Bolts, 
Automatic Screw Ma- 
chine Product, etc. 


THE CORBIN 
SCREW CORPORATION 


The American Hardware Corporation 
Successor 
NEW BRITAIN, CONN. 
Branches: New York Chicago Philadelrhia 
Makers of Corbin Brakes and 


Corbin-Brown Speedometers 
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ria Rust Proof. ‘= 
Trellis Arch. ~~ 





effects owners of country 

homes need only to choose 
Excelsior Rust Proof Trellis 
Arches from your stock and ar- 
range them to suit their fancy. 
That they will choose thus wisely, 
is one direct result of our na- 
tional advertising, which is run- 
ning full blast right now. 


;@ acquire beautiful lawn 





ee 
Sh. ~ 
; " \ \\ 






Excelsior Rust Proof Products, 
of which Arches are a mere item, 
include Fencing, Trellis and flower 
and tree guards. All are heavily 
galvanized after being woven 
from large and smooth wires. All 
have clamped joints. All are well 
made and well advertised. 


If your jobber can’t supply Excel- 
sior Rust Proof Products, order 
directly from us. 











Wright Wire Company 


. Worcester Mass. 
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electricians, plumbers! 








Architects, builders, 


—here’s just what 
you need 





TRADE MARK 


The screw-hold with a 
thousand uses 








Ankyra Bolt ready for inserting 


The ANKYRA Expansion Bolt is indispens- 
able in up-to-date building construction. With 
it you can drive wood screws into expanded 
metal laths, hollow tiles, metal window sashes, 
laths and plaster, metal window frames, con- 
crete walls—in fact, anywhere a screw ts 
needed. 


It’s the screw- 
hold with a 
thousand uses. 
Holds with a 
[. bull-dog grip. 

Ankyra Bolt after =|; The screws can’t work 
Notice wines) | loose, but they can be 
taken out and _ re- 

placed at will without losing the Bolt. Ankyra 
is a permanent screw-hold. It can’t work 
loose. The nut is an integral part of the Bolt. 
Useful in many places where a screw would 
otherwise be impracticable. Has the combined 
principles of a toggle bolt, expansion bolt, 
and anchor bolt. 


ANKYRA Bolts are made for Nos. 6, 8, 10, 12, 
14, 16 and 18 Wood Screws. They are espe- - 
cially valuable in plumbing, electrical work, 
steam-fitting, and for bath room fixtures, etc. 


FREE | 


4 
4 


7 ._ ANKYRA 
MFG. CO. 
149 Berkley St. 


ANKYRA MFG. CO. 
Philadelphia (7 rese sa vin | 


7 out cost or obligation 
to me, samples and book- 
let describing Ankyra. 





Send for samples 
also booklet 


gf RERIGERS 60 6cddcddivcetsecet ssdeesedenns 
, a Oe Vokes te¥secds se evameebueueees 
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“Visit. our exhibit at the Panama-Pacific Exposition’ 


[> 


Trade Mark 








Trade Mark 





EPORTS CONCERNING the out-of-the-ordinary performance of the new 
“Quick-Twist” Drill continue to pour in. 


In fact it is doubtful if any mechanical improvement along the same lines has ever 
created as much favorable comment as the increased angle of twist which characterizes 


“Detroit” Quick Twist Drills 


The W. S. Shuler Spring Co., of Amsterdam, N. Y., wrote us some time ago as follows: 


‘We want to say to you frankly that the drills you made and sent 
us are the best we have ever used and they have not given any 
trouble at all; in fact they have done their work way beyond our 
expectations considering the trouble experienced in the -past. The 

- drills mentioned do not have to be sharpened very often and we are 
simply delighted with them.’ 





Your customers will get the same results. Write NOW for trial order and Catalog ‘‘T”’ 


DETROIT TWIST DRILL CO. 


Originators of the ‘ ‘Quick- T wist” Drill 


718-730 Fort Street, Detroit, Michigan 


633 Market St., Philadelphia. 414 First Ave., Pittsburgh. a Church St., New York. 518 


Camp St., New Orleans, La. 86 Marietta St., Atlanta, Ga. 9 So. Broad St., Atlanta, Ga. 
Sl 
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Place It Where It Can Be Seen 


Place this cabinet with its array of 
Forstner Auger Bits where your carpenter 
and woodworking customers can see it, 
then sit back or rather stand alive and 
watch them stop and bite. 

Forstner Bits bore their way through 
hard, knotty, cross-grained wood, leaving 
a smooth hole and polished surface. They 
are the only bits not dependent on a center 
or level to guide them.. They cut from 
the outer rim, the entire surface is at work 
all the time; no jagged ends. You can 
use them as gouges, or chisels; you can 
do scolloping, fancy scroll twist columns, 
newels, ribbon mould- 
ing, etc. 

Let us send you de- 
tails on this free display 
cabinet. 
































The Progressive Manufacturing Co. 
a. oso a Sic A. 
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A Few Facts 
About Progress 


EARS ago you might have handed a 
man a combination of rags, glue and 
cinders and he might have thought 

that you were giving him emery cloth of good 
value. } 

This may be slightly overdrawn, but it illus- 
trates very clearly what a great service 


U. S. Emery Cloth 





has given by teaching the public that the best cutting results require quality and care in 


putting the products together. 
Today the wiser emery cloth users specify “U.S.” for its cutting combination of spe- 


cially selected emery, good glue that sticks, and long-wearing cloth. 


And the package! 
and a time saver. Your Jobber! 


U. S. Sandpaper Company, illiamsport, Pa. 


You will like it because it is dust-proof, stay-on-the-shelf-proof, 
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Heavy Coated Terne 
Roofing Plates 


Whitaker, Re-dipped, 47 lbs. Coating 
Margaret a © - 


Sarah ihe 

Jessie om es) aa 

Louise 5 —_—: = 

Nelson ae — ag 

Alice <g a 2 ay 

Helen sé 20 4é eé 

Mary sé 20 é eé 

Nina ee 15 é ¢é 


These Brands are Standard. They are sold from 
Maine to Texas, from Key West to Spokane, and 
are known wherever Roofing Plates are used. 


ea OPEN HEARTH BASE—which means a 
soft, ductile Sheet. 


ae RESOUARED—on four sides. 


em GUARANTEED COATING—the amount 
of Coating each Brand carries is 
stamped plainly on every Plate. 

















Six weights of coating (Ten Brands) from 47 lbs. to 15 Ibs. per case of 112, re aay ee Fe 
20 x 28-in. sheets. i substitute rodfings-~that first cost end last cost 
- o x considered---there is mo roofing so satisfactory, so ; 
These specifications assure honestly made, workable plates—a sufficient range | poy ide niet aaa aia 
© . . . 3 GA ‘ 
of coating, finish and price to suit any class of work and to fit any pocketbook. © “(per canine best-of she best hind-—uf Roofs | 


ing, insist on “CORCO” Brand. 


WHEELING CORRUGATING COMPANY. WareueW\a : 


Makers of Terne Roofing Plates—Coke Plates—Long Terne Sheets 
BRANCH OFFICES AND STORES: 








Stocks at Wheeling and at Six Warehouses—no delay in filling orders. 














NEW YORK CHICAGO PHILADELPHIA | 
ST. LOUIS KANSAS CITY CHATTANOOGA 
Also Sales Offices at 
Dallas, Tex. Detroit, Mich. Minneapolis, Minn. Portsmouth, O. Richmond, Va. 
221) Q10N0NS0TTOONEOEREUEOSUSUURUUSEOUOESPOAEOG AEE 





MakeThem Pay 


Many a merchant has been forced to borrow money and 

even go out of business because he could not get his custo- 

mers to pay their bills. There are hundreds of ways to 

make them come across and Mr. Frank Farrington tells 

about a number of them in his new book entitled 
“‘Store Management Complete.’’ 








Every reader of hardware and retail literature knows Frank Farring- 
ton’s style. It runs along in an easy flow, with common sense facts 
and conclusions presented from a standpoint of practical knowledge, 
and always with that touch of human nature which marks the writer 
of extensive experience. And with all, the book is analytical. For 
example in the first chapter, ‘‘The Man Himself,’’ you learn what a 
merchant is; the most desirable personality; mental and physical quali- 
fications; how to be a merchant; overwork and its disadvantages; pos- 
sibilities of development; proper examples; the right line of growth; 
success-making qualities. 




















The other chapters cover in equally as thorough manner— Where to Start, Store Management, The Buy- 
ing End, The Store Policy, Clerk Management, Leaks, The Store’s Neighbors, Working Hours, Expenses, 
The Credit Business, What to Sell, Premium Giving. 252 pages, illustrated. Cloth bound, $1.00. 


HARDWARE AGE BOOK DEPARTMENT 


239 WEST THIRTY-NINTH STREET, NEW YORK 








tl ll 
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WOOD SCREWS 
MACHINE SCREWS 
TIRE BOLTS 
RIVETS BURRS 


Largest Stock and Greatest Assortment 


American Screw Co. 
PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 









































People do say that it is 
pleasant to deal with 


“The INLAND” 


They like the cordial personal way in which the Inland 
tries to cooperate. They like the prompt Service which 
Inland makes it such a point to render. 


And they are very positive in their praise of the quality of 


INLAND SHEETS 


Black—Galvanized—Painted 


INLAND ROOFING 


Painted or Galvanized 


INLAND SIDING 


Corrugated, Pressed Brick—Rock face, etc. 








We would like to welcome you into the big family of 
Inland Boosters. Try one good order for shipment from mill. 


INLAND STEEL COMPANY 


First National Bank Bid¢., Chicago 
Works: Indiana Harbor, Ind. and Chicago Heights, Ill 
Branch Offices- ST.LOUIS-ST.PAUL- MILWAUKEE- DENVER-DALLAS 
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Unconditionally Guaranteed 

Shumate Razors are unconditionally guaranteed 
and exchanged without question if unsatisfactory 
—the user to be the sole judge. INDIVIDUAL 
GUARANTEES furnished with each razor. 


Honed Free 


Our “Service Department” hones all Shumate | 
Razors free for life. 


Dealer’s Profit Over 100% 


| 
Shumates are universally known, having been ad- | 
vertised over 30 years and yet the dealer’s profit | 

| 





averages Over I00 per cent. 


$25 


Will give you well selected sample assortment of 
razors ranging in retail price from $1.00 to $3.50. 
Write us to send you this assortment on which 
your profit would be over 100 per cent. If you 
prefer to see our illustrated retail catalog No. 14 
and wholesale price list, before ordering, ask for 
them and they will be sent by return mail. 





Shumate Razor Company 
Established 1884 


630 Locust Street ST. LOUIS, MO. 
Capacity 4800 Razors Daily 


4 of Our Good Sellers 





Shumate No. 30. An unusual value. Concaved blade, crocused 
tang, select ivory handle. Retail price.................. $1.25 





Shumate No. 850. Full concaved blade. Crocused tang, dark 
mottled hard rubber handle. Retail price............... $1.50 





Shumate Tungsteel. This delicately curved blade is an inno- 
vation in razor making and gives the double sliding stroke. 
Nationally advertised. Retail price...................... $2.00 





Shumate De een Highly polished concave blade with cro- 
cused and milled tang. White handle wtih name in gold. 
Es 5 ke a bade hhedb Ses eh Oc bobs oy has pekkee Thee eR $2.25 
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HONEST!! 


This isn’t a real 
machine 


It's simply one of the 
thousands of models which 
Boys build out of 


ERECTOR 


World-Famous Building Toy 


It’s a proposition that you, 
as a live Hardware man, 
sure ought to investigate. 


Send for the Details! 
THE MYSTO MFG. CO., 
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This is the 1914 Prize Model. 
The 1915 Prize Winner will get an automobile. 
It’s part of our advertising plan. 








New Haven, Conn. 
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cA Perfect Letter Box for the Man Who Prizes 
the Appearance of His Home 


Over fifty per cent. of the homes served by Uncle Sam’s 
mail carriers are without a suitable mail receptacle. Their owners 
have been waiting for The IN-VU, 
the mail box that is ornamental 
and serviceable and will stand the 





Protected Mail—Seen est of time. 


from front or either side The IN-VU is a home mail box 


Acchivects specify The IN-VU foe of styles to match any wood or brick 
new homes. finish. It is constructed of plate glass 
Write for price list and booklet and select kiln-dried wood and is 


illustrating in colors its exceptional 


ornamental possibilities. assembled with nickel-plated brass 
pivots, top and magazine clasp, all 











Special Discounts to Dealers 








non-rustible. 





Letters 


The IN-VU MANUFACTURING Co. {%, 


ROCHESTER, N. Y. 
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Bishop’ 
ACK of every Bishop’s “Greyhound” 1S Op S 
Saw is over 20 years of specialized ex- 66 99 
perience in High-Grade Saw making. Greyhound. 


IN every saw that bears the “Greyhound” 
trade-mark is the toughest kind of pure, evenly 
tempered refined steel. 

OUT of every Bishop’s “Greyhound” Saw 
your customer is sure to get absolute satisfac- 
tion. The hang of the blade will please him, 
as well as the rapid, easy-cutting quality. 

AFTER 30 days’ trial if any customer says 
the “Greyhound” Saw fails to cut faster and 
easier than any saw he ever used—refund his 
money. We'll do the same by you. 

Made in both Straight 
and Skew back. 





















LIST PRICES 
Length Dozen 
es aka Coe wee 6 we $28.00 
ee ws dS 40 ew oes 30.00 
Re eee 32.00 
es wee ee a 34.00 
Me 8tceened cues « 36.00 
P ccvventes &8%0 40.00 
Cree ee 44.00 


Packed one in a box. Send for New Cata- 
log and Trade-prices. 


Geo. H. Bishop & Co. 


Lawrenceburg, Ind. 
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As you walk from your home to your store, or drive 
in the country, observe carefully the many homes and 
private grounds which would be beautified by the erection 
of Waukegan-Cyclone Ornamental Lawn Fence. 

When you drive in the country, count the many rickety wooden farm gates which ought to be replaced by 
Victor Rust Proof Gates. 

You will be surprised at the amount of business near at hand. Why not go after this business which is 
rightfully yours? Give us the names of these prospects, let us send them our catalog and special printed 
matter, and refer them to you, so you and your clerks may close the sale. 

Your farmer trade demands the New Victor Hot Galvanized Farm Gate because you sell it under the 
strongest guarantee of durability ever put on any gate. Victor Lead-Zinc Hot Galvanizing is guaranteed to 
prove rust resisting four times longer than any electric galvanizing used on any gate. The New Cyclone 

Victor combines various other features of convenience and strength which 


Write us the names of your . l 
prospects and we will help will appeal to your farmer customers on sight. 
you get the business. Our 

selling helps to dealers are 

effective. Write for full in- CYCLONE F ENCE COMPANY 
formation on this money-mak- Waukegan, Illinois 

ing line. 











Pumps, Rams 
and Cylinders 


Are made in hundreds of different styles and sizes for all pumping 
conditions. The Deming line is a result of 35 years of manufacturing 
experience, supported by years of steady, consistent advertising. 





If you expect to enter the pump business, or are now engaged in the 
pump business, ask about our ‘‘Dealers’ Special Assortment.”’ 


~N 
ne 
VT) 

a” 


THE DEMING COMPANY, Salem, Ohio 


CHICAGO: Henion & Hubbell NEW YORK: Ralph B. Carter Co. 


PITTSBURGH: Harris Pump & Supply Co. BUFFALO: Root, Neal & Co. 
Other Agencies in All Principal Cities 
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DOUBLE 


OPAL scarev'ti 
ZINC COATED SCREEN CLOTH 


Galvanized After Weaving : White Satin Finish 





There is only one OPAL Wire Screen Cloth. This is a trade oo == 
name and trade mark, used exclusively by us for many years as i Ha, 
applied to and descriptive of our own superior Zinc Coated a 


4 


product, and is so registered in the U.S. Patent Office. i 


! 


Buyers should guard against being misled by other makes of 
screen cloth represented as ‘‘Opal Finish,’’ or ‘‘an Opal cloth,’’ 
or similar expression involving the use of our trade name. 


Get the genuine OPAL. There is nothing ‘‘just as good,’’ as 
thousands of dealers will confirm. Clore 


Hertha abraekcge re | 
So get, Beit } 


Look for the Name on the Label 


voogge gt ott 
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‘WIDTHS 
18 to 48 in. 


12, 14 and 16 


MESH il 


if 


j 





NEW YORK WIRE CLOTH CO. U | 


233 Broadway, New York Works: York, Pa. 

















MYERS STAYON Door HANGERS 
ARE SEASONABLE 


Your stock is not complete at this or any other time of the year without Myers Stayon Door 
Hangers and Track. Wherever buildings are going up or being repaired there is always a ready 
demand for them, and you will secure the trade of a lot of discerning builders who are particular 
about their door service if you can supply their wants with the MYERS. 

Here are a half dozen good reasons why they sell so easily and run so well: 





Heavy Malleable Iron Frames completely protecting Wheels from weather. 

— — or Tandem Trolleys operating on Steel Roller Bearings—Push and 
Pul asily. 

Plain or Adjustable and Flexible Features—No sticking or balky doors from tim- 
bers warping or ground being raised by frost. 

‘“‘Stayon Device’’—Cannot be thrown or blown from Track. 

Neat Designs—Nicely finished in Aluminum Bronze. 

All Styles packed one set complete with bolts in a neat carton. Handy to dis- 
play and easy to wrap up. 


This is building time—and Myers Door Hangers—Stayon and Tubular—are especially Season-~ 
able. How is your stock? Catalog and prices on request. 


F, E. MYERS & BRO., , Ashland, Ohio 


Ashland Pump and Hay Tool Works 








FEMYERS £2 BAG 
SHLAND.O 
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a : YOU CAN MAKE a 
a “YANKEE” TOOL CUSTOMER 


of every man who enters your place 


“YANKEE” Tools are now used by all classes of mechanics, and appeal to men of 
every profession and calling; in fact, anyone who ever has occasion to use tools of 

















any kind. 

fee ~SCNSYANKEE”® —— SS | 
BS RS aes oe eee ee = CAMROT TNIV 
: = e&. CL Soll NORTH BROS wre co nt \ rt AMA eee | 








PHILAPA PA VU 


A little demonstration will at once Interest any man In your store and make a 
possible customer, the kind that goes away pleased to return for more. 


ONE HUNDRED STYLES AND SIZES 
Your jobber can supply you 


& NORTH BROS. MFG. CO. Philadelphia, Pa. 4 























Makes Good Display 


Put up in sets of four in neat boxes they 
look well in your show cases. 

All built of steel. 

Smallest “Steel Gem” Caster carries 1000 


P ‘ ? iH pounds. 
riest & i Roller Bearing, they revolve at a touch. 
il Write for catalog and prices. 
a i 
Clippers | | M. B. SCHENCK CO. 


MERIDEN, CONNECTICUT 


We have the biggest 
clipper proposition of- 
fered to the trade. It’s 
a proposition that pays 
and pays big—because 
it satisfies. 

Our proposition is 
that you stock Priest’s 
Clippers! Write. 





American Shearer Mfg. | 
Company 
315 Main St., Nashua, N. H. 














P k > Combi- bp V 
al St S nation Ipe Ise 

You can’t sell a more convenient, stronger, or more serv- 
iceable vise for pipe work. This one has a Patented Expansion 
Ring Swivel, operated from side of vise, handy to the work. 
A great improvement. 

Made also with Parker’s Patented Solid Steel Bar running 
entire length of side. This feature gives greatest possible 
strength and makes the slide practically unbreakable. Has 
Semi-Steel Castings. The Steel Faces are milled, correctly 
fitted to jaws and renewable. Three popular sizes. All good 
sellers. Liberal profit. Send for Vise Catalog No. 5. 


The Charles Parker Company 


N. Y. Salesroom 32 Warren St. Factories, Meriden, Conn. 
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FOR FISHING OR HUNTING 
TRIPS OR WHEN CAMPING 


The Flashlight Battery should be one that will give long 
service and can be relied on. For such a battery give your 
customers 


MARS-BRIGHT 


GUARANTEED 


NEW YORK 


Bright Star Battery Company and CHICAGO 




















EaRReGEREE THEY oe cin wel gene so te 
* ereitte COME! | | . sientimua suara, 2. proken lamp or radiator hurts 


injury. SAFETY FIRST—He must take certain pre- 
caution to protect himself, and so he must do with 


As a Boon and a Blessing to men his machine. 
Grant Noiseless Riveters, when sff; 
output and finish are required they The Griffin Ga on Door Holder 
never fail to give the service desired. Patented 
is a 7 strong, serviceable article designed expressly to 
By Aes Rg Fe 
A whole REGIMENT of ways nd it stays there firm. there’s money in it for you 
GRANT NOISELESS RIV- Made by mH 
ETERS can be in operation at THE GRIFFIN MAN’FG. CO. 
the same time without the 37 WARREN ST. ERIE. PA 17 E. LAKE ST. 
NEW YORK » FA. CHICAGO 


slightest Noise or Vibration. 


Other exclusive features :— 








Send samples and let us show 
you what a GRANT RIV- 


SN 3“ ETER will do. 


The Grant Mfg. & 
Machine Company 
Station B-S. Bridgeport, Conn. 











ge IT is 
Will not mar surface in rivet- anes ee 
ing ; Spin highly polished rivet THE IN 
head ; Rivet tight or loose; ae ne 
Riveting operation ONE 

SECOND. 








Don’t Overlook No. 161 


This ADJUSTABLE GRINDSTONE TRUER is not a big 
seller but a dependable one, and at a mighty good margin of profit. 








At practically no trouble or expense, it keeps grindstones in 
the best condition with the absolutely true, even and gritty surface 
so essential for speedy, effective work. 





Prices and full particulars will be found in Catalog No. 31. 








ATHOL MACHINE CoO., Athol, Mass, 
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BLACK DIAMOND FILE WORKS 


ESTABLISHED 1863 Map INCORPORATED 1895 
X, 





Twel 
welve Medals of Special Grand Prize 


Award at 
INTERNATIONAL ppt MEDAL 
Expositions Atlanta, 1895 


Copy of Catalogue will be sent free to any interested File User upon application. 


G. & H. BARNETT COMPANY Philadelphia, Pa. 


Owned and Operated by Nicholson File Co. 


| 

















“EL-WEL-CO-TI” 


(electric welded cow tie) 


RE ee 


PIVOT DOOR CABINETS 


Is the best cow tie on the market 
—is superior in weld, appear- 
ance and strength—and is guar- 
anteed not to break. Made in 
Ohio pattern, two toggles, 
straight link, any length. 


Note the difference between our 
toggles and those offered as “just 
as good.” 


Made full size to gauge—if 
marked 2/0 or 3/0, you may be 





} T 
‘DISPLAY ALW AYS IN SIGH sure that’s what they are. You 
- will not get a size smaller as in 
| some other makes. 
SEND FOR CATALOG No. 24 Set ter dh item, tat for 
your own protection insist on 
showing the largest assortment of “EL-WEL-CO.-TI’; refuse to ac- 


Hardware, Shelving, Fixtures, etc., in cept substitutes. 


the United States. 
W. C. HELLER CO. | STANDARD CHAIN CO. 


MONTPELIER - = . OHIO Pittsburgh 




















Tubular Rivets and Bifurcated Rivet 


Packed in CARTONS, Assorted 
Lengths 50 and 100 Rivets to 


Box. 12 Boxes to Carton 


TITTITITT 


SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
OUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


_JUDSON L. THOMSON MFG. CO., Waltham, Mass. 
CARTON ASSORTED RIVETS Chicago Branch: 316 North Michigan Ave. cS 
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Order STANLEY No. 3000 


‘‘Twinrold” Self-Tightening 
COILED DOUBLE 


BOX STRAPPING 


Pat. Sept. 26, 1911; Nov. 5, 1912 
The Stanley Works, New Britain, Conn. 


Nails on 
RIB CENTER 
Can’t Slip 


100 Lafayette St., N. Y. 
See page 75 





Is driven 
obliquely om on 


Tighten Sica 


73 E. Lake St., Chicago 











The Original GREEN RIVER 





SCREW PLATE 





| Simplicity and ease of adjustment are the distinguish- 
i ing features of the “GREEN RIVER” Die 

It is all done from the face of the Die and without 
removing the Die from the Stock. 

! The cup-head screw on the right acts as a hinge, hold- 
4 6©ing the Die halves together. 

} The size is regulated by the taper-head screw on the 
left; driving it farther down opens the Die to a larger 
diameter ; backing it out closes the Die to a smaller 
diameter. 


The whole Die and guide 
when in use is clamped 
firmly in the Stock. 


a Wiley & Russell 
= | Mfg. Co. Div. 


Greenfield Tap & Die Cor- 
poration, New York, 28 
Warren St.; Philadelphia, 
38 No. 6th St.; Chicago, 
545 Washington Bivd. 





Seetional View snows Hinge 
Serew at Right and Taper- 
Head Screw at Left. 











You Can’t Beat 
a Machine 


for turning out work of dependable accuracy. We 
have recently installed several new dividing engines 
that mark the graduations on Union Rules. These 
machines are inhumanly accurate, if you know what 
that means. 

Union Rules combine good looks with good work. 
We spend a lot of time making them correctly. 

Let us have a get-together meeting by mail. 


Union Caliper Co. 


Orange, Mass. 
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Headquarters for CHAIN 


Here shown are but a few of the many dif- 
ferent kinds of chain we make. All our Chains 
are made of A-1 stock by Automatic Machin- 
ery and are therefore uniform and of the Dest 
quality. The capacity of our chain plant is 
30 Miles of Chain per Day. Send for Catalog’ 
and Trade Prices. 


The Smith & Egge Mfg. Co. 


BRIDGEPORT, CONN. 


. S. A. 
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‘Just What I Want!” 


That’s what every man says the moment he spies 
Acme Corrugated Joint Fasteners. He’s sure to 
see them if you put the Attractive Display Card 
we send you in a prominent place. 


Acme Corrugated Fasteners 


ss 66 99 make permanently tight joints in Screens, Doors, 
Sash, Frames, etc. Ready sellers at 15 and 10 cents 
e Dig eason ay 
Two sizes: Junior Assortment, contains 50 boxes 
of 100 fasteners each, and Acme Regular Assort- 


: . ment of 100 boxes, or 10,000 fasteners. 
The one big reason why you should sell De Ask your nearest Jobber to supply you, or write 


Haven’s Roldsafe Box Strapping and no other atrect. 
is this: Every reel of it is now supplied with a 
new and exclusive safety attachment, a device 
made and sold only on our reels, and at no extra 
hey over our former prices for box strapping 
alone. 








May we send details of this big “reason why”? 


The De Haven Mfg. Co., Brooklyn, N.Y. 


























PORTSMOUTH IRON 
xg ee I Like 2 Stone Wall to Rust&Grrosion oe eo 











Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a_ bet- 
ter line. More sales mean 
bigger profits—you_ give 
more and get more when 








Galvanized Steel 
Roofings 


We have made a specialty of 
steel roofing manufacture and are 
equipped to make quick deliveries in 
large quantities of all standard 
styles, galvanized or painted. 


Whitaker Brand 
Galvanized and 
Painted Roofings 


are about the last step in perfection of 
metal roofing workmanship. The various 
Corrugated, V-Crimp, Roll and Pressed 
Standing Seam patterns are displayed in 
our 1915 Catalog. If you intend to in- 
crease your stock;-be sure to get a copy of 
this book, and prices first. 


WHITAKER - GLESSNER CO. 


Portsmouth Works 
PORTSMOUTH, OHIO 
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Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special desigr 
construction and adapta- 
bility. 




















HAYES PUMP & PLANTER CO. 
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ABSOLUTELY NEW 





satin: nie Half Mortise Butts 
WATROUS Catch No. " 


Catch No. 210 Embossed—No. 2740 


Here’s a good business getter for your builders’ 
hardware department. Like all other McKinney 
products, it is made to make good and the fact 


Here is an article your customers will 
appreciate. Fills a long felt want. Keeps 





screen door fly tight. Works automatically that there are never any “come-backs” is sufficient 
and never misses. Rubber contact protects — — it —_ — er goods alae 
: e plug a e bottom of this particular Bu 
wart frame from damage. Gives perfect is slotted for a screw driver and threaded so that 
satisfaction. it can be applied to either end of the butt. This 
FR Shaiole seullel enda vemmedt makes the Butt reversible—adaptable to either 
. right or left hand doors. 
E Write for it today. Judge for yourself Order your supply now. 


its wonderful selling possibilities. 


WATROUS-ACME MBG. CO. McKINNEY MFG. CO. 


DES MOINES, IOWA 1401 Metropolitan St., PITTSBURGH, PENNA. 


























T More PROF its | 


FROM Our complete manufac- 


turing facilities enable us 


to offer SASH CORD of 
os AS H good finish and dependable 
quality at lower prices 


than other manufacturers. 


This is a broad sstate- 
ment to make—prove it by 
a trial order. 


“ALBA” brand, a. ster- 
ling, high grade, unspotted 
cord, free from imperfec- 
tions and, by actual test, 
proven to be as durable as 
other brands that cost more. 


“STAR” brand, a more 
popular grade; our second 
quality but equal in 
strength and durability to 
many so-called “first qual- 
ity’ brands. 
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(Patented) 











THE CHAMPION 
Double 


acing  loor Hinge 


This handsome hinge of few parts has 
the “ call?’ and deserves it. 








The entire weight of the door rests on 
a ball bearing and allows the door to 
swing freely and easily without jar or 
noise. 


And all a carpenter has to do to attach 
this hinge, is simply saw out a rectan- 
gular piece at the bottom corner of the 
door and make a slight mortise for the 
strap ends of the hinge. No wonder 
it sells. 


Won't fray, break or 
catch in pulley. 


Let us tell you more 
about our line and prices. 
A postal brings full infor- 
mation. 





Send for our Catalog of Profitable 
Hardware Specialties. 


The Champion Hardware Co. 


GENEVA, OHIO 
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ESTES MILLS 
FALL RIVER, MASS. 
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The “Almetal” Steam Washer 


(for family use) 


is guaranteed to wash more clothes, in less time, with 
less effort and wash them cleaner than any other hand 
operated washer, regardless of price. 


The “Almetal” is a washing machine, water heater and 
laundry stove, all in one. It burns wood, coal or gas. 


The “Almetal” washes by the vacuum-suction principle, 
and keeps the water boiling while washing. No other 
washing machine does this. It forces a continuous 
stream of boiling water and steam through the clothes, 
removing every particle of dirt. 


The “Almetal’’ will wash and boil 16 
shirts, or equivalent, in 10 minutes. 









The ‘‘Almetal’’ will wash anything 
from the finest lace to the coarsest 
cloth without the least possibility 
of damage to the goods. 


The ‘‘Almetal’’ is all 
metal; rust proof, rot 
proof, leak proof—no 
hoops to fall off, 
can’t swell, shrink 
or fall to pieces. 



















The ‘‘Almetal’’ takes very 
little room, no clumsy 
wooden tub. Easily moved 
from place to place. Wash- 
ing can be done in the cel- 
lar, yard or house. The 
‘‘Almetal’’ can also be used 
as a water heater, laundry 
stove, fruit steamer, stock 
food cooker, etc. (Boiler 
holds 18 gallons.) 


Write for our liberal terms 
which will prove to you that it 
is the most profitable and satis- 
factory washer to handle. It 
retails for $15.00 with 
galvanized boiler and 
$20.00 with copper boiler. 


THE ALMETAL MANUFACTURING CO. 


Manufacturers and Distributors 


7227-29 Manchester Ave. St. Louis, Mo., U.S. A. 


Horse-Shoe Brand 
Wringers 
Warranted as to quality 


Warranted to give satisfaction 
Warranted as to price 











Plain 
Bearings 
and 
Steel Ball 
Bearings 


Enclosed 
Cog 
Wheels 





Plain Bearings Steel Ball Bearings Size of Rolls 
No. 340B No. 860B 10x 1% inches 
No. 3415 No. 361B 11x1% inches 


WE MAKE THE LARGEST VARIETY OF 
WRINGERS IN THE WORLD | 


Send for our new Price List 


The American Wringer Co. 


NEW YORK CITY, U.S.A 

















\) Is A GUARANTEE 0 


Our Illustrated @taloque 
describes wer 4400arce 


WIRE saese 
KITCHEN WIRE HARDWARE 
anOWIRE SPECIALTIES 


Have You A Copy? 
/-—> Postal will 


start one rway 


THE WIRE GOODS COMPANY 


WORCESTER. MASSACHUSETTS 
U.S.A. 














Study These Ideal Sad Iron Conditions 


IDEAL Why? 


On top of them all— ist. IT IS NOT A 
NEEDLE - POINT 


2nd. It produces bet- 
ter combustion than 
any other iron made. 


Srd. It is the sim- 
plest iron made. 


4th. It is the most 
attractive iron made. 


5th. It will last six 
» to ten times longer 
than any oo 
iron on eart 


6th. We sell _ iit 
through dealers only. 


7th. We guarantee it 
to give satisfaction. 


8th. But four years 
old, yet 100.000 more 
than satisfied users. 


9th. It is the iron 
that will stand your 
test. 


10th. Absolutely safe 
and reliable. <A child 
can operate it. 


lith. The iron is 
always clean. Oar be 
used anywhere. 


12th. Write us fer 
prices or ask your 
jobber. 





There are One Million worn-out needle-point sad irons in scrap pile 


NEW FEATURE 


An seem! - oe metal cap on tank — no packing of any 
used — the only one of its kind 


The Ideal Sad Iron Mfg. Co. 
Cleveland, Ohio 


Made in Canada by 
The Taylor-Forbes Co., Guelph, Ont. 
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Renux | THE SPEED wo vamos’ REFLEX 
' ’ 
F | BOOSTER ,SAVES Gas | 
or The Motorcycle jj es Hill Climbing Easy FOR THE FORD 
, ha ea Pg ee pealad 
BABY REFLEX . my,sbecd. The Speed Booster | Ford Special Reflex 
necessity on every car be- i 
| cause of the great saving in i 
anyon . mein Romero | 
| GE ean | gives the car greater fiexi- 
- tetiacton” contort. "SO 
omeatn ae riding ease. Porcelain only $0.75 
ce $1.25; porc. $1. 
. if You Want the Best | Be mapaienaalliet es: i The Plug for Fords 
ou’ll Sell BABY REFLEX $2.50 Post Paid DEALERS Best in Actual Service 
DEALERS: WHY NOT BOOST YOUR SALES AND PROFITS WITH THE SPEED 
e BOOSTER AND REFLEX SPARK PLUGS? 
THE REFLEX IGNITION COMPANY 211 HIGH AVENUE, CLEVELAND, OHIO 

















Do You Sell PISTON RINGS ? 





Don’t Sell igre Posts 












Will Grow sds mi f 100% warteet | Here is an 
i ee s 3 So Assortment 

| A f Mess: 5 WaT ASSORTMENT of Piston 

hs SMe Be ae = Rings that 

Suan if Be tsee sake o> Me any hardware 

EO a ray dealer will 

find attrac- 


tive and prof- 
itable. It con- 
tains fourteen 


og 
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te Why don’t you sell a , : \ 
See this test at Fairs. fence supporting » Veweuvwven \ NANA of the most 
Carbo Posts are gal- system, not just called for 
vanized. plain posts? $1zes 5 125 


Rings in all; 
arranged in 
polished hard | 
wood case. 

List Price, 


ARBO SPRING : $18.00 
TRADE MARK REGISTERED Our New Catalogue Gives Comelete List of all 


Standard Sizes—Send for Copy and Discounts 


POST SYSTEM The Sampson ‘t:;-' Puncture Plugs 


A quick, clean, perma- 


| aiccans— ec know and want to buy an 
anchored earth cushioned spring 
drive fence support—found only in the 








Strongest, lightest, most economical. Long life due 


entirely to cushioned spring supports. Age-proof, nent repair for all inner | 
rot-proof, fire-proof. Quickly set—no concrete or tube punctures, GUARAN- | 
special tools. Liberal profits because patented and Ly ga GIVE SATIS- 


trade marked. 200 Carbo Posts can be stored in a ig 
No. 1 Outfit—consisting 


3’ x 4’ space. : 
Write Today for Special Discounts. of six Assorted Plugs and 
Tool for inserting. List 


CARBO STEEL POST CO., | | cons & co, 


226 Rand McNally Bldg., Chicago 


World’s Only Mekers ‘of Fence Supporting Systeme. Manufacturers of High Grade Automobile Parts and Accessories 
Yard and Field. 375 Broadway, NEW YORK 


EOD EE aD . 


The “Slikup” Salesman Works 
Without Pay 


He’s steady-on-the-job day after day, never asks you for a cent 
in return for his services, is a re worker and profitable for 


jobbers | and dealers to “have around. 
The ‘‘Slikup’’ Salesman is an all-metal display stand, containing 


the following Slikup Specialties: 























a 





<SLIKUF® 





nde tneennmeaianieie soonest eee 


Slikup for Rubber Slikup Enamel Top Dressing 
Slikup ———- Paint Slikup Mohair Top Cleaner 
Slikup Engine Enamel Slikup Top Lining Dye : 
Slikup Hard Auto Soap Slikup Leather-Kote 
Slikup Hand Cleaner Slikup Rim Paint ' 
Slikup Cream Polish Slikup Body Polish ; 
Slikup Metal Finish Slikup Auto Varnish 
Slikup Silver Finish Slikup Clear Lacquer 


N. B. Ar nold, Brooklyn, N. Y. 


1 Sigourney Street 
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No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 
Canton, Ohio 











They Come Back 
eivethem Cary s Universal 


Box Strap 


It is the only Strap 
in existence that can 
be absolutely depended 
upon to run true to 
width and gauge and 
uniformly soft an- 
nealed so that it has 
great tensile stren 
and yet e 
nails will drive 
readily. 


Our Strap is 
the standard for qual- 
ity, full weight and full 
measure. 









Every reel warranted 
to contain 300 feet. All 
are equipped with our 
o Patent Metal Hanger. 

A 
Manufacturers also of Flat and Twisted Wire 
Box Straps, Box Fasteners, Clasps, Seals, Cor- 
rugated Joint Fasteners, Hinges and Hasps, etc. 
CARY’S Everlasting FLEXIBLE STEEL MAT 


Write us for Catalog and Prices and learn what 
good profit there is in handling the Cary lines 


Cary Manufacturing Company 


Manhattan Bridge Plaza Brooklyn, N. Y. 








Kncourage Him 


Some bright boy in your store is show- 
ing a keener desire to know about the 
goods around him than is usually 
found in youngsters. 


This boy is of the stuff that makes 
real merchandisers. Properly tutored, 
he'll develop into a big, broad-gauged 
man able to lift many of the burdens 
you now carry. 


Encourage his continued interest, 
add fuel to his ambition and make 
him more valuable generally, by giv- 
ing him a personal subscription to the 
Hardware Age. 


In many cases a Hardware Age sub- 
scription has been an important factor 
in bringing boys from the ranks. 











“ONE MINUTE” 


June 10, 1915 











The World’s Greatest Washing Machine 
SELLS ITSELF 


Nets the dealer gocd profits and makes satisfied customers 
The One Minute Power or Electric Bench Washing Machine 
with Swinging Wringer is a complete laundry in itself. 
Let us tell you how we invite the prospects to your store. 


Write us for our illustrated catalogue giving full particulars 
and illustrations in colors of our Hand Power, Engine Power 


and Electric Power Washers. 


ONE MINUTE MFG. CO., Box A, Newton, Iowa 
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You Can Prevent 
This Accident 
If You Will 





At a small comparative cost for 
Williams 
Vulcan 100% Safety 
Lathe Dogs 














You buy the best insurance 
from your dealer. 


J. H. Willams & Co. 


SUPERIOR DROP-FORGINGS 


57 Richards Street, Brooklyn, N. Y. 
Factories: Brooklyn—Buffalo, N. Y. 
Western Office and Warehouse: 32C So. Clinton St., Chicago 
Write for new Catalog— just out—showing a complete line of Drop-Forged Tools 


Exhibitors at Panama-Pacific Exposition, Block 18, Machinery Palace. 
Your call will please us. 











What Housewives See 














“ENTERPRISE” 
Finished in Black 


Enamel. 
Price $1.08 


Blue org White, 
$1.25 
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You don’t need to say a word, Mr. 
Dealer, when you show a _ housewife the 
“ENTERPRISE” No. 100 Coffee Mill. It 
tells its own story, quicker and better than 
you can. 


The housewife sees the air tight, damp 
proof, dust proof glass container holding ex- 
actly 1 lb. of coffee. She realizes it does away 
with the bother of a separate container. She 
can’t overlook the fact that her coffee supply 
is always visible—a reminder to get more 
when needed. 


She will notice the little dial on the handle hub 
that regulates the coarseness or fineness of the 
grind. And she will be delighted with the glass 
receiver—conveniently graduated in tablespoon- 
fuls—just the way she is accustomed to meas- 
uring. 


Every part is “ENTERPRISE” made, grinders 
of special metal, and every part standardized for 
quick replacement. 


You won't be asked either, Mr. Dealer, for a 
recommendation of the “ENTERPRISE” No. 100 
Coffee Mill. Because the name “ENTERPRISE” 
is constantly on every housewife’s tongue. It’s a 
name that means saving of time and work, help and 
satisfaction to her every day in the year. 


The ENTERPRISE Mfg.Co. of Pa. 


Philadelphia, U. S. A. 
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Sell Conron Skates To 
Boys 


Growing 





Growing boys with growing feet have troubles of their own in more ways than one. 

They can’t use an ordinary pair of ice skates more than a few seasons. 

It won’t take much arguing on your part to convince both the youngster and his parent 
of the wisdom of buying Conron Extension Ice Skates. 

Our boy’s size skate has a runner blade 10” long on which the sole plate can be ad- 
justed to any desired length. The tightening of two nuts supplies a vise-like grip on the 
blade, making the whole skate as rigid as the ordinary stationary kind. 


Your jobber will fill your order. 
Are there any questions? 


The Conron- McNeal Company 


Kokomo, Indiana 
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“‘Hold-Fast”’ 
Sliding 





Shows 
Lever raised. 
Blade loose. 


Imported Wood Handle— 
Heavy Brass [rim 


Send 50c. for sample. 





No. 105—Made in 6”, 
8”, and 10”. 


An entirely new device for locking the Blade 
—Washer and lever are case hardened drop 
forgings. 


We have an attractive proposition to make 
dealers who will display this Bevel. Write us for 
details. 


This Bevel controlled and made only by 


The Southington 


Hardware Co., Southington, Conn. 


Also Squares, Levels, and other Tools—Wood Screws. 
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NIAGARA VESTPOKIT RENCHIZ 


Fit the Pocket and the Pocketbook 
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12 Sizes Singl-End, 6 Sizes Dubl-End, Fit Nuts ;4” to }” 
Niagara Universal Rench, Ten Tools in One 
These Renchiz fit all nuts, square or hexagon 

Even the largest size is not cumbersome in the pocket 
Only high grade material used. Will not wear out 
Save the temper of the chauffeur and the bicycle rider 
Called for by camper, sportsman and tourist 
Handy, Useful, Durable, Low in Price 


A valued convenience at little cost 


Folder 94-H showing all Renchiz and six sizes 
Vestpokit Skrudrivrs, Mailed on Request 


MANUFACTURED EXCLUSIVELY BY 


Niagara Falls Metal Stamping Works 


HARDWARE SPECIALTIES 
NIAGARA FALLS, N. Y., U. S. A. 





S-102 
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Didn't ‘aoe There Were So Many 
Flies in St. Louis, Did You? 


No, and neither did Assistant Health Commissioner | The St. Louis Fly Trap stands 31 inches high, is 12 
Jordan before he rounded up these 5,634,400 flies (in inches in diameter and weighs 12 lbs. A big trap for 
the month of June only) last year with 24 of our St. wholesale fly killing. 

Louis Fly Traps. Investigate! Other sizes for every requirement. 


Made in U. S. A. by LUDLOW SAYLOR WIRE CO., St. Louis, Mo. 




















QUALITY FIRST 


SINCE A D TE 


The QUALITY Kind 








RAILROAD 
SATISFY YOUR CUSTOMERS 


It means increased business for you. 
The WHITE Adze will do it. Our 
Adze Folder will tell you why. 


CARPENTER 


When it comes to QUALITY 
we have no competition. Qual- 
ity means satisfaction. 





TRADE 


ot) J WHitre 


SHIP 


1357. Send TODAY for our Catalogue and Discounts ew H | TEs 


oA 





MARY 


THE L. & I. J. WHITE CO., 65 Columbia St., Buffalo, N.Y. 
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COVERS 
THE CO 


puts into the business an Experience, Ability and Relia- 

bility that may be depended upon to co-operate with you, 
not alone to sell J-M Products, but to assure their satisfac- 
tion in use. This partnership is given force and effect by 
means of J-M Service. 


J» Responsibility is a silent partner in your business. It 


We push the sale of J-M Asbestos .Roofing because we 
= know it to be the most efficient and longest- 
lived prepared roofing on the market. 


It is not an alternative to any other roofing material—least of all 
to “rubber” roofing, even though that “rubber” roofing be as high 
class as our “Regal.” 


It is offered as a substitute for metal roofing and slate. The best 
of these cost more and last no longer.. Even shingles of high mar- 
ket grade cost more. J-M Asbestos Ready Roofing will outlast 
by many years any tin roof and it will not require painting as the 
tin roof will. Slate may outlast it, but slate will cost a good deal 
more and will demand care and attention that J-M Asbestos Ready Roofing 
never will. 





J-M Asbestos Ready Roofing is weather-proof, fire-retardant and time-de- 
fiant; and every foot of it is backed by J-M Service and J-M Responsibility. 


J-M Phoenix Asbestos Stove Lining serves the same 
purpose as Fire-Brick but costs less and 
is always ready to use— 


Not only a substitute for fire-brick, but an improvement. Always ready 
to apply and any one can apply it. Prolongs the life of an old stove and 
gives a new one the right start. Conforms to irregular surfaces, does not 
burn out and clinkers do not adhere to it. 


J-M FIREITE ASBESTOS CEMENT is the strongest and most durable 
cement for setting up furnaces and repairing breaks in furnaces, ranges, 
heaters and stoves. Ready to use, has no odor and makes tight joints. 








Ask our nearest branch for facts, to 
“Show You’’ and for prices, terms, etc. 


H-W:-JOHN S-— 


Akron Birmingham Cincinnati Dayton Galveston 
Albany Boston Cleveland Denver Houghton 
Atlanta Buffalo Columbus Detroit Houston 
Baltimore Chicago Dallas Duluth Indianapolis 


THE CANADIAN H. W. JOHNS-MANVILLE 
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-M Responsibility is a great deal older than J-M Automo- 
bile Accessories. But this very fact has been an invalu- 
able asset in gaining the now thoroughly established con- 

fidence of the automobile owner. And with the confidence 
gained, your part as the seller is easy. 


The dealer makes his best profits by selling 
a spark plug that satisfies so thoroughly that 
his customer is “steel”? against the temptation 


to “try something else.”’ 


For a period of fourteen years the J-M (Mezger) Soot-Proof Spark Plug has 
given unqualified satisfaction. It stands first in the opinion of car owners who 
“know.” It satisfies because it is built right, assembled right, and made of 
the right materials. 


No J-M (Mezger) Soot-Proof Spark Plug can short-circuit. Soot-Proof means 
trouble-proof, and the J-M (Mezger) Spark Plug is literally Soot-Proof. 
Convert your customers to this soot-proof feature and you will have a strong 
and steady demand for J-M (Mezger) Soot-Proof Spark Plugs which no ordi- 
nary plug can satisfy. 





Sizes for all motors, to retail at 75 cents each. 


This season will be a big season for this 
model of the Long Horn—more and more 
Car owners are coming to recognize its 
great superiority over cheaper horns. 


In the efficiency of its warning note—in the distinctiveness 
of its design—and in the durability of its construction. 





This horn is euaranteed to give permanent satisfaction. If 
any part at any time proves defective, the purchaser gets a 
new horn, with no quibbling. 





odel J” 


Compare this guarantee with that of any other horn manufacturer, It outstrips them all! It ex- 
presses our confidence i in this horn as the finest mechanical, hand-operated horn made. 


J-M AUTO-ACCESSORIES INCLUDE: 


Jones Speedometer Johns-Manville Shock J-M Non-Blinding J-M Auto Clock 
Carter Carburetor 3.9 NAPNSTPS nea Headiiant Lens = ,_ Jt Dry, Battoricr 
; -M Non-Burn Brake -) 
Carter Automatic Lining J-M Automatic Tape “Noark” Enclosed 
Gravity Gasoline J-M Narco Tire and J- = as go and S. uses 
Tank Top Repair Materials . Gaskets G-P Muffler Cut-Out 


Write nearerst Branch for booklets and 
for our proposition to hardware dealers. 


MANVILLE CO 


3216 


Kansas City Milwaukee New York Portland, Ore. Salt Lake City Toledo 

Los Angeles Minneapolis Omaha Rochester San Francisco Washington 
Louisville Newark, N. J. Philadelphia St. Louis Seattle Wilkes-Barre 
Memphis New Orleans Pittsburgh St. Paul Syracuse Youngstown 


CO., LTD., Toronto, Winnipeg, Montreal, Vancouver. 
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“What Men Fight About” 


Te greatest war of all times is being fought 

today, and it is not a war of kings or 
kaisers; it is a trade war and is therefore par- 
ticularly 5a es It is a fight for places in the 
sun where shops may be set up. 
Men don't fight so savagely for 
mere Kings, Ideals or Religion. 
Back of the patriotism, back of 
the wild dreams of Empire, are 
the hard material ambitions of 
the great trading nations. 


This demonstrates vividly just what 
an age of competition we live in. 
Small wonder that human bodies 
break under the strain. Poor Harri- 
man worked himself to death. He 
used up so much vitality to keep his 
mind going at an express speed that 


his body rebelled and he died of star- 


vation. 





It pays to take time to study your problems and your powers. Not 
only your power to accomplish, but your powers of endurance. 
Business men owe themselves this book. 


“SECRETS OF PERSONAL CULTURE AND BUSINESS POWER” 








There are 58 chapters to this volume 
de-luxe. Such headings as “Enemies 
Are Assets,’ ““Making Good and Mak- 
ing Excuses,’ and “The Seven Mis- 
takes of Life’’ may hint at the untold 
value printed on these 176 pages. 
You will find them a mental stimulant 
for better business—an inspiration for 
personal culture. 

The book is handsomely bound in 
2oze flexible lamb, is edged in bur- 
nished gold, and comes in a box. 

The price is $2.00, but we have set 
aside one thousand copies for adver- 
tising purposes and will sell them at 
$1.00 each to paid-up subscribers and 
advertisers. 


Hardware Age Book Department 





ORDER BLANK 


Hardware Age Book Dept. 
239 W. 39th St., New York. 


Enclosed find $....... for 
a ee copies of Meador's 
Secrets of Personal Culture and 
Business Power, at $1.00 pre- 
paid. Send via parcel post or 
Express. 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 








oth Vertical and 
ateral Adjustments 


No matter how much the barn door is warped it will hang tight against 
the door jamb and slide without interference when equipped with 


No. 88 ADJUSTABLE 
STORM PROOF HANGERS 


The Improved Storm Proof Rail protects the mechanism from the entrance of bird 
and storm. The new cover is 1% inches longer than previously and a new style end cap 


has been provided. 


No. 88 Storm Proof Hangers are packed one pair in a box, complete with bolts for 
attaching as well as lag-screws and end-caps for the rail and illustrated directions for 


attaching. 


Write today for catalogs. 


National Mfg. Company 


Sterling Illinois 
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JUDGE GARY ON BUSINESS 
CONDITIONS 


Time Has Come for Business Men to Speak Plainly—Government 
Should Encourage Enterprise—Problems Coming 


HERE has recently been manifested a dispo- 
sition to blame the business men of the coun- 
try for not openly and vigorously protesting 

against influences which were calculated to prevent 
the natural and reasonable progress of economic 
effort. Men of prominence and recognized ability 
have stated in unmeasured terms that it is not only 
the right but the duty of the business men to 
boldly and persistently advocate their claims and 
defend their rights. They have been charged with 
undue timidity for neglecting to appeal to the sense 
and fairness of the general public whenever assailed 
without good cause. 

That there has been some ground for these criti- 
cisms will not be doubted; but there is another side 
to this question. The business man has not been 
alone in his seeming cowardice. There are others 
largely responsible for the general conditions, and 
therefore under obligations to work for the ad- 
vancement of the public interest, who have been 
reluctant to express their real convictions. Refer- 
ence is made to some of the statesmen of promi- 
nence and ability whose disposition for fair play 
is unquestioned. On occasions when their voices, 
if heard in legislative halls, would seem to have 
been influential, they have remained silent. 

In times gone by there have been reasons for the 
hesitancy of the business man in boldly proclaim- 
ing his rights. The conduct of business by many 
men (though small in number compared with the 
total) has not always been up to the standard of 
propriety. This is not a new subject; it has been 
frequently adverted to by many of us during the 
last ten years. As a consequence there has been 
considerable prejudice against business interests, 
particularly the larger ones; and it has been worse 
than useless to speak in favor of the protection 
and growth of business, for the words would be 
ineffective. So it is not difficult to understand why, 
for a period of years, business men in this country 
suffered in silence. 


A Change for the Better 


There is no intention at this time to modify or 
minimize anything that has heretofore been said 
by way of admission that there was need of re- 

*Extracts from address by Elbert H. Gary, chairman 
United States Steel Corporation, as president American Iron 


and oy Institute, at the Waldorf-Astoria, New York, May 
28, 1915. 


After War Ends 


form in business methods. On the contrary, the 
fact should be emphasized that we must be honest 
and fair in our treatment of all questions sub- 
mitted to our consideration and decision. But as 
I have said before more than once, there has been 
in this country a decided change for better busi- 
ness methods and, therefore, in the attitude of the 
general public toward the men in charge of busi- 
ness. There never was any such disregard of the 
rights of others by business men generally as was 
frequently charged. It has always been the effort 
of the large majority to be decent, but all suffered 
more or less for the misconduct of a few. How- 
ever, in recent years there has been little cause for 
complaint; and the general public understands and 
appreciates these conditions. 

Now the time is come when the business man, 
even if he represents large interests, may speak 
frankly and freely about any of the important ques- 
tions which affect him or those whom he represents. 
When and while our attitude and conduct are above 
reproach, others will be willing to heed what we 
may say concerning any question in which they or 
we may be interested. Indeed, as heretofore sug- 
gested, the leading newspapers of the country have 
been fair and reasonable in their advocacy of what- 
ever makes for the advancement of the economic 
conditions of the United States and in their oppo- 
sition to the efforts of unwise or unthinking or 
vicious men to the contrary. What follows in my 
remarks will be said from the viewpoint of those 
who may be directly connected with and particu- 
larly interested in the consideration of economic 
questions. 

The material strength and growth of the nation 
are of high importance. Food, raiment and shelter 
are absolutely essential to the life and health of the 
individual. This is interwoven with all other ques- 
tions. A nation of individuals who are poverty 
stricken has little influence throughout the world. 
It cannot add much to the happiness of its citizens. 
If they are deprived of the necessities of life they 
will not listen long to the advocate of mere morals, 
nor to the speaker on the stump who seeks politi- 
cal preferment. It therefore behooves every one 
occupying a position of influence to give his best 
thought and endeavor to the promotion of business 
success in this country to the fullest extent con- 
sistent with propriety. 
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Some Reasons for Lack of Prosperity 


With the advantages possessed by this country, 
on account of its location, climate, natural resources 
and immense wealth, it is not too much to insist 
that it should have been continuously more pros- 
perous financially, commercially and industrially 
than any other nation on the face of the globe. 
Capital should have been protected, labor constantly 
employed at liberal wages, business enterprise en- 
couraged, extension and improvements continued 
without interruption, the wealth and population 
should have increased more rapidly and as a result 
all the people would have been happier and more 
contented and more generous toward each other. 
Moreover, the standing and influence of the nation 
throughout the world would have been improved. 
It is difficult to realize at this time what might have 
been accomplished if all the opportunities for rea- 
sonable success had been grasped. 

But what can truthfully be said of business con- 
ditions in this country during the last ten years? 
Prosperity has often been interrupted; depressions 
have been frequent and severe; idleness has been 
noticeable and its results often distressing. Doubt, 
misfortune and fear have been prominent in busi- 
ness circles. Capital has been more or less timid 
and enterprise has hesitated. We have been the 
object of sympathy, and sometimes of ridicule, by 
the intelligent European financiers and economists. 
‘ Words might be multiplied to illustrate the unfavor- 
able conditions which have prevailed. It is true 
that various causes, some of which have been re- 
moved and ought never to have existed, have had a 
direct and important influence in producing adver- 
sity. This applies especially to conditions which 
the federal reserve act, recently passed by Congress 
and now in force, was intended to remedy. This 
act seems to be generally considered as sound and 
valuable even though some amendments may be 
needed. 


Assaults by Government Agencies 


The opinion is ventured that lack of continuous 
business prosperity and success in this country for 
a number of years has, in part, been the direct re- 
sult of undue, ill-considered or unjustifiable assaults 
which have been made by governmental agencies or 
by the erroneous and unwise policies of different 
branches or departments of government. The re- 
sults have shown to a demonstration that business 
success has not been fostered or encouraged as it 
ought to have been; that the vast possibilities of 
the country for increase in wealth have not been 
fully. utilized. On the contrary, instead of trying 
to bring about co-operation between the Govern- 
ment and the people in a determined effort to bet- 
ter the conditions of all, there has been, in a sub- 
stantial degree, an open hostility to business which 
has paralyzed many of its legitimate efforts. While, 
as heretofore admitted, there has been cause for 
complaint on the part of the Government, it is be- 
lieved that few, if any, cases have been found which 
could not have been satisfactorily and properly ad- 
justed by personal and friendly, though persistent, 
efforts without any open or advertised hostility 
which was certain to lessen confidence and to un- 
favorably affect large numbers in no wise connected 
with the matter in question. 

It is not intended to be specific nor to do an in- 
justice; but included in the terms used are speeches 
by men in office, the passage of laws that were dis- 
criminatory, and others that were unwise or in- 
sufficient, investigations by committees appointed 
by Congress and legislatures, and by various de- 
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partments and bureaus of government, including 
grand juries whose services were brought into 
action on special occasions by the Department of 
Justice. Whether or not it is justified, there has 
been a feeling on the part of a large portion of the 
people of the United States, and also those of foreign 
countries, that there has not been a well-defined 
and persistent policy on the part of the Govern- 
ment to co-operate with and to promote the inter- 
ests of the business man to the full extent reason- 
able; and on the contrary that the policy of some 
of the governmental agencies, both National and 
state, in their effect, at least, have been to interfere 
with, to delay and obstruct natural progress; to 
punish and destroy rather than to regulate and 


‘encourage. 


Government Should Encourage Business 


The time seems to be opportune, first, to reiterate 
that the business men throughout the country must 
give no cause for complaint in the management of 
their affairs, but must continue to live up to the 
standards of propriety; and second, to insist that 
on those conditions the governments, with all their 
agencies and influences, shall co-operate with the 
business interests and aid*them in establishing 
credit, in extending commerce, in increasing ca- 
pacity, in the development of natural resources, in 
adding to the comfort of themselves and those with 
whom they may be connected and for whose welfare 
they are more or less responsible. If this shall be 
the recognized effort of the National and state gov- 
ernments, what can we not properly say of the 
value of our property, of our future prosperity, 
the position of our credits, the stability of good 
conditions and the standing of our nation? And 
this attitude on the part of governments, we believe 
the people of this country are demanding and have 
a right to;demand; and they will not be satisfied 
with less. 

Again, may we not claim there is ground for im- 
provement in the business methods of the National, 
state and municipal governments throughout this 
country? There have been expenditures that were 
extravagant or useless, aggregating millions; un- 
necessary positions have been created, and the num- 
ber of incumbents multiplied; money has been paid 
out for decoration and display and for entertain- 
ment and personal comfort that were not appro- 
priate nor justified in a country like ours, which 
should set an example for economy and efficiency; 
appropriations have been made for local improve- 
ments in order to secure personal patronage; also 
to cover the expenditures of committees appointed 
by legislative branches and the departments of jus- 
tice, to pay for investigations, secret service, special 
counsel, etc. 

Some day an enterprising newspaper will make 
such inquiry and examination as will enable it to 
publish, for the benefit of the reading public, the 
amounts of money which have been wasted by mis- 
management, negligence or something worse. There 
is reason for believing that the estimate made by 
the late Senator Aldrich, of the amount which could 
be saved annually by the Government of the United 
States if its affairs were conducted on a business 
basis, was conservative. 

It is believed if the business methods of the 
United States Government and of its branches and 
departments were as careful and economical as 
those of many of the corporations whose presidents 
are listening to me at this time, hundreds of mil- 
lions would be annually saved to the people of this 
country, portions of which are sadly needed for 
other necessary purposes. Is it too much to ask 
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that hereafter there be elected as legislators and 
officials of power none except those who possess, 
with other qualifications, business ability? 

After the troubles growing out of the European 
war are over, there will be a general struggle, how- 
ever good-natured, for export business. Our ex- 
ports should materially increase, and large num- 
bers of ships flying the American flag should be 
placed in service, and they will be if appropriate 
governmental encouragement is extended. Owner- 
ship by the government is not alluded to. We must 
not remain in a position which permits the navy of 
any other individual country to dominate the seas. 
Whatever the disposition and intention of the rulers 
of other nations or those in high authority may be, 
there would be occasions when arbitrary action by 
local officials coming in contact with those pecuni- 
arily interested in a special question, precipitated 
by circumstances, might be very detrimental to the 
interests of an American merchantman involved. 
We have reached a position of great power through- 
out the world, and this will be even more potential 
if we are prepared physically to make good our as- 
sertions in favor of the fair treatment of all matters 
we are called upon to decide. We must demand 
and insure the right to transport our goods freely 
across the seas, and further that all seaports shall 
be kept open for the delivery and receipt of every 
merchantable commodity. 

Our country must never provoke controversy nor 
act from selfish or immoral motives. We love peace 
and we hate war, but under present conditions, 
which it is to be hoped may speedily change, we 
must be prepared to defend our rights. 


The Business Outlook 


I will add a few words in regard to present busi- 
ness conditions. As you know, during the last three 
years I have not been especially encouraged as to 


Battleship Display 


bye accompanying picture illustrates a window 

display, arranged in the window of the 
Standard Supply Company, Wilmington, N. C., by 
Lehman Wood of that company. The ship is made 
up of two Simonds crescent ground cross-cut saws, 
with fittings, and babbitt metal, with machine bolts 
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the immediate future, but as to the long future I 
have been a consistent optimist, for reasons which 
have been given from time to time. Assuredly we 
may build our hopes and expectations on the oppor- 
tunities which this country offers. It seems to me 
at the moment the outlook for improvement in our 
lines of activity are better than they have been for 
more than a year. This is undoubtedly in part the 
result of increased exportations at fair prices, due 
to the European wars, but in my opinion also be- 
cause of a change in sentiment toward business, 
which now seems apparent. The captain of industry 
is again becoming popular in the United States, and 
this has been brought about by the efforts of busi- 
ness men to satisfy the public in regard to their 
reasonable demands. The individual, or aggrega- 
tion of individuals, or the nation, whose standard 
of conduct conforms to the golden rule will on the 
average secure the largest pecuniary success. The 
clouds of distress, suspicion and hostility are break- 
ing. In the rift we may see the sunlight of better 
things and better conditions. 

In closing I quote from the speech of Mr. Robin- 
son at Chicago in presenting for your consideration 
a design, afterward adopted by you as the seal of 
this Institute, the sentiments of which influence all 
of our deliberations: “In its detail this seal shows 
you the sword and the spear transfused by the 
alchemy of wisdom into the plowshare and the 
pruning hook. The crucible represents the birth of 
steel, the steel of war and the steel of peace; but 
these simply surround the central motif, the spirit 
of co-operation symbolized by the bird of immor- 
tality, the phoenix, rising from the ashes of discord, 
enmity and strife, into the rays of enlightened life. 
In its finality the seal, bound by the sturdy oak and 
wreathed with leaves of olive, forms, perhaps, a fit- 
ting laurel to the strength of unity and the gospel 
of co-operation.” 


for the tower from which the wireless runs. The 
guns are made of hose nozzles. The sea is of white 
and colored waste. The stacks are wrought iron 
nipples and the smoke is white and colored waste 
mixed. Everything used in this display is carried 
in stock by the Standard Supply Company with the 
exception of the flags. The submarine is made up 
of fittings. 

















Battleship and submarine display made by the Standard Supply Company, Wilmington, N. C. 



































The Chinese commercial delegation at the luncheon given for them at the Biltmore 


NEW YORK MERCHANTS ENTERTAIN 


tion entertained at luncheon, at the Hotel 

Biltmore, Tuesday afternoon, June 1, the 
Honorary Commercial Commissioners of the Repub- 
lic of China sent to the U. S. A. on an official visit 
by the Government of China, to investigate trade 
conditions and promote better business relations be- 
tween the two republics. 

Because of the importance of the occasion and the 
number present the luncheon was held in the “Cas- 
cades,” a large ball-room on the nineteenth floor, 
which was exquisitely decorated in Oriental style 
from the large chandeliers, ceiling and walls to 
minor features such as lanterns, throughout the 
room. The American flag and the flag of the Chi- 
nese Republic were frequently draped together. One 
of the party explained the significance of the five 
lateral stripes of China’s national flag, imparting 
an excellent interpretation of the basis underlying 
the construction of this flag. He said that the five 
colors represent the five races of the Chinese people. 
The red symbolizes the Chinese proper; yellow the 
Manchus; blue the Mongolians; white the Moham- 
medans and black the Tibetans. 

The five colors also signify the five cardinal 
virtues of the Chinese people. The red stands for 
benevolence; yellow for righteousness; blue for 


Te American Manufacturers’ Export Associa- 


politeness; white for wisdom and black for faithful- 
ness. 

Alba B. Johnson, president of the association, and 
likewise president of the Baldwin Locomotive 
Works, welcomed the guests in an address full of 
practical interest, giving just enough statistical 
facts to emphasize the possibilities of trade with 
a nation of 425,000,000 people who are fast acquir- 
ing Occidental ways and rapidly increasing their 
per capita consumption. In effect Mr. Johnson 
knows that China’s vast natural resources have been 
practically dormant through the 4000 years of the 
existence of the government, because of lack of en- 
gineering skill, modern methods of development in 
mining, transportation and construction, so far as 
dependent on modern technical training and skill, 
but this lack of progress in the past is giving way 
to industrial enterprise and progressive accomplish- 
ment which is making remarkable headway. 

Secretary of Commerce Redfield was at the guest 
table, but pressing duties in Washington compelled 
him to leave to catch his train before there was an 
opportunity for him to speak. 

Mr Cheng Hsun Chang, chairman of the delega- 
tion, spoke in Chinese, his address of deep signifi- 
cance and kindly feeling being interpreted by David 
Z. T. Yui, Honorary Secretary and Executive Secre- 


48 























tary of the Lecture Department, National Commit- 
tee, Y. M. C. A. of China, a graduate of Harvard 
University, who spoke better English than many 
Americans do. Mr. Chang was attired in native 
Chinese costume but the remainder of the party 
wore conventional cutaway suits and high silk hats. 
The rest of the group speak English and have been 
transacting their business in English on their jour- 
ney East from San Francisco, having already pur- 
chased, it is estimated, $5,000,000 worth of Ameri- 
can goods since their arrival in San Francisco. 

S. C. Thomas Sze, coal merchant and assistant 
general manager of the Kailan Mining Administra- 
tion at Tientsin, is a graduate of Cornell University, 
’10, and his brother is Chinese Minister to Great 
Britain. Mr. Sze’s class at Cornell has offered a 
gold cup to the member who journeys farthest to 
attend their quinquennial reunion this year, and 
Mr. Sze expects to have the cup awarded to him at 
commencement time next week. 

Wednesday afternoon the Merchants’ Association 
of New York tendered the visitors a luncheon at 
the Hotel Astor, which filled the large ball-room to 
overflowing and most of the galleries as well, the 
number present reaching to nearly 2000. 

William C. Breed, chairman of the Entertainment 
Committee, in his opening remarks, said that al- 


Hotel, New York City, by the American Manufacturers’ Export Association 


CHINESE COMMERCIAL DELEGATION 


though the foreign trade of China has doubled in 
the last ten years, not a bit of the increase has 
come to the United States. The Chinese Minister 
at Washington, Kai Fu Shah, praised America for 
its early stand against the taking of territory in 
China by other nations and spoke of the return of 
the Boxer Indemnity from the income of which 
many Chinese are being educated in American uni- 
versities. : 


Charles M. Schwab on Ocean Transportation 


Charles M. Schwab, president of the Bethlehem 
Steel Corporation, said in part, referring particu- 
larly to a month spent in China on his last visit 
recently when he transacted considerable business 
there: 

“The distinguished speaker before me (Mr. 
Chang, chairman of the delegation of Commission- 
ers) spoke of the necessity of transportation. I 
want to say just one word on that subject. No other 
nation in the world manufactures as well as the 
United States. As far as I know, no nation in the 
world sells any better or as well as the United 
States. But of what importance or good is it to 
manufacture well or to sell well if we can’t deliver 
the goods which we manufacture and sell? In the 
industry with which I am identified, the manufac- 
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ture of iron and steel, which has grown to tremend- 
ous proportions, I would remind you that one-third 
of the entire cost of making iron and steel is in 
transportation. What is true of iron and steel is 
generally true of all manufactured products, and the 
ability of other nations to take advantage of the 
one-third of the cost gives them precedence in the 
commerce of great nations like China. 

“IT don’t care what methods our Government and 
our people should follow. I don’t care whether 
they should be subsidies or what form they take. I 
do know that the industries of the United States 
were primarily built up by protection, and protec- 
tion and encouragement and fostering transporta- 
tion in some manner are necessary to the United 
States supremacy with trade in all the great sister 
republics. 

“My experience in banking has not been so satis- 
factory, you see. JI remember going to Mr. 
Straight’s partner one time, Mr. Stotesbury, in 
Philadelphia, and wanted to borrow and I needed 
money very badly. Mr. Stotesbury said to me, 
‘Well, Charlie, you are an old friend of the firm 
and we will extend you credit.’ ‘Well,’ I said, 
‘how much, Mr. Stotesbury?’. ‘Well,’ he said, ‘you 
can have three or four hundred thousand dollars.’ 
I said: ‘Mr. Stotesbury, that is not enough. Bank- 
ers that I do not know and persons that I do not 
know in New York and that do not know me have 
already loaned me that amount of money, and more.’ 
‘Well,’ he said, ‘that is the reason they have given 
it to, you. I know you.’ 

“Therefore I cannot speak with the optimism and 
I cannot speak with the confidence about banking 
that our distinguished friend did. But this I do 
want to say in conclusion: As an optimist there 
is no man greater in the room than I. I feel that 
while we have gone through two or three years of a 
depressed period it is but a cycle, and that we will 
go onward and upward in business for the United 
States.” 

S. C. Thomas Sze pointed to the size of the Chi- 
nese market. The 425,000,000 people of the repub- 
lic manufacture only a very few things and those 
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in but small quantity. More than most countries, 
China relies on imports. In a home of the middle 
classes, said Mr. Sze, you note the house built with 
wood from Oregon, window glass imported from 
Belgium, brass window frames that came from Ger- 
many, German electrical fittings, and matches from 
Japan. 

Willard D. Straight, of J. P. Morgan & Co., said 
in part: “As to the future of China, I have no 
question. It was my privilege to live there for a 
number of years. It is my privilege to have many 
friendships with Chinese officials. I heartily en- 
dorse all that Mr. Schwab has said about the direct 
way of doing business. I remember when looking 
over the first loan contract I could not understand 
its eccentricity; I had never seen anything like 
it. I asked whether a lawyer had been employed. 
They said: ‘Not at all; it was not necessary.’ All 
they did was to write down the general principles, 
relying upon usual good faith, mutual considera- 
tion, to arrive at a satisfactory settlement of any 
difficulties. The future of China, it seems to me, 
lies in the unification of the Chinese people, the 
development of railways, the development of com- 
munications of all sorts, the development of Chinese 
world commerce.” 

A few of the names and addresses of the official 
Chinese delegation are, as furnished by the Department 
of Commerce, reproduced here: 

Sing-Ming Kung, machinery manufacturer and di- 
rector Hui Chang Machine Mfg. Company, Shanghai; 
address 1 Tong Shan Road, Shanghai. 

James H. Lee, importer and exporter of electrical 
machinery and appliances; address 263 Szechuen Road, 
Shanghai. 

Huan-Yi Liang, mine owner and president of gov- 
ernment lead mines; also smelting works; address Wah 
Chong Mining & Smelting Company, Changsha. 

Chi-Cheh Nieh, cotton manufacturer and proprietor 
Heng Foong Cotton Mfg. Company; director Cotton 
Mill Owners’ Association; representative Chinese Gen- 
eral Chamber of Commerce, Shanghai; address 22 Way- 
side Road, Shanghai. : 

Chao-Hsin Pian, cotton merchant; representative 
Chamber of Commerce, Tientsin; address Chamber of 
Commerce, Tientsin. 
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The above window display, made by Alexander Grant’s Sons, Syracuse, N. 
The two bears were mounted on a platform which revolved around the 
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William L. Sanford Victim of 
Mental Depression 


| earner scun L. SANFORD, vice-president of the 

Roberts, Sanford & Taylor Hardware Com- 
pany, Sherman, Texas, shot himself during an at- 
tack of mental depression due to severe heart 
‘trouble. The tragedy occurred in the offices of the 





The late William L. Sanford 


company. Mr. Sanford was one of the most widely 
known business men in the Southwest. He was 51 
years of age at the time of his death, and had been 
connected with the hardware firm of which he was 
an Official for at least 25 years. He was born in 
Augusta, Ga., and at the age of 20 years located in 
Sherman as a newspaper man, but soon after en- 
tered the hardware business, and was instrumental 
in building up the company of which his name was 
a part. 

During 1910 and 1911 Mr. Sanford was president 
of the Southern Hardware Jobbers’ Association, 
and was also a member of the Advisory Board at 
the time of his death. He took an active part in 
the political life of his state, and was greatly in- 
terested in educational matters. Mr. Sanford is 
survived by a widow, three sons and one daughter. 


Pan-Americans to Meet Every Year 


ECRETARY McADOO has announced plans for 

the perpetuation of Pan-American financial con- 
ferences such as that which ended in Washington, 
D. C., May 29. 

Mr. McAdoo will urge President Wilson to request 
the coming Congress to make financial provision for 
a conference next year. 

Secretary McAdoo says in part: “I am satisfied 
that practical results of the most advantageous sort 
to the United States and to all the countries of 
South and Central America will flow from the Pan- 
American financial conference just ended. 

“Some of the governments in South America have, 
I am told, already made financial arrangements with 
some of our bankers and negotiations are pending 
between other South American governments and 
our bankers with every prospect that they will be 
consummated. 

“There was absolute unanimity of opinion as to 
the vital necessity for improved ocean transporta- 
tion facilities. Naturally the South and Central 
American republics could not suggest to the Gov- 
ernment of the United States how our Government 
or our people should supply this want, although the 
delegates from some of the countries declared that 
their governments were willing to join this Govern- 
ment in any practical measures for improving 
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steamship communication between their ports and 
the leading ports of the United States. 

“If through private enterprise or the action of 
our government adequate steamship facilities could 
be promptly supplied, there is no doubt that we could 
secure and retain the largest part of the very valu- 
able trade with South and Central America. Delay 
may cost us the opportunity. 

“It would be a great advantage to this nation if 


.politics could be eliminated from the ship question. 


We must deal with the important matter dispassion- 
ately and intelligently and do the practical thing. 
“It is clear that a Pan-American financial confer- 
ence should be held every year. Such conferences 
will keep interest alive and have a continuing use- 
fulness. I am going to pointedly recommend to the 
President that Congress be requested to make pro- 
vision for an annual Pan-American conference. 


Step for Uniform Laws 


“One very important practical step was the adop- 
tion of the report of the committee on uniform laws 
recommending the appointment of a joint high com- 
mission to co-operate with the Pan-American Union 
for the purpose of bringing about the great reforms 
outlined in that report. 

“The committee suggested an admirable way of 
securing quickly the appointment of this joint high 
commission, namely, that the finance minister or 
secretary of the treasury of each cotintry appoint a 
commission of nine members to continue the work. 

“TI shall be very happy to appoint such a commis- 
sion in this country. Of course, it will have no offi- 
cial status, but it will have character and standing 
as a committee acting under the authority of the 
conference, and I hope that the finance minister in 
each American republic will take similar action and 
appoint a similar commission. 

“When this has been done a joint high commis- 
sion will be constituted by voluntary action and may 
present the report of the conference to their respec- 
tive countries and seek such governmental aid and 
action as may be necessary to carry out the objects 
in view. 

“Much of the success of the conference resulted 
from the group conferences to which the delegates 
from each of the Latin-American countries were 
brought into close contact with a committee of rep- 
resentative financiers and business men of the 
United States, with a resulting interchange of views 
at close range and under conditions where problems 
in each country could be threshed out and the dif- 
ficulties and impediments in the way of more ex- 
tended trade, commerce and intercourse between 
them discussed. 

U. S. A. Group Committees 


“In order to continue and further the work so 
happily begun, I’intend to appoint in this country 
group committees of able and reputable men of the 
United States to replace the group committees 
which were appointed to serve during the sessions 
of this conference. 

“Kighteen such committees will be selected as 
quickly as possible and one will be assigned to each 
of the countries represented in the conference. 

“While these committees will have no official 
status, they will have a recognized standing in the 
United States and in Central and South America, I 
hope, so that when our Latin-American neighbors 
have matters upon which they wish to secure infor- 
mation, or which they may wish to submit for the 
consideration of financiers, merchants or manufac- 
turers in the United States, they will have a com- 
mittee in the United States through which they may 
get such information or get into contact with our 


people.” 
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HEAVY HARDWARE MEN HOLD CON- 
VENTION AT SAN FRANCISCO 


Members Think that Hardware Dealers Should Be Urged to Carry a 
Complete Line of Automobile Accessories 














J. A. Gregg elected president 


Iron, Steel and Heavy Hardware Association 

was held at the St. Francis Hotel, San Fran- 
cisco, May 25 to 28. About 250 members of the 
association, representing all parts of the United 
States, were in attendance. E. W. A. Waterhouse, 
Waterhouse & Lester Company, San Francisco, the 
retiring president, in his opening address voiced 
the feeling of the association toward the Federal 
Trade Commission and its attitude toward business. 
He said: “The country is on the verge of one of 
the most interesting experiments ever attempted 
in governmental regulation through the agency of 
the new Federal Trade Commission. This commis- 
sion, which is about to begin its work, enjoys 
unique powers of control over nearly every form 
of commercial production. The act provides that 
the commission is empowered and directed to regu- 
late commerce by preventing the use of unfair 
methods of competition. These are very broad 
powers to be entrusted to any body of five men, 
and it is to be hoped that the commission will be 
governed by the ‘rule of reason’ in dealing with the 
many thousand different kinds of commercial enter- 
prises over whose destinies it will in a measure 
preside.” 

Reports from the various committees were opti- 
mistic in tone and there was the general feeling 
that business depression was passed. “Business is 
better in the United States today than it has been 
at any time in the last twelve months,” said John 
G. Purdie, secretary-treasurer of the association. 
“The good times have returned and from now on 
business will be prosperous.” 

One of the interesting topics discussed was that 
of the relation of the hardware dealer, the auto- 
mobile supply and repair man and the village black- 
smith. It was the opinion of the members that 


Ts sixth annual convention of the American 

















John G. Purdie reelected secretary-treasurer 


hardware dealers should be urged to carry a com- 
plete line of automobile accessories, standardize the 


price and reduce the cost of repairs to motorists 
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by urging the blacksmith to extend his work to the 
repair of machinery. It was the feeling of the 
association that automobile owners would be better 
satisfied if long-established hardware houses carry 
these supplies and standardize the price. 

J. A. Gregg, Nicols, Dean & Gregg, St. Paul, 
Minn., was elected president for the ensuing year. 
Other officers were elected as follows: Vice-presi- 
dents, Henry Bodevin, H. Langer & Sons, Brooklyn, 
N. Y., and E. F. Yarnelle, Mossman, Yarnelle & 
Co., Fort Wayne, Ind.; secretary-treasurer, John G. 
Purdie, New York City; executive committee, R. R. 
Englehart, Davenport, Ia.; Herbert Field, Provi- 
dence, R. I.; Eugene J. McCarthy, Buffalo, N. Y., 
and George S. Scovil, San Francisco. Pittsburgh 
was chosen as the next meeting place. 


Phillip Gross Hardware Company 


in New Quarters 


ered GROSS, founder of the Phillip Gross 

Hardware Company, Milwaukee, Wis., and 
known as the oldest living active hardware mer- 
chant in America, spent 14 hours recently greeting 
visitors at his new place of business. 

Mr. Gross entered the hardware business in Mil- 
waukee in 1855, and the formal opening of the 
firm’s new quarters on Third street also marked 
the diamond business jubilee of its president. 

The company, which was founded in 1880, in- 
cludes Arthur E. Gross, vice-president, and Charles 
E. Mueller, secretary and treasurer. 

The new establishment is remarkable for its com- 
pact yet artistic interior furnishings and fixings. 
Fully 5000 people attended the opening receptions. 


’ 








HARDWARE ADVERTISING 


The Form Letter and Its Mission—A Series of Follow-Up Form 
Letters that have Made Good 


By G. H. DIRHOLD 


are to be mailed out to one’s trade must be 

good enough for the biggest and best cus- 
tomer on the books, and right here is where a 
great many of us fall down in not fully realizing 
that form letter writing is a serious live wire 
proposition and as equally vital and necessary to 
business success as other advertising. 

We, in the advertising business who have tried 
a campaign of real live follow-up letters, know by 
actual absolute proof that form letters are not only 
an essential factor in marketing our goods in 
greater volume, but that they also tend to reduce 
the cost of our other advertising instead of rais- 
ing it. 

The constant regular bombardment of a live 
series of good form letters will finally find a soft 
spot in the toughest hide, and if the letters that 
carry your message are worth anything at all and 
the proposition made in them has any commercial 
value, the returns from your follow-up series will 
be little short of marvelous. 

One trouble with the average retailer is that he 
is afraid to talk enthusiastically about his goods. 
He seems to think such a course would get him 
into a lot of trouble, yet a certain retailer built up 
a profitable retail business on this very feature, 
i. e., “your money back if not satisfied,” backed up, 
of course, with a high-grade quality line of de- 
pendable merchandise. He states: “There is no 
way that I know of for a new man to secure con- 
fidence so quickly, as to make the statement that 
if the article is not perfectly satisfactory and 
exactly as represented, it may be returned and the 
money refunded. 

“We did this on stoves, and in spite of our being 
new, we succeeded in selling a great many more 
stoves than any other dealer. If a customer was 
hard to land we would say to him: ‘You cannot 
tell anything about any stove by seeing it on the 
floor of the store, but you can tell all about it by 
trying if in your own home. Now all we ask is 
the opportunity to set this stove up in your home 
and let you try it, then if you do not find it the 
most satisfactory stove you have ever used, we 
will come and take it off your hands and refund 
your money.’ We sold nearly all of our stoves the 
first year on this basis and did not have a single 
one returned. In my opinion, any good stove will 
stand the above statement.” 

I am going to tell you of a little follow-up letter 
scheme that sold quality tools for a live dealer 
during the past year. This merchant sells hard- 
ware, tools and cutlery in a good sized town, and 
his plan is to send out special tool letters to a 
selected list from three to four times a month. 
From his point of view the country retailer should 
follow in the wake of the mail-order advertiser. 
Warm up to the people, win their friendship and 
respect, but at all times “butt in” and get their 
business with forceful and effective quality talk. 
He has found the returns from his letter advertis- 
ing surprisingly great from the fact that there is 
practically no waste. Every letter sent out pre- 


A FORM letter or series of form letters that 
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sents a definite proposition to a person who is in- 
terested in quality tools. This plan could be used 
by merchants in any good sized town, and if kept 
up persistently should bring very satisfactory re- 
sults, providing always that the letters are prop- 
erly written. 

In your letter don’t be afraid of being common- 
place. Don’t be afraid of using words that other 
folks use. In my work I see a lot of letters that 
shoot over the readers’ heads. A lot of writers 
attempt to be smart or funny, and their effort to 
be different is so painfully apparent that the en- 
tire business force of the letter is lost. But letters 
can be original and good. Letter stunts can be 
pulled off which are original and effective. But I 
am going to leave it to you—here they are. 

These letters were written especially to appeal to 
the farmer and mechanic. The opening paragraphs 
are original and particularly good and the whole 
letter carries the interest well, clear to the end. 
The entire series is put up in such a square deal 
form that there is no doubt good results were 
secured. All in all, they provide a good tool selling 
proposition. As the plot is to the story, so is the 
argument to the sales letter. It is the only really 
interesting part of it, and the oftener the argu- 
ment is changed the more readers are likely to be 
interested. After all is said, the argument is the 
real “news,” the vitality of the whole letter. Form 
letter advertising is being profitably used more 
and more as their selling force is properly recog- 
nized and better understood. These little letter 
salesmen as they are sent from your office must 
possess individuality. There is always a right 
way and a wrong way, and as the “proof of the 
pudding is the eating,” I submit the following tool 
letters as samples which have proved right in 
actual practice on a line of quality tools. 

This form letter was one of a series sent out 
to a selected list of farmers. It is reported to 
have created more talk and brought more direct 


results from farmer trade than anything before 


attempted. 


DEAR SIR: 

Suppose you hgd two crops of apples from two or- 
chards. Suppose one crop was the gnarly, flavorless, 
windfall sort, and the other, big, sound, flavory, red 
fellows that would make you real apple hungry to see. 

Suppose, too, that some one offered to take both crops 
at the market price of the windfalls. It’s not hard to 
guess your answer—you’d never part with your fine ap- 
ples at a windfall price. Certainly not! 

Now apply this principle to farming tools. If you 
knew it you wouldn’t buy windfall tools at any price, 
because the service you would get wouldn’t justify the 
cost. But you can’t buy tools from appearance—unscru- 
pulous manufacturers hide inferior material and work- 
manship with gloss, glitter and varnish—and leave you 
to discover your own mistake. 

We sell only good, first-class farming tools that are 
guaranteed to be of quality and to give you the limit of 
wear and service or there is no transaction. You get 
your money back for any farming tool that you find to 
be wrong. The tools we sell you are guaranteed by the 
makers and by us, making a “good-as-gold” warranty. 

Now we have such absolute faith in our farming tools 
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that we want you to test them at our risk. Use any 
tool of your selection for one week; then at the end of 
that time, if you think we’ve got the best of you on the 
tool deal, your money is here and you needn’t be bash- 
ful about asking for its return. 

We leave it to you. If we cannot satisfy you after 
you give the tools a trial, notify us and we will please 
you or take the tools back. 

Yours very truly, 


THE QUALITY STORE. 


The following is the form letter sent out to 
town customers from whom no recent business 
was received, also to prospective town customers: 


DEAR SIR: 


There is just this about selling quality tools to every 
one who comes into this store—it makes them come back 
every time they need anything in the tool line. We 
have found from long experience that people always 
want more of a quality article, and no other kind leaves 
our hands if we know it—and never will. 

We carry a complete line of tools for shop or home, 
garden or farm, table and kitchen, that we know are 
making purchasers return for other pieces, because the 
quality has proved them far superior to similar ordinary 
tools. 
Every tool you buy here is backed by the agreement 
of the manufacturer to replace any tool of any descrip- 
tion if you do not find it exactly as represented. Fur- 
ther, you can get your money back if you are not thor- 
oughly satisfied. That’s a guarantee that protects you 
and makes you sure of picking a tool that will make 
good without question or quibble. | 

Bargain tools are made to sell at a price. The qual- 
ity tools that we sell are made to wear and give long 
service and satisfaction. We sell only tools that we can 
recommend for quality of both material and workman- 
ship and that will long outlive bargain tools sold for 
only a few cents less than real quality. 

Think it over, then, if you honestly feel that this prin- 
ciple merits your confidence and trade; come in and get 
better acquainted with our line and our prices. 

Yours very truly, 


THE QUALITY STORE. 


One of the series of follow-up letters sent out to 
carpenters and mechanics that brought excellent 
results is as follows: 


DEAR SIR: 

When a carpenter or cabinet-maker buys lumber, he 
knows that “tops” cost more than sappy, knotty stuff. 
He pays a little bit more for the selected wood, plus an- 
other little for sorting at a fixed rate governed by the 
cost of labor. Yet he pays the little extra cost willing- 
ly, because he is sure of getting the quality that he 
must have for fine work. 

It is practically no different with the tools he uses. 
He must have quality in those, too, if he is bent on a 
fine job. But he can’t pick a tool and be sure of the tem- 
per; that it is just the right degree of hardness and of 
the right wearing material by mere looks. The polish 
of a soft chisel or draw-knife may be as fine as that of 
a true-tempered one, but only actual use will decide its 
rea. worth. If an ordinary tool goes wrong he pockets 
his loss and tries another at his own expense. 

There’s the point. 

When you buy tools here you can buy but one sort— 
the sort that enables you to be sure of quality backed 
by the makers’ guarantee and by our own. True, the 
quality we sell you costs a few cents more than ordi- 
nary tools, but they are “tops” and will give years of 
service and outstand hard knocks that would soon put 
most ordinary tools out of commission. 

There is no mistaking the intent of our quality guar- 
antee—it means absolute satisfaction or your money 
back. We are asking and want your tool trade on this 
fair, square basis. If the tools we sell you, in your opin- 
ion, do not “make good” come in and tell us about it, 
and we’ll make it right. This is the policy that has 
made for us the largest tool business in this section. 

Yours very truly, 


THE QUALITY STORE. 


Hardware Age 


I am often asked: “Should a follow-up form letter 
be long or short?”—to which query I usually reply: 
“It always depends on what there is to say and 
who says it.” 

The torm letter should tell its story. It should 
tell its story completely and clearly and then stop. 
Clearness and directness of style in expression are 
the essence of follow-up correspondence. Simple 
Anglo-Saxon words, the best and strongest that 
can be chosen and the most easily understood, 
should be employed. Simplicity in form letters is 
the keynote of forceful expression and the strength 
of argument. Above all, “answer not a fool accord- 
ing to his folly.” Be dignified. Be enthusiastic. 
Enthusiasm composed of two Greek words and in- 
corporated into our language is “God within.” 

Every follow-up form letter campaign must be 
a law unto itself. There are, however, three funda- 
mental conditions that are essential to the success 
of the man who employs the follow-up method: He 
must be full of the subject—so full that it pervades 
the very fiber of his mind and stimulates the genius 
of his intellect. Perfunctory letters are neither 
eloquent nor effective. He must believe in his sub- 
ject with all his heart and with all his soul. He 
must know his audience—the large host of segre- 
gated individuals with whom he has established 
trade relations. Of course intimate personal ac- 
quaintance is not necessary, but knowledge of their 
capacities and temperaments, their moods and re- 
sponsibilities is important. Having ability to esti- 
mate traits and peculiarities of character and dis- 
position, the moulder of follow-up letters will be 
diplomatic and tactful enough to avoid giving of- 
fense while impressing the customer and the pros- 
pect with earnestness and sincerity in presenting 
facts. , 

The entire series of twenty-four letters, of which 
three are incorporated herein, made a very strong 
and comprehensive campaign on quality hardware, 


tools and cutlery and The Quality Store kept send- 


ing them to its list of customers and prospective 
customers at regular intervals. The proprietor 
regarded this method as one of the chief helps in 
getting people interested in his store, his service 
and what he had to sell and the very fact that he 
succeeded in building up a big and growing busi- 
ness from a very humble beginning proved the 
value of persistency in his form letter campaign. 


Coming Hardware Conventions 


GEORGIA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Macon, June 15, 16, 17, 1915. Head- 
quarters, Hotel Dempsey. J. L. Moore, secretary, 
Madison. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Minn., June 22, 23, 24, 1915. 
M. L. Corey, secretary, Argos, Ind. 

CAROLINAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Isle of Palms, July 13, 14, 15, 16, 1915. 
T. W. Dixon, secretary, Charlotte, N. C. 

NEw YorRK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, February 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Kirk Building, Syracuse, 
N. Y. 


THE K. Z. Mrc. COMPANY, Casey, IIl., has been incor- 
porated for $100,000 to make gasoline dispensers. The 
incorporators are: W. B. Linn, C. E. Bennett and J. H. 


Parker. — 


THE Peck HAMRE MFG. COMPANY, Berlin, Wis.. has 
increased its stock and changed its name to the Peck 
Hardware Mfg. Company. 





Doubled Refrigerator Sales 


W. IVENS, of The Orcutt Company, Sioux 
A City, lowa, says: 

° “For the past eighteen years we have been 
selling a high grade line of refrigerators of the 
dry-air-side-icing type made in the Garden of Eden 
of the United States—Iowa. How successful we 
have been is best explained by the fact that for the 
past five years we have handled it exclusively. Our 
prices range from $18 to $80, and while we have 
lost some business by not carrying a cheap refrig- 
erator, on the whole we are convinced it is a small 
loss compared with the satisfaction of handling 
the better line. 


Lecture on Refrigerators at Store Club Meeting 


“We have made it a point to educate and develop 
our salesmen to believe in the goods they are sell- 
ing, to familiarize themselves with every detail 
and feature of the lines we are offering, and to 
know that, in the judgment of the members of the 
firm, the selection of this particular refrigerator 
enables us to offer the buying public the best on 
the market. 

“We use our organization ‘The Orcutt Hardware 
Club’ to help in this work. Early in the season 
of 1914 the head of the refrigerator department 
was given the main topic, ‘Refrigerators,’ at one 
of the meetings. He gave a lecture with some data 
on competitive lines to aid the salesmen in com- 
bating arguments usually presented by ordinary 
customers. Following this lecture the ‘Question 
Box’ was used with telling effect. At the close of 
the meeting every salesman had gained many new 
ideas about selling refrigerators. 









Advertising the Line 
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is not alluring to any one dealer, as it does not 
offer anything more than his competitor has, it 
could be worked out in any town or city with the 
local ice company by one dealer on an exclusive 
basis for one or two months early in the season. 


Is Up to the Man on the Floor 


“Just how successful we have been is best ex- 
plained by the record at the close of our refrigerator 
season last year, which we found had just doubled 
the total sales of the preceding year, which had 
been normal. So far this year we stand a good 
chance of equaling last season’s record. Part of 
this business we attribute to our methods of sales- 
manship and advertising; some of it to the increas- 
ing demand for refrigerators. However, we are 
convinced that had we been ‘in the rut’ and half- 
hearted in our efforts last year, we would have 
closed the season with a lot of unsold refrigerators. 
As it was we made a clean sweep—not a single box 
was carried over. 

“After all it’s up to the man on the floor. He 
may have the ability to sell, but he must have a 
knowledge of the merits of what he is selling and 
know something about competitive lines, too. We 
believe in lecting high-grade goods, getting a 
profit worthy of the line we are selling, and stick- 
ing to the line that has been selected. One can 
never win success by constantly changing on items 
like refrigerators. 

‘We have never employed sensational ideas in 
building our business, so we do not use them in 
selling refrigerators. We have always used a sys- 
tem of advertising and store deportment that would 
create an impression of dignity—misrepresenta- 
tions or misleading statements are not tolerated, 
These ideas, together with the slogan, ‘Quality, 
Service and Satisfaction,’ were established early 
in the business careers of W. W. and W. M. Orcutt 


and have been the foundation upon which the busi- 
ness has been built.” 


Every Automobile Owner Should 
Have a Tool Bag 


OME of the motor papers have advised car own- 

ers to purchase duplicate sets of tools, and the 
dea is an excellent one. If the car owner attempts 
0 use the same set for garage and road work he 
ill frequently find that he has left at home the 
ery tool that is needed when there is trouble on 
e road. The lack of a tool in such an event may 
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cause both inconvenience and expense. The sales- 
man who has the opportunity should suggest that 
the car owner purchase a set of tools for road use 
and never allow them to be taken from the machine 
when it is in the garage. 

The question of tools for road work naturally 
suggests the need for something to put them in. 
The machine is usually equipped with a tool box of 
some kind, but so many articles are carried in it 
that the smaller tools are hard to locate. A large 
number of hardware dealers are finding that tool 
bags sell readily. We believe that it is possible to 
interest every car owner in one, and “The Man 
Behind the Counter” recently asked a manufacturer 
how a salesman should talk to an automobile owner 
in order to interest him in a tool bag. We believe 
that the talking points that are supplied will be 
of assistance to every one who wants to sell more 
accessories. 


Interesting the Prospect 


The following suggestions were made by the 
manufacturer : 

“The setting is a hardware store on a busy day. 
I have just sold Mr. Brown something in shelf 
hardware. The tool bag is always on the counter 
with a few tools in it. Mr. Brown is now ready 
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to pay for the goods he has bought. ‘What else 
may I show today, Mr. Brown?’ I ask, and at 
the same time I pick up the tool bag and indicate 
the way in which the tools come into sight at once. 
Then I continue: ‘Mr. Brown, I want to show you 
one of the best and most convenient tool bags on 
the market. When the bag is open you notice the 
tools come into plain sight so that you can pick up 
just the tool you want to use. When it is closed 
there is no possible chance for the tools to get out 
of it—they are instantly put out of the way, yet 
are instantly accessible. 

“*You will notice that the bag is made of heavy 
cotton duck fabric with the seams bound with web. 
This makes a bag that will last a lifetime. It is 
flexible, light and convenient. 

“*Then a good thing about a bag of this kind 
is that the tools are always in place. You may pick 
it up and walk around the car, throw it on the run- 
ning board or on the ground and every tool you 
require is right at your hand; when you are through 
with one you drop it back into the bag. 

“*The bag is very inexpensive—the price of one 
tool, buried in dust and lost by the roadside while 
making a tire change, will more than pay for it. 
Everybody who sees this bag wants one. May I 
wrap one up with the rest of your order?’ ”’ 

















The members and guests of the Cincinnati Hardware Guild who visited the plant of Geo. H. Bishop & Co., 
Lawrenceburg, Ind. 


Cincinnati Hardware Guild Visits 
Bishop Plant 


EMBERS of the Hardware Guild of Cincinnati, 

Ohio, and a number of invited guests inspected 

the plant of Geo. H. Bishop & Co., Lawrenceburg, 

Ind. The party went from Cincinnati in special 
cars over the Baltimore & Ohio Railroad. 

Arriving at Lawrenceburg the delegation was 
divided into groups and conveyed to the saw works 
in automobiles, with a competent guide at the head 
of each division. 

Upon returning to Cincinnati the delegation en- 
joyed a beefsteak dinner, after which a business 
meeting was held. 

James B. Carson, secretary of the Ohio Hardware 
Association, was the guest of honor, and he gave 
a very interesting talk on the proposed Moore lier 
law, now before the Ohio Legislature, which is co 
sidered very harmful legislation for the hardwar 
merchants and other supply dealers. 

At the request of President Weigel those prese 











agreed to write their senators protesting against 
the bill, which has already passed through the 
House of Representatives. 

Other speakers, who touched on various topics of 
interest to the trade, were Albert Boebinger, Charles 
Kobmann, W. F. Belmer, Charles H. Lammers, J’ 5. 
Seiler, Ferdinand Doepke, W. F. Wuenker an 
Tve 
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Delegates to the Pan-American Financial Conference, photographed on the lawn at Mount Vernon, Thursday 

afternoon, May 27. The party of 240 led by Secretary of State Bryan, Secretary of the Treasury McAdoo and 

Secretary of the Navy Daniels, sailed down the Potomac on the President’s Yacht “Mayflower,” embarking at 

the Washington Navy Yard at 3 p. m.; arriving back at 9 o’clock. The Marine Band was aboard and a colla- 

tion was served in the cabin. The official in charge at Mount Vernon conducted the visitors to Washington’s Tomb 

and through the Mansion, relating interesting historical facts, even admitting guests to the room where Wash- 
ington died; a very rare privilege 


United States Senate Will Investigate Certain Mail Order Houses— 
How Freight Overcharges Can Be Handled— 
Baggage Valuation 
By W. L. CROUNSE 




















WASHINGTON, June 7, 1915. 


HE United States Senate is preparing to take 
i’ the trail against certain mail order houses 

which have been humbugging their foolish pa- 
trons into believing that the government has recom- 
mended the use of certain articles advertised in their 
highly ornate, but usually misleading, catalogs. A 
bill designed to stop this abuse was prepared by the 
Senate Printing Committee at the last session, but 
failed of consideration for lack of time. 

Senator Fletcher, of Florida, chairman of the 
committee, has decided that he will re-introduce the 
bill in the new Congress and insist upon its early 
passage. As he has an enviable reputation for mak- 
ing good, it will pay you to watch his smoke. Read 
what the Senate Committee says in an official report 
concerning a shabby trick played by one of the mail 
order houses to increase its sale of farm imple- 
ments: 

“There has been brought to the attention of the 
committee a republication of Farmers’ Bulletin No. 
511, entitled “Farm Bookkeeping,” which was re- 
printed by a mail order company that had purchased 
plates of the original bulletin from the Public Print- 
er. In the reprint the company had interspersed 
the pages with advertisements of its farm imple- 
ments, and had printed on the cover a statement 
that the bulletin was presented with its compli- 
ments. 

“The title page of the bulletin was in all respects 
identical with that of the original issue, bearing the 
seal of the department and the imprint of the Gov- 
ernment Printing Office at the bottom of the page. A 
presumption might very well arise in the minds of 
the public that the reprinted bulletin was issued by 
the Government Printing Office and carried with it 
an indorsement of the company named and the im- 
plements advertised for sale by it. 


“It is highly desirable that such practices should 
be prohibited. The proposed amendment is earnest- 
ly recommended by the Secretary of Agriculture, 
who is very anxious to prevent the private republi- 
cation of the publications of his department for ad- 
vertising purposes.” 

It is quite natural that the mail order houses, 
having induced the Post Office Department to or- 
ganize a cheap delivery system for their merchan- 
dise, should have appropriated the bulletins of the 
Department of Agriculture to boost their advertis- 
ing campaigns. But Senator Fletcher doesn’t think 
it a square deal either for the retail hardware man 
who sells agricultural implements upon honest rep- 
resentations, or for the confiding farmer who be- 
lieves everything he reads that happens to bear the 
government’s imprint, so he proposes to secure the 
enactment of the following amendment to the print- 
ing laws: , 

“The term ‘government publication’ as used in 
this act shall be held to mean and include all publi- 
cations printed at government expense or published 
or distributed by authority of Congress. No gov- 
ernment publication, nor any portion thereof, shall 
be copyrighted, nor shall any reprint of such publi- 
cation other than by the Government Printing Office 
bear the imprint of that office, and hereafter every 
publication printed at the Government Printing 
Office shall bear its imprint and the name of the 
committee, commission, office, department, or estab- 
lishment of the government causing the same to be 
published. 

“Any person, firm, association, institution, or cor- 
poration reprinting any government publication 
without including therein, conspicuously displayed 
on the title page, a statement showing that the re- 
print is not issued by the government, or inserting 
in said reprint any matter for advertising purposes, 
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or using the Government Printing Office imprint on 
any publication not printed by that office, shall be 
fined not more than $1,000.” 

If you are in favor of the amendment, write to 
your Congressman and tell him so. Do it to-day. 


How to Handle a Freight Overcharge 


If you feel that you have been overcharged by a 
railroad on a shipment of merchandise, and have 
been obliged to add a little something to the price 
of the goods to cover the extra freight, don’t be 
afraid to ask the Interstate Commerce Commission 
to order a refund, because you think it may be held 
that you have protected yourself and, therefore, have 
not been damaged. 

The Commission has just ruled on this interest- 
ing point. It holds that you have a perfect right to 
save yourself loss by adding any excessive freight 
charge to your retail price and can still recover the 
overcharge from the railroad. 

In the case of Ballou & Wright against the New 
York, New Haven & Hartford Railroad Company, 
the complainants bought a lot of motorcycles to be 
sold at their Portland, Ore., stores. The railroad 
charged an excessive freight rate which the dealers 
added to their sale price, after which they appealed 
to the Commission. 

The railroad defended its refusal to make a re- 
fund on the ground that the dealers had suffered no 
damage, but the Commission could not see it that 
way and ordered the reimbursement of the com- 
plainants. Here is the way the Commission lays 
down the law: : 

“Carriers cannot be heard to say that reparation 
for the exaction of unreasonable freight rates should 
be denied because a shipper or consignee from whom 
the same has been collected has on that account se- 
cured a higher price for the commodity from his 
purchaser. 

“If complainants were obliged to follow every 
transaction to its ultimate result and to trace out 
the exact commercial effect of the freight rate paid, 
it would never be possible to show damages with 
sufficient accuracy to justify giving them.” 

Sounds like common sense, doesn’t it? 


Baggage Valuation Under the Cummins Amendment 


Commissioner Clark, the most experienced rail- 
road man now serving on the Interstate Commerce 
Commission, has straightened out the tangle regard- 
ing the valuation of drummers’ sample trunks, tour- 
ists’ baggage and all other forms of luggage offered 
for checking on passengers’ tickets, mileage books, 
etc., as required by tariffs filed under the terms of 
the so-called Cummins amendment, which has just 
become effective. | 

Mr. Clark, who conducted the recent hearings on 
the subject, has read with amusement the stories 
recently printed in the daily papers describing the 
complicated routine said to be necessary to secure 
checks under the new law and the penalties incurred 
by travelers unable to state to a penny the value of 
their baggage. When asked for an authoritative 
statement for the benefit of the readers of HARD- 
WARE AGE, he said: 

“It seems a pity to spoil these ingenious stories, 
but the real facts are very simple. Hereafter trav- 
elers when checking baggage will be obliged to sign 
a printed slip containing two blank lines for a state- 
ment of the value of each piece checked. If satis- 
fied with a claim not to exceed $100 in case of loss 
or damage, the traveler will fill out the first blank 
line with that amount, take his check and go on his 
way rejoicing. If he thinks his trunk is worth more 
he can insure it by filling up the second line with 
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the proper valuation and pay ten cents for each ad- 
ditional $100. 

“Remember, however, that even if a piece of bag- 
gage is insured, the owner, in case of loss, is not au- 
tomatically entitled to payment of the sum covered 
by his declaration, but must offer adequate proof of 
the value of the contents of the lost piece. Of course, 
there is no truth in the absurd statement that penal- 
ties are incurred by those who fail to give the exact 
value of their luggage.” 


Permanent Organization to Follow Pan-American 
Conference 

Secretary of the Treasury McAdoo is nearly 
buried under bouquets that have been handed him 
because of the great success of the Pan-American 
conference, of which he was the originator. In order 
that the good work begun here by the conference 
last week may be continued, a joint high commis- 
sion, to consist of nine delegates from each of the 
nineteen American countries represented at the con- 
ference will be appointed. 


The Trade Commission Hearings on Export 
‘\ Combinations 

The officials of the Federal Trade Commission 
here are greatly pleased at the success of the hear- 
ings held by the Commissioners in Boston and New 
York during tle past week, at which many promi- 
nent business men have expressed their views as to 
the necessity for legislation so amending the anti- 
trust laws as to permit American manufacturers 
and exporters to enter into combinations for the 
purpose of extending their export trade. 

There is no longer any doubt that Uncle Sam must 
take a leaf out of the Kaiser’s book in the matter of 
encouraging our people in their attempt to gain a 
footing in foreign markets, and the only question 
now is just how far Congress should go in letting 
down the bars in this particular direction. 

Don’t forget that Congress will be very responsive 
to appeals of business men at the next session. 
There’s a reason—a Congressional election takes 
place in November, 1916. 

Remember, also, that although you may be a hard- 
ware retailer instead of a manufacturer or exporter, 
you have a big stake in the expansion of our foreign 
trade. Every dollar’s worth of merchandise shipped 
abroad reduces the cost of production here, helps to 
enrich manufacturers and to put their employees on 
Easy street, stimulates the sale of merchandise at 
wholesale and retail, and ultimately increases the 
purchasing power of every one of your customers. 


A Change of Name 


é kaye Lincoln Electric Heating Appliances, Inc., 

has changed is name to the L. B. Lincoln Elec- 
tric Works. The company states that this change 
has been made because the old name was more or 
less awkward in preparing orders, rendering bills, 
etc. The change in name was legally authorized 
and became effective on and after May 15, 1915. 

No change other than the name is involved, and 
the same personnel and management will continue 
to conduct the business under the policies which 
have heretofore prevailed. 


JOHN F. BALZ, formerly with Stauffer-Eshleman & 
Co., New Orleans, La., will in the future travel in the 
southern territory for the interests of the manufac- 
turers represented by the H. P. Chenoweth Company, 
Birmingham, Ala. 


O. S. LARKBY, secretary of the Edwards Manufac- 
turing Company, Cincinnati, Ohio, was elected presi- 
dent of the Cincinnati Association of Credit Men, at 


a meeting of that organization, held recently. 
& 











Electrolytic Poetry 


¢¢TF the gas went out,” the maiden asked, “then 
would the electric light?” 

“That’s something I can’t tell,” said I. “Although 
perhaps it might.” 

“Well, if a farmer mows his lawn, what does. the 
dynamo?” 

Again I shook my helpless head and said I didn’t 
know. 

“I’ve often wondered,” she remarked, “how much the 
coffee urns.” 

“As much,” said I, “as the fuel costs that a fireless 
cooker burns.” 

“But why,” she asked, “when it’s full of dust is the 
vacuum cleaner?” 

“Why, that’s just the same,” I then explained, “as a 
fat girl who is ‘Lena.’ ” 

For quite some time I rambled on with daffidils, for- 
lorn, 

Until, alack, I turned around and found the maid had 
GONE!—Exchange. 


Had Nothing on Him 


HE haughty English lord was endeavoring to im- 
press the importance of his family upon his guide 
in the Scotch Highlands. 

“Why,” he exclaimed, with an eloquent gesture, “my 
ancestors have had the right to bear arms for the last 
two hundred years!” 

“Hoot, mon,” cried the Scot, “my ancestors have had 
the right to bare legs for the last two thoosand years!” 


—E xchange. 
Taken Too Literally 


¢¢—IDLINKS stuck up ‘Do*It Now’ signs all over his 
office.” 

“Did it have any effect?” 

“Yes; the cashier ran off with $16,000; the chauffeur 
eloped with his daughter; two clerks asked for a raise 
and the office boy learned to whistle a new sentimental 
ditty.”—Exchange. 


An Even Thing 


wgl ee AW,” said Snobleigh—“‘it must be—aw— 
very unpleasant for you Americans to be—aw 
—governed by people whom you—aw—wouldn’t awsk 
to dinner.” 

“Oh, I don’t know,” said the American girl; “no more 
so than for you to be governed by people who wouldn’t 
ask you to dinner.”—Exchange. 


No Trivialities for Her 
é¢ ELL, Maria,” said Jiggles after the town elec- 
tion, “whom did you vote for this morning?” 
“T crossed off the names of all the candidates,” re- 
turned Mrs. Jiggles, “and wrote out my principles on the 
back of my ballot. This is no time to consider individu- 
als and their little personal ambitions.”—E xchange. 


The Compensation 


ROCER—Small fruit has been ruined by frosts. 
Mrs. Newlywed—How lovely! Now we’ll get only 
the large berries.—Exchange. 


Cautious Baby 


NICKER—Who does the baby look like? 
Bocker—He is neutral.—Exchange. 


Desperate Expedient 


ITTLE Charlotte accompanied her mother to the 

home of an acquaintance where a dinner-dance 

was being given. When the dessert course was reached 

the little girl: was brought down and given a place next 
to her mother at the table. 

The hostess was a woman much given to talking, 
and, in relating some interesting incidents, quite for- 
got to give little Charlotte anything to eat. 

After some time had elapsed Charlotte could bear 
it no longer. With sobs rising in her throat, she held 
up her plate a& high as she could, and said: 

“Does anybody want a clean plate?”—New York 
Times. 


Neither Could Afford It 


66 HAT?” exclaimed the motorist, who had run 
| over a farmer’s toe, “you want five hundred 
dollars for a crushed foot? Nonsense! I’m no million- 
aire.” 
“Perhaps not,” cried the suffering farmer; “and I’m 
no centipede, either.”—Exchange. 


Obliging 


R. BOWEN was having dinner with the Reillys and 
the seven-year-old son of the family was present. 
“And what are you going to be when you grow up, 
young man?” asked Mr. Bowen of the little boy. 
“Well,” replied the boy, thoughtfully, “after I’ve been 
a minister to please mother, an’ a judge to please 
father, I’m goin’ to be a policeman.”—E-xchange. 


Medium Insanity 


IFE (sentimental)—Egbert, what would you do if 
I were to die? 
Egbert (ditto)—I should go mad, my dear. 
Wife—Would you marry again? 
Egbert—Well, I don’t think I should go as mad as 
that!—Exchange. 


We Sort o’ Feel Guilty Ourselves! 


UNDAY School Teacher—What would happen now, 

William, if people were struck dead for lying as 
they were in Biblical times? 

William—They’d be nobody to bury them.—E xchange. 


The Peasant 


His place is to answer to the call; 
To leave the ripened crops, the weeping wife, 
The wondering children, knee to shoulder tall; 
To take the path of duty to the strife. 


His place is to make a jest of life; 
To faint with hunger ’neath the riddled wall; 
To burn, to shoot, to charge, to slaughter—all 
Set to weird music by the drum and fife. 


His place to freeze, to starve, to suffer sore; 
To gasp, to fall, to die upon the field; 
To bathe in blood and honor and to shout 
With his last breath for King or Emperor. 
His place to add to death and glory’s yield, 
But not to ask, “What is it all about?” 
George Fitch in Collier’s. 
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Keep Trading Stamps Out 


RADING stamp concerns are making 
plans to enter the hardware field. Hard- 
ware will be a cleaner business if they 
are kept out. Coupons are cancers on mod- 
ern business. HARDWARE AGE condemns the 
giving of coupons or trading stamps because 
that method of securing business increases 
costs but gives no more in the way of value. 
The ultimate consumer pays for just about 
what he gets. Something for nothing is sub- 
ject to suspicion to say the least. Until re- 
cently the coupon craze has confined itself to 
cigar stores, department stores, and grocery 
stores. In those fields trading stamps have 
created havoc that may well be termed com- 
mercial butchery. Under a competitive stim- 
ulus created by master sharpers, dealers 
have been deluded into coupon merchandis- 
ing that compares well with the shell games 
of circus day artists. Third-rate merchan- 
dise has been sold at first-rate prices because 
a glamour has been thrown around a glit- 
tering array of premiums and the public has 
been buncoed to a degree that rivals the 
Louisiana lottery in its palmiest days. 
Double stamp days are a common evidence 
of fifty per cent. selling ability. Inefficiency 
stalks supreme in business houses where 
knowledge of merchandise has been punc- 
tured by trading stamps. In the trail of the 
coupon whirlwind that has swept through 
this country are enough disheartened deal- 
ers to make very clear the folly and futility 
of such an endeavor to build business. In 
the homes of thousands upon thousands of 
consumers are the wrecks of jim crack pre- 
miums that range from brittle dishes to rat- 
tle trap phonographs. For several years tin- 
sel merchandise passed readily as premiums. 
Then the public gained wisdom. Quick to 
note the changed condition of its victims the 
trading stamp manipulators improved the 
quality of their premiums, but stuck tena- 
ciously to their profitable plans for distribu- 
tion. With improved prizes hardware be- 
came an important part of the trading stamp 
game. The word game is used discreetly. 
Pocket knives, safety razors, percolators, 
tools and other items of hardware have be- 
come common in the premium catalogs of 
the trading stamp concerns. How and from 
what sources the goods of reputable manu- 
facturers are secured for such purposes we 
do not know, but the methods by which they 
are distributed are common knowledge. 
With premium trading stamps consumers are 
securing hardware in competition with mer- 


60 


chants who are selling the same goods. Many 
people who save coupons or trading stamps 
have no particular use for them. This is 
commonly true of cigar store coupons. Quan- 
tities of these coupons become a drug on the 
market and trading stamp brokers are the 
result. In several of our large cities these 
concerns buy and sell trading stamps. There 
are several within an hour’s walk of where 
this publication is going to press. In these 
places coupons or trading stamps can be 
bought for half their redeemable value in 
merchandise. For example, a Gillette razor 
which retails for $5.00 can be secured for 
just half that price if the purchaser will buy 
coupons from brokers at the market price 
and have them redeemed in razors. The 
same thing is true of a dozen other items of 
standard hardware and on practically every 
item the consumer buying in this manner 
can purchase at a lower price than the retail 
merchant can secure the same goods from 
jobbers or manufacturers. This is a rank 
injustice to both jobbing and retail hard- 
ware merchants and is one which should be 
promptly remedied. 

The readers of HARDWARE AGE are advised 
to secure a “Premium Book” and carefully 
inspect the hardware illustrations and de- 
scriptions. It will prove a revelation. If 
such distributors continue to be supplied 
with standard items of hardware it will be 
a poor buyer who will pay regular trade 
prices for the goods they illustrate. Fifty 
per cent. discount on most of the premium 
hardware is a decidedly greater discount 
than is given the merchant. Already “hard- 
ware” is in the trading stamp game from the 
premium standpoint. 

There are strong indications that efforts 
are being made to induce hardware dealers 
to use trading stamps to draw customers and 
to help sell goods. Some manufacturers are 
already using coupons in the hardware trade. 
Coupon people of various brands and types 
are making efforts to put the trading stamp 
system to work in America’s hardware 
stores. HARDWARE AGE predicts that their 
efforts will be in vain. This is not because 
hardware merchants are blessed with more 
wisdom than other merchants, but because 
they have had the opportunity of studying 
the coupon system while it has been tried on 
people in other lines of business. 

Hardware merchants know that no man 
can hold a corner on the trading stamp idea. 
It brings competition and when everyone 
gives trading stamps it does no one good. 

And then hardware merchants of the type 
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we all admire are going to ask, what good is 
this going to do my customers? Half a sec- 
ond’s thought answers that question. The 
ultimate consumer pays for just what he gets 
and if he gets coupons and premiums he must 
foot the bills. 

Splendid organizations make it possible 
for the hardware merchants to think and act 
as a unit on national subjects. Their 
thought and their actions on the trading 
stamp question assure it of a warm recep- 
tion. When they have analyzed the hard- 
ware on the illustrated pages of the premium 
books now in use and have verified the state- 
ments made in this editorial regarding the 
way to buy at a better price through the 
trading stamp-coupon broker they are going 
to act on that subject also. Mere gambling- 
lottery competition is what it amounts to. 
Good manufacturers of hardware will do well 
to keep their products out of the coupon cata- 
logs. It is like being caught in bad company. 


Good News from the South 


OOD news comes from the South, news 
(; that must gratify and encourage 
those who have earnestly preached di- 
versification of crops to the planters in that 
section. This news must hearten those 
southern editors whose “Hog and Hominy” 
editorials have almost become mottoes. We 
learn that there has been a decrease in cot- 
ton acreage of 15 to 20 per cent. 

This means not only a smaller crop to 
market next fall but an increase in produc- 
tion of foodstuffs. It means that the south- 
ern farmer will not depend upon the money 
derived from the sale of cotton to purchase 
feed for his stock or meat for his family. 

It must be admitted that the total curtail- 
ment of acreage cannot be charged to the 
rather drastic lesson of last year. Weather 
conditions have delayed planting in some sec- 
tions, and there is yet considerable acreage 
which might be put in cotton if the price 
continues to rise. 

On the other hand, it is known that pres- 
sure has been applied by the one force that 
can bring about a diversification of crops— 
the banker. The southern banker can dic- 
tate to a large degree the amount of acre- 
age that shall be put in cotton. It has been 
pointed out in these columns that a reduc- 
tion of acreage will be most easily accom- 
plished by the banker. 

In the past the banker has been the prin- 
cipal cause of the one crop situation. He 
has required that a large acreage be planted 
in cotton to safeguard his loans to the 
planter. He has not concerned himself to 
any extent as to whether the farmer was 
raising “Hog and Hominy.” 

The war has forced the banker’s hand, 
and he now requires the farmer to plant 
more corn and less cotton. Of course it is 
hardly to be expected that the one crop evil 


will be removed at once. However, the pres- 
ent situation warrants the hope that the 
banker will find diversification profitable for 
himself and his clients and will encourage 
and demand it after the conditions which 
forced a reduction in the cotton crop have 
become history. 


As Others See Us 


OBERT BURNS, that gifted, eccentric 
Scotch bard, enhanced his reputation 
for sound sense when he wrote: 

“Oh wad some power the giftie gie us 

To see oursel’s as others see us! 

It wad frae monie a blunder free us, 

And foolish notion.” 

What often really counts in determining 
our true worth is what others think, espe- 
cially the customer who buys or wants to buy 
our products. 

There are capable business men, with fine 
reputations for accomplishment, who under 
tension are sometimes thoughtlessly and un- 
intentionally brusque. This quality is not al- 
ways rightly interpreted by foreigners, espe- 
cially Latin-Americans and Orientals. 

Not so long ago a merchant from the Anti- 
podes, never mind the latitude and longitude, 
freed his mind as to some of our quick-gaited 
methods, which obviously do not synchronize 
with his ideas of trade ethics and good busi- 
ness practice. While it may jolt our pride 
somewhat, introspection may help, and while 
his criticism is rather severe, manufacturers 
and merchants of the metropolis of the west- 
ern hemisphere are manly and clever enough 
to accept the chiding in good part. 

What our mentor wrote was: 

“All the business men in this New York 
City are so busy and not only this but the 
salaries for employes are so high and they, 
in general, have so little loyalty to their em- 
ployers, that I notice in many places the em- 
ployers are working much harder than their 
employes, and, in general, the employes do 
not take care of their master’s good custom- 
ers with the same feeling of the masters. So 
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I see the average masters in New York in- 


rather a pitiful condition. 

“The New York people are too busy, even 
too busy to attend to their own business, and 
that casts their habits in a peculiar type— 
nervous, suspicious, quick but careless. And 
most of the ‘I’m busy’ men are talking the 
business of which they know only a portion. 
Most of the people put a small card on their 
desk: ‘I am busy; cut it short.’ This condi- 
tion is not agreeable to any foreign customer 
and even among New Yorkers, especially 
the circle of people interested in European 
business, hate the New York way, and most 
of the European customers go direct to out- 
side of New York.” 

Whether this comment applies to any con- 
siderable number or not, it will be wise to 
think it over. 
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WHAT BUSINESS WANTS OF TRADE 


COMMISSION 


New York Hearings Develop Need of Combines to Secure and Hold 
Foreign Commerce 


up and moved back to Washington after its 

two-day visit to New York—June 3 and 4— 
there went with it a choice assortment of complaints 
and facts and mere views gleaned from some thirty 
prominent business men who offered testimony as 
to trade conditions, bearing mostly on the proposi- 
tion of getting and holding considerably more ex- 
_port trade. The purpose of the hearings, as stated 
by Chairman Joseph E. Davies, and as borne out by 
sundry questions and expressions from Commission- 
ers Will H. Parry, Edward N. Hurley, William J. 
Harris and George Rublee, was to exercise the 
powers conferred by subdivision H of section 6 of 
the Federal Trade Commission Act passed by the 
late Congress. This portion of the act provides that 
the Commission shall have power to investigate, 
from time to time, trade conditions in and with for- 
eign countries where associations, combinations or 
practices of manufacturers, merchants, or traders, 
or other conditions, may affect the foreign trade of 
the United States, and to report to Congress there- 
on, with such recommendations as it deems advisa- 
ble.” 

“We are to investigate conditions in competitive 
nations seeking the same market,” explained Mr. 
Davies in opening the hearings. “The fact that the 
war has altered the trade courses of the world and 
has destroyed old markets and created new ones, 
makes it singularly opportune for the Federal Trade 
Commission to examine into these facts and condi- 
tions at the present time.” 

Out of the great diversity of opinion and ques- 
tioning and advocacy that made up the fabric of the 
hearings, a few threads stood out in significant re- 
lief to show, in some particulars at least, and those 
the most vital, a one-mindedness on the part of wit- 
nesses and a striking receptivity on the part of the 
commission. The meat of the testimony and recom- 
mendations might be boiled down to a very few 
major propositions. 

Most in evidence was the desire to clarify the 
situation as affecting prospective trade combinations 
to carry on export business as related to the Sher- 
man anti-trust act, as interpreted by the courts or 
likely to be interpreted. Practically all the wit- 
nesses touched on this subject in one form or an- 
other and all were agreed that uncertainty as to the 
intent and interpretation of the law is the most sub- 
stantial hindrance to the formation of combines 
suitable to cope with foreign cartels in outside mar- 
kets and in our own as well. Allied with this propo- 
sition was the proposal that such combines be en- 
abled to fix prices in the export field inasmuch as 
this would be essential to competition on equal terms 
with the foreigners. 

Shipping Facilities 

Perhaps next in general interest was the question 
of providing adequate shipping facilities to satisfy 
the trade appetite for American goods when the de- 
_ mand grows in foreign markets. It seemed to be 
generally accepted that enough bottoms could be 
pressed into service, granted the unquestioned legal 
right of various interests to combine for the pur- 


pose. 
The matter of credits was discussed in a more 
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or less desultory fashion, the impression being evi- 
dent that this problem would solve itself as the for- 
eign markets became aligned for United States 
products. 

The advancement of fair trading methods be- 
tween the United States and the other countries was 
discussed by several witnesses. In particular a curb 
to the dumping evil, the protection of trademarks 
and a vigorous policy of combatting fake traders 
were talked of. 

A more direct form of government aid was sug- 
gested in the way of providing commercial attaches 
for the various diplomatic offices in foreign lands 
to the end of guiding and helping our manufactur- 
ers to seek the most promising spots of consump- 
tion. This plan, as pointed out by Mr. Davies, has 
already been put in operation to a certain degree by 
the Bureau of Foreign and Domestic Commerce. 


Doubt Is Prohibition 


Proceeding on the assumption that it is practi- 
cally impossible to cope on even terms with foreign 
interests in the absence of combines of United 
States traders in the export field, the doubtful inter- 
pretation of the Sherman law as bearing on such 
combines loomed up as the most substantial barrier. 
This doubt, it was agreed, is holding back business 
men, big and small, and there will be no considerable 
improvement until the doubt is cleared away. This 
thought was forcibly expressed by Henry P. Davi- 
son, of J. P. Morgan & Co., on the first day of the 
hearing. Following his advocacy of an improvement 
in shipping conditions, Mr. Davison said: 

“The question must be solved if we are going to 
look for a material increase in foreign trade. Some 
form of combination of our business units must be 
devised if we are going to do much in the foreign 
markets. Combination would make it possible to 
cut down costs and effect concentration. Nobody 
knows what the Sherman anti-trust law prohibits, so 
the effect would be just the same if it did prohibit.” 

In answer. to questions Mr. Davison gave it as 
his strong opinion that a combination for foreign 
trade could be easily kept free of a monopolistic 
tendency as affecting the domestic trade and that 
there is no fear of increasing costs to the consumer 
of this country through the proposed action in ex- 
port branches. This statement seemed to impress 
the Commission and was received with general in- 
terest as bearing on a point raised some time ago 
by President Wilson in his suggestion that it might 
be advisable to permit combinations of United States 
business concerns to compete with similar combines 
formed by foreign competitors. In making his 
statement, it is recalled, the President stated that 
he would be in favor of such action if it could be 
put through without detriment to the American con- 
sumer, but made it equally clear that he would be 
against it if such detriment should be likely to fol- 
low. 

Mr. Davison’s thought was repeated on the second 
day of the hearings by Joseph P. Grace, of William 


- R. Grace & Co., bankers and exporters: 


“In this question of combination for export pur- 
poses,” was his argument, “doubt is equivalent to 
prohibition.” This form of clothing the idea evoked 
a warm expression of approval from Chairman 
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Davies, whether as a literary excellence or as a sug- 
gestion worth following up, must be surmised. 

In short the attitude of the Commission toward 
the export problem as affected by the Sherman act 
struck the shrewd observer as most interesting. Re- 
peatedly the suggestion of combination was drawn 
from witnesses by questions of the commissioners 
and time after time the chairman inquired in de- 
tail as to the existence and methods of alleged for- 
eign cabals competing with American producers 
and traders. The tone of the Commission’s ques- 
tions made it difficult at times for an auditor to sup- 
pose that the body was assured of any intent of 
the Sherman act to prohibit American combines 
from combatting foreign ones in outside markets, 
Commissioner Rublee, one of the lawyer members, 
again and again requested witnesses to state their 
reasons for supposing that the Sherman law forbade 
such combines, asking in particular if they had had 
any such intimation from the Department of Justice. 
In at least one case his manner of questioning ap- 
peared to verge so closely upon an expression of con- 
trary opinion on his own part that the chairman took 
occasion to assure the witness that Mr. Rublee was 
merely seeking information and giving none. Never- 
theless a bystander would have had little hesitancy 
in concluding that at least some of the commis- 
sioners were far from thinking that the proposed 
manner of combine was hostile to the intent of the 
anti-trust act. This point was particularly perti- 
nent in view of the widely accepted reluctancy of 
the Administration and Congress, as now consti- 
tuted, to amend the Sherman act in any way what- 
ever. 

The Matter of Dumping 


Many of the witnesses went into the need of an 
anti-dumping law, there being an apparent appre- 
hension that the close of the European war will see 
the practice carried out on a larger scale than ever 
before, the expectation being that the Europeans 
will open their factories and operate them to capac- 
ity, absorbing the losses on surplus production sold 
below cost. The situation was discussed compre- 
hensively by Wiliam Hetherington Taylor, president 
of the David Williams Company, publisher of Jron 
Age, HARDWARE AGE, Metal Worker, Plumber and 
Steam Fitter, and Building Age. Mr. Taylor cited 
the case of T rails as exemplifying the evils of the 
practice, calling attention to Canada’s high tariff on 
this class of merchandise, which makes it difficult 
for the American producer to find a market in that 
country, while having no means, such as an anti- 
dumping law, to prevent the Canadians from under- 
bidding our manufacturers, even when selling at a 
loss. In the case of a purchase of 35,000 tons 
of steel rails needed by the Illinois Central Railroad 
some time ago, according to Mr. Taylor, the domes- 
tic producers bid on the basis of $28 a ton, the 
standard price, while the Canadians got the business 
by offering the rails at several dollars a ton less, 
even at a time when the product was selling in 
Canada at $32 or $33 a ton. 

“Of course,” said Mr. Taylor, in substance, “I 
don’t blame the railroad for placing the order on the 
most favorable terms, but urge that such a condition 
would have been impossible if we had had an anti- 
dumping law similar to Germany and those of other 
countries. The practice of selling rails at a stand- 
ard price makes for stability. Under a condition of 
fluctuating prices a railroad may raise funds neces- 
sary for a purchase of a needed quantity of rails 
and then when it goes into the market may find the 
price has risen and be unable to make the purchase 
with the funds on hand. The stable price obviates 
this possibility.” 
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Mr. Taylor displayed some interesting exhibits in 
the shape of German-made locks and keys destined 
to be sold here at absurdly low prices, prices far be- 
neath our current prices. In answer to a question 
Mr. Taylor admitted he could not see how there 
could be any profit to these goods. He ascribed the 
condition to the German practice of operating the 
factories to capacity and following the dumping 
process in the event of a surplus. 


Fighting Without Rules 


A convincing presentation of the case for export 
combines was made by John D. Ryan, president of 
the Amalgamated Copper Company and a member 
of the National Trade Council. After describing the 
methods of foreign combines in export markets and 
in import transactions as well, and touching on the 
lack of co-operative action among producers and 
traders of this country, Mr. Ryan drew a comparison 
between this situation and the case of a prize-fight- 
er who finds himself in the ring against a man who 
makes his own rules. “You can understand,” he ex- 
plained, “that the poor fellow has little chance if he 
sticks to Marquis of Queensbury rules, while the 
other fighter takes privileges not allowed under that 
code. He would be overcome rather easily. And in 
our foreign trade we have not only to contend with 
each other, but also with combines of other nations 
who don’t observe our rules of fighting.” 

Under existing conditions, according to Mr. Ryan, 
copper produced here is bought up at sub-market 
prices by foreign cabals, the result being that the 
American manufacturer pays “% of a cent per pound 
more than the German. This % of a cent represents 
the cost of manufacture, so the German maker owns 
his finished product at the price the American 
manufacturer pays for the raw material. In absorb- 
ing fashion and at length Mr. Ryan described the 
manipulations of foreign cliques and their schemes 
for getting the Americans to quoting against the 
alleged prices of their competitors. “Our principal 
competitor,” said Mr. Ryan, “has offices less than 
two blocks from mine. Yet when a foreign buyer 
comes to me and tells of my competitor’s quotations, 
even when I am certain he is not telling the truth, 
do you think I dare call up my competitor to chal- 
lenge the foreigner’s statement? No, I am afraid of 
the Sherman Law, as it may be interpreted.” 

Whereas it was Mr. Ryan’s view that all concerns, 
irrespective of size, be allowed to combine, since the 
“big fellows’ would be anxious to take in the lit- 
tle ones through selfish interest, if for no other rea- 
son. Roger W. Babson, of the Babson Statistical 
Agency, took the view that it would be better to let 
the larger corporations shift for themselves, while 
permitting the smaller concerns—those of capital. of 
$1,000,000 or less—to form into combines. Mr. 
Babson was pot inclined to take an optimistic view 
of the prospects of American business in the foreign 
markets until such time as our young men—“flesh 
and blood” of this generation of producers—have 
been trained in the countries of their future activi- 
ties and sufficiently imbued with the spirit of the 
various peoples to meet them on a basis of under- 
standing and sympathy. 

Mr. Babson’s contention that the large corpora- 
tion can carry on its foreign trade without com- 
bines was disputed by Waldo N. Marshall, president 
of the American Locomotive Company, who stated 
that his concern, capitalized at $50,000,000, found 
it not feasible to finance selling agencies in various 
parts of the world. “This condition,” said he, “‘exist- 
ing for us in some sections, must exist for some 
smaller concerns in the foreign field as a whole.” 
Mr. Marshall touched on the matter of unfair com- 
petition when he declared that German competitors 
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made use of many of his company’s trade secrets, 
gleaned from documents passing through South 
American banks controlled by Europeans. 


Warehouses for Latin-America 


A suggestion that received close attention was 
the proposal of Woolsey H. Field, of the United 
Export Bureau, to establish government bonded 
warehouses in Central and South America. These 
warehouses could be employed to store goods in- 
cluded in advance orders until such time as de- 
manded by the purchasers. According to Mr. 
Field’s plan, a form of certification of deposit could 
be issued to the manufacturer, upon which funds 
could be advanced at a low rate of discount, vary- 


ing according to the nature of the goods. This plan, 


in Mr. Field’s judgment, would remove much of the 
inconvenience of the prevalent system of long term 
credits. 

Mr. Field also urged some means of protecting 
United States trademarks against traders in South 
America who make a practice of appropriating them 
to their own uses, imitating and infringing with 
impunity. He also made a strong plea for an effi- 
cient supervision of American traders who, in im- 
posing upon the credulity of the Latin-Americans, 
injure the reputation of our traders generally and 
make it difficult for any to secure business. The 
witness cited a case where a fake concern collected 
$5,000 for moving picture films as advertised and 
failed to fulfil its part of the contract by delivering 
the goods. It was Mr. Field’s idea that our consuls 
be given wide authority and instructions to inves- 
tigate advertisements of United States traders in 
Latin-American newspapers and magazines. Un- 
der present conditions a United States consul would 
not presume to take action, even in a case where 
the element of fraud is apparent. 

The matter of tricky competition was also dis- 
cussed by Walter Wyman, export manager of Car- 
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ter’s Ink Company. He told of a case where a Jap- 
anese concern imitated the famous Carter trade- 
mark, substituting the title “Cart’s,” but following 
other details of the label closely. This sort of oc- 
currence, according to Mr. Wyman, is not at all un- 
usual in the foreign trade. 

George H. Richards was also one of the few to 
appear in behalf of the specialty field, advocating 
common selling agencies. He took the stand that 
the “big fellows” would not care to enter into com- 
bination with little ones and “hold the umbrella 
while the little fellows get in out of the rain.” 
George E. Smith, president of the Royal Typewriter 
Company, spoke in favor of combined selling effort 
in the foreign field. 

William E. Saunders, chairman of the board of 
directors of the Ingersoll-Rand Company, makers of 
machinery, came before the Commission with a 
well ordered digest of the ethics of foreign trading 
as he viewed it. He developed his argument from 
three major points: First, that this country has no 
concern with the interests of foreign traders and 
our laws should not, therefore, be extended to cover 
those interests; secondly, that it is not contrary to 
the markets; thirdly, that violations of the law af- 
fecting interstate business can be reached and 
dealt with by existing statutes. He urged that 
large corporations be forced to take in smaller con- 
cerns when combining for export business, and 
pointed out that coalitions of smaller concerns, of 
themselves, could combat large individual corpora- 
tions when necessary, their expenses being cut down 
in point of advertising and they being enabled to 
employ better men for a common selling agency in 
foreign fields. Mr. Saunders may be said to have 
summed up the wishes of all the witnesses when he 
urged that legislation be enacted to the effect that 
combinations for foreign trade, which do not re- 
strain or monopolize trade within the United States, 
shall be made lawful. 
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Display of tools made by G. Myhre, Chicago, for the Quayle-Larsen Company, Duluth, Minn., with a background 
‘of flags and shields suitable for a Decoration Day window 
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Group of show cards made with the new speed ball pen 


f Rasaee week we reproduce under this head a new 

alphabet and a number of show cards executed 
by C. Walter Johnson, of Jackson, Miss. This let- 
tering was done with what is known as the speed 
ball pen. This is a new pen which has recently been 
placed on the market and has the advantage of a 
stroke uniform in size regardless of the angle at 
which the pen is drawn over the cardboard. It is 
claimed that the use of this pen does not require 


the skill and practice necessary with the brush. 

The new speed pen comes in a variety of sizes 
and differs materially from any other pen on the 
market in its construction. Owing to the uniform- 
ity of the line in width and the firmness it is an 
excellent pen for the novice to practice with. It 
offers an excellent tool for border work around the 


card. 
The accompanying alphabet shows the lower case 
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abcdefghijklmnopqrstuvwxyzetc. 
do not use thick gummy ink.speedyY 
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A good style for 
“high class” 

firms who demand 

good workmanship. 














When the fool killer 

wants a little practise 

he looks for the man 
who knows it all. 











Alphabet and cards made with the new speed ball pen 


letter finished with a spur and without a decorative 
embellishment. 

The cards lettered ““When the Fool Killer wants a 
Little Practise,” and “A Good Style for ‘High 
Class’ ” are examples of this particular alphabet for 
show card work. 

The five cards reproduced in the group show a 
number of other styles that may be made with the 


speed pen. We wish to especially call your atten- 
tion to the numerals and outline letters, also to the 
fact that the back of this pen can be used to produce 
a good Soennecken style of letter. It would be well 
for you to study each one of the reproduced cards, 
as they all offer suggestions of value to the progres- 
sive man who is interested in better show card 
publicity. 





LITTLE THINGS THAT COUNT 


By RUSSELL WILMOT 


metal rod; into its making go countless 

threads, all of which combine to make a 
sturdy cord of business prosperity. It is not the big 
things alone but the little things which will count 
in the sum total of business getting and business 
holding. A small mouse will nibble a hole in the 
bottom of the grain bag large enough to allow the 
farmer’s profits to run away unheeded. In these 
days of close competition, the difference between 
success and failure often lies in attention to details. 


S neta is like a twisted cable rather than a 


Mailing Bills on Time 


A certain prosperous retail hardware man has 


experimented in the following manner: Bills or. 


statements mailed the twelfth day of the month 
brought from twelve to fifteen per cent. of prompt 
returns; those mailed from the seventh to the 
twelfth brought from fifteen to thirty per cent. of 
returns; those mailed from the third to the seventh, 
from thirty to sixty per cent. of returns; those 
mailed the second day of the month, from sixty to 
sixty-five per cent. of returns; those mailed the 
morning of the first day, from sixty-five to eighty- 
five per cent. 


This proved beyond a doubt to the business man 
in question that the majority of his customers ex- 
pected to meet as many of their monthly credit 
accounts as they could the first of every month 
and that those getting their bills in promptly on 
time were taken care of, as a general rule, while 
there was money in hand with which to do it. Being 
a wise man he instructed his bookkeeper to keep 
the day book posted to date, and to have monthly 
bills all ready to drop into the mail the night of 
the last day of the old month. He argued rightly 
that he was then on hand the first mail in the 
morning, ready to get his share of the monthly dis- 
bursements. He declared that it takes no more 
time to make out the bills at the right time than 
at the wrong time; that bills promptly rendered 
gave a record of items still fresh in mind; that 
most people would rather pay a monthly bill of 
moderate size than a very large one representing a 
considerable outlay. 

He has proved to his own satisfaction that in 
the long run the prompt rendering of bills insures 
larger cash purchases and steady customers. He 


‘ attributes his success to having the money in hand 


himself to buy to advantage and to take his dis- 
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counts. The ability to do this has depended in part 
upon his collection system, to which he has adhered 
strictly for a number of years. 

Capitalizing Personality 

On the main street of a certain prosperous town 
are located two hardware stores. The proprietor 
of the first employs enough competent help so that 
he may always be at liberty to greet old customers 
with a cordial handshake sometime between their 
coming into the store and going out of it. He is 
not servile in this, simply interested and successful 
in making his patrons feel that their wants are of 
first importance. He is careful never to make ex- 
travagant claims for any article not backed up by 
facts. A purchase that proves unsatisfactory is 
made right even if he loses money on it. 

The other store is operated by a thoroughly hon- 
orable, conscientious man. However, he economizes 
on help, and customers often have to wait to be 
served until they become weary. He has a habit of 
absolutely ignoring everyone whom he is not serv- 
ing at the moment; his best friend would pass by 
the counter without a gleam of recognition coming 
into his eyes. 

He doubtless is careful to represent goods as he 
believes them to be, but he always acts as if he were 
offended when articles are brought back for ex- 
change or complaint. 

Which place would you go if you were in a 
hurry? Which would you patronize if you had 
had an experience with a purchase which proved 
unsatisfactory? To whom would you telephone if 
you wanted hardware supplies delivered to your 
order? My friend, you have answered exactly as 
the people of that town are answering, and the 
majority rules every time. 

It costs no more to be courteous and cordial and 
interested, than to be icy and distant and indiffer- 
ent. Perhaps the digestion, or the natural tempera- 
ment, or habit has something to do with people. 
Nevertheless, if men are going to remain in busi- 
ness it will pay every last one of them to cultivate 
a winning personality, for it is no mean share of 
one’s assets. 

Correlating Advertising 

Everyhody nowadays realizes the importance of 
window display and printed advertising, but every- 
body does not understand how much of the value 
of both kinds of salesmanship is lost, provided win- 
dow display and newspaper space are not properly 
correlated. The farmer may read and be interested 
in a list of shelf hardware, or special prices on 
handy tools such as pliers, bit-braces, wrenches and 
chisels, and yet have forgotten all about it when he 
comes into town. If the window display of the 
week contains these same articles a passing glance 
at the window instantly recalls the things he had 
wanted and he stops to look into the window, and 
perchance to buy. 

The thing that counts here is not the big item 
of proper advertising or the item of proper window 
display; it is the small link which connects the 
two at the right time and the right place. 


Ready-Made Advertising 


Human nature is so constituted that it appreci- 
ates more those things which are paid for in 
good hard cash. Perhaps this is why so much 
expensively prepared advertising fails to be put 
to work by local hardware men. If the maker of 
safety razors or a high grade of aluminum ware 
has taken pains to employ experts to set forth the 
merits of the goods by facts and illustrations in 
order that the retail man may make more sales 
and better profits (because the profits are better 
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when he does not have to expend time and money 
to secure them), why not make use of this valuable 
advertising matter to the last ditch? The manu- 
facturer is eager to co-operate and offers free elec- 
tros for newspaper advertising, booklets, window 
strips, etc. Many times these are never asked for, 
and when sent may not be used at all. The waste 
barrel could tell some tales of extravagance. 

It costs nothing to enclose a neat circular in a 
package or to enclose a small one with the monthly 
bill. Window strips give a point to displays, and 
electros are always valuable. 

“But why,” asks the retailer, “should I help sell 
his goods?” On the other hand, why should you 


_ not, if these are staple lines and quality articles. 


If. the goods are nationally advertised they are 
already half sold. It does not pay to spend the 
money on the unadvertised articles when people 
are much more easily persuaded to buy articles of 
which they know the merits. 

As proof of this, we have but to think of certain 
widely advertised articles, the names alone of which 
are worth millions. 

Inviting Order 


Mussy windows, cluttered showcases, dusty 
counters, soiled floors, etc., repel trade. The cus- 
tomer may not stop to argue the matter out, but 
decides that the place looks uninviting. He decides 
instinctively this must be a sample of the business 
methods of the establishment. This is a day when 
“efficiency” is the slogan. 


Attracting Trade 


Some people are quite satisfied to serve the trade 
that hunts them up or comes in answer to mediocre 
advertising. The wideawake man makes a definite 
bid for the trade of every class of people in the 
town. 

The occasional presence of a clever demonstrator 
will attract the women, and their trade is certainly 
worth winning, as they purchase at least eighty 
per cent. of all home supplies. 

Every class of workmen, professional people and 
boys and girls of all ages have their own particular 
wants. Do not wait until the season is past before 
you wake up to the fact. Do you realize that half 
of the youngsters in the town are equipping wire- 
less stations and are ready to buy copper wire, 
copper plates for detectors and all sorts of other 
small things? 

Skates, ice-creepers, student lamps, automobile 
fittings, agricultural implements, etc., all have their 
season. Be prepared for them and let people know 
about. it. The average American is not a mind- 
reader; it is a good idea to let him know what is 
in stock that would fill his particular need. 


Chicago Branch for Bright Star 
Battery Company 


fie Bright Star Battery Company, 430 West 

Fourteenth street, New York City, has estab- 
lished a branch in Chicago, IIl., at 1461 South Mich- 
igan avenue. The company will make shipments 
from this branch to the trade in the Middle West 
and West on the same terms as shipments are made 
from New York City. Goods will be billed through 
the Chicago branch and any returns may be made 
to it. 

The establishment of this branch will effect an 
improvement in the service of the company by les- 
sening the time taken by goods to reach customers 
and bringing the factory in closer contact with the 
trade in that section of the country. 
































Trade Conditions and Iron, Steel and Hardware Prices 





The hardware trade in the Pittsburgh dis- 
trict is feeling the good effects from the im- 
provement in the steel business. Prices on 
nearly all lines of hardware goods have either 
advanced or will do so in a short time. 

The decision of the courts that the United 
States Steel Corporation is not a monopoly 
means that the big business interests of the 
country are absolutely safe as long as they 





MARKET SUMMARY FOR THE BUSY READER 


conduct their business in a legitimate man- 
ner, and do not attempt to take any unfair 
advantage of the public or their competitors. 
The decision is bound to have a far reaching, 
beneficial effect on the entire business inter- 
ests of the whole country. 

Reports from Cincinnati state that condi- 
tions in southern Ohio in the hardware trade 
are satisfactory. 











Office of HARDWARE AGE, 
Pittsburgh, June 7, 1915. 
HE decision of the courts that the United States 
Steel Corporation is not a monopoly, its refusal to 
order the corporation to be dissolved and denying abso- 
lutely that its existence is harmful to the business in- 
terests of the country, is a development of the week that 
is bound to have a far reaching beneficial effect on the 
entire business interests of the whole country. It means 
that the big business interests are absolutely safe so 
long as they conduct their business in a legitimate man- 
ner, and do not attempt to take any unfair advantage 
of the public or their competitors. The court specifically 
states that the size of the corporation does not indicate 
in the slightest degree that it is a monopoly, and points 
out in no uncertain way that the corporation has con- 
ducted its business in such a manner that no fault can 
be found with its course in regard to prices or in the 
treatment of its competitors. A peculiar fact brought 
out was that when the Steel Corporation was organized 
in 1901 it controlled about 60 per cent. of the entire 
steel business of the country. In 1911, when the suit 
was filed by the Government against the corporation, it 
was found that the Steel Corporation, while it had made 
very large extensions and additions to its existing works 
and had built some new plants, was doing in 1911 only 
40 per cent. of the steel business of this country. Act- 
ual figures show that the corporation had increased its 
capacity from 1901 to 1911 about 43 per cent. As 
against this, one leading steel company showed an in- 
crease of 63 per cent. in capacity, the smallest increase 
of any of the steel concerns, while the Bethlehem Steel 
Company showed an increase in capacity in the ten 
years -from 1901 to 1911 of no less than 3,700 per 
cent. The victory is a sweeping one for the Steel Cor- 
poration, and it will have the effect of causing the large 
money interests that have tied up their capital in the 
last three or four years to have a more confident feeling 
that their interests will be protected so long as they ob- 
serve the laws. It is believed that a number of large 
products involving the expenditure of millions of dollars 
that have been held up will be released before long, and 
the decision. is bound to have a splendid effect on the 
whole business situation. 

While the Government states that it will carry the 
suit to the United States Supreme Court, the general 
opinion is that the decision of the lower court will be 
affirmed. The Steel Corporation has under way the 
building of a large steel plant in Canada to take care 
of its Canadian trade and another large steel plant at 
Duluth, Minn., but work on both these projects has not 
been carried on vigorously for several years, the cor- 
poration no doubt, awaiting the decision of the courts in 
the suit against it, before spending millions of dollars 
on these plants. It is believed now that active work on 
both of the plants will be started soon, and that they 
will be probably completed within the next two years. 

At the recent meeting of the American Iron and Steel 
Institute in New York City, which was attended by over 
400 of the leading steel makers of the country, more 
optimism was shown than at any previous meeting of 








this most influential steel body in several years. Re- 
ports made by leading steel makers showed that the 
average rate of operations among the steel plants at the 
present time is averaging about 75 to 80 per cent. The 
Carnegie Steel Company is making an even better aver- 
age, some of its steel plants in the Pittsburgh district 
running to 100 per cent. When it is recalled that this 
high rate of operation has been secured with very little 
buying from the railroads, it can readily be seen that if 
the railroads were buying only half of their normal 
needs, the steel works in this country. would be able to 
run very close to 100 per cent. Very heavy contracts 
continue to be placed for war material, a well-informed 
report being that Italy has just sent inquiries to this 
country for about 40,000 tons of rounds, to be used in 
making shrapnel. It is estimated that a leading steel 
company in Pittsburgh has taken orders in the past 
month for close to 100,000 tons of rounds to be used in 
making shrapnel. A good deal of trouble is coming up 
now in getting bottoms, and space is getting scarcer 
right along. Two recent notable orders for Great Brit- 
ain involved 10,000 tons of sheet bars that will be filled 
by Chicago mills. 

Some fair-sized orders for rails were placed in the 
past week, these including 5,100 tons for the Norfolk 
and Western, 3,000 tons more for the Chicago & Alton, 
but it develops that the order of the Southern Pacific 
for 27,000 tons placed last week will not be rolled until 
the Spring of 1916. No important orders for steel cars 
have come out since the recent order of the Pennsylvania 
Railroad for 14,034 cars, but several fairly large in- 
quiries are coming out, reports being that the New York 
Central is going to buy a lot of cars. Summed up as a 
whole, the outlook in steel is better than at any time in 
the past year. 

The local hardware trade continues to feel good ef- 
fects from the improvement in the steel business. Some 
of the hardware jobbers that attended the recent meet- 
ing of the Metal Branch of the National Hardware Asso- 
ciation in this city stated that their trade was better 
than in some months, and they regarded the outlook for 
the last half of this year as very promising. Traveling 
men are sending in more orders to their houses, cus- 
tomers are buying more freely and in larger quantities. 
Prices on nearly all lines of hardware goods have either 
advanced, or will do so in a short time, prices on nuts 
and bolts having gone up in the past week about 5 per 
cent. On all galvanized goods, prices are largely at sea, 
only this week the differential on galvanized wire over 
painted having been increased to 80 cents. Prices on 
galvanized sheets are anywhere from 4.25c. up to 5c. 
Spelter was quoted on Mondav at 26%c. per lIb., and 
predictions are made that it will go to 30c. or hicher. 

The money situation could not be better, banks hav- 
ing lots of funds and being anxious to make loans on 
good collateral. In Pittsburgh several banks have 
offered call money as low as 1 per cent. 


WirE NaiLts.—The buying season in wire nails is 
pretty well over, and as a result new orders being re- 
ceived by the mills are light and usually for small lots. 
The mills still have some contracts on their books 


68 








June 10, 1915 


against which specifications are coming in at a fair rate. 
Prices on steel are firmer, and as a result the tone of 
the wire nail market is stronger than for some time. 
Last week the extra charged on galvanized nails was 
increased to $1.50 for 1 in. and longer. None of the 
mills is quoting less than $1.55 on wire nails in car- 
load lots. 

We quote on new orders: Wire nails, $1.55 to $1.60, ~ 
vanized nails 1 in. and shorter, taking an advance of $2.0 
over this price, or $3.55, and galvanized nails 1 in. aad 

longer, an advance of $1.50, or $3.05. 

Retailers f.o.b. Pittsburgh carloads $1.60. Retailers f.o.b. 
Pittsburgh less than carloads $1. 

Cut Naits.—The LaBelle Iron oe Steubenville, 
Ohio, the only maker of cut nails in the Pittsburgh dis- 
trict, reports new demand fairly active, quite a consid- 
erable quantity of cut nails being shipped to the South. 
The market on nail slabs is firm and prices on cut nails 
are also strong. 

We quote nails $1.55 per keg in carloads and larger lots 
to jobbers; carloads to retailers, $1.60 f.o.b. Pittsburgh, 
terms 60 days, or 2 per cent. off for cash in 10 days, freight 
added to point of delivery. 

BARB WIRE.—The foreign demand for barb wire con- 
tinues very active and in the past week local makers 
have booked some fairly large orders mostly for ship- 
ment to the Allies. In some cases prices received on 
orders for barb wire for foreign shipment are slightly 
higher than for the domestic trade. The abnormal rise 
in prices of spelter has caused another increase in the 
differential charges between barb wire and plain wire, 
this now being 80 cents per 100 lb. It is very probable 
the differential will be still further increased, as prices 
on spelter are going up nearly every day. Makers re- 
port that the domestic demand for barb wire is much 
heavier than usual at this season of the year, and two 
of the local barb wire concerns state they are running 
to 100 per cent. of their capacity, and have enough or- 
ders on their books to take their output over the next 
three or four months. We have advanced prices for 
galvanized wire, and in most cases the mills insist that 
all orders offered be submitted to the home office for 
action. 

We quote painted barb wire to jobbers $1.60; galvanized, 
$2.10 to $2.20 in carloads to jobbers, usual terms, freight 
added to point of delivery. Jobbers charge the usual ad- 
vances for small lots from stock. Carloads to retailers f.o.b. 
Pittsburgh $1.65. Less than carloads to retailers f.o.b. Pitts- 
burgh $1.75. Add for galvanizing 60c. per 100 Ibs. 

FENCE WIRE.—The new demand for fence wire is 
only fair and mostly for small lots. Fabricators have 
good-sized stocks of fencing on hand for which de- 
mand is light, as the farmers are now engaged in tak- 
ing care of their coming crops and are not giving any 
of their time to the building of fences. The new de- 
mand for fence. wire and also for fencing will likely 
be quiet from this time on until the fall trade opens up. 

Prices are as follows: Annealed fence wire in carload lots 
to jobbers, $1.40 base; galvanized, $2.20, with the usual ad- 
vances charged to jobbers for small lots from store. 

TIN PLATE.—Specifications against contracts for tin 
plate from the large can makers and other leading con- 
sumers are coming in at a moderate rate, but are not as 
heavy as some time ago. The new demand is fairly 
active as some concerns, notably the Standard Oil Com- 
pany, do not contract for their tin plate for a year 
ahead, but buy from time to time as their needs re- 
quire. The United States Steel Products Company, 
which is an interest of the Steel Corporation, took an 
order last week for 275,000 boxes of tin plate for ex- 
port, and this will be filled by the American Sheet & 
Tin Plate Company. The plate will be shipped abroad 
and made into cans on the other side. On new orders 
now coming in, the mills are quoting from $3.15 to 
$3.25 per base box, but on a very desirable specification 
for forward delivery $3.10 or lower could be done. 

We quote 100-Ib. coke plates at $3.25 to $3.35 per base box, 
depending on the order. 

We quote 100-lb. terne plates at $3.15 per base box, f.o.b. 
Pittsburgh. 

SHEETS.—Last week the American Sheet & Tin Plate 
Company advanced its price on 28 gage galvanized 
sheets to 4.25c., and will accept orders at this price 
only from regular customers and for spot shipment. 
Some sheet mills have pulled out of the market entirely 
on galvanized sheets having no spelter on hand, and not 


69 


being willing to buy at the present abnormally high 
prices. Other mills are selling in a very limited way, 
one Youngstown, Ohio, mill having secured as high as 
4.45c. and up to 4.75c. on 28 gauge galvanized sheets for 
prompt shipment. The mills that are not selling gal- 
vanized are now going after orders for black sheets 
more vigorously and prices are slightly lower. 
Makers’ prices for mill shipment on sheets of U. S. 
Standard gauge, in carload and larger lots, on which 
jobbers charge the usual advance for small lots from 
store, are as follows, f.o.b. Pittsburgh, terms 30 days 
net, or 2 per cent. cash discount in 10 days from date 


of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


De ent vew deed ccbbid devas batasaws 1.25 to 1.30 
De? Oe Ne bb ae 3 6:56 bee eee 1.30 to 1.35 
Se ee Se IG on ok ck 56 hehe Olea eulerounaa 1.35 to 1.40 
pO RR Sf Sen, ae ered eee 1.45 to 1.50 
ee: ae i ks 6 Ob wake ohecd ee dase 1.55 to 1.60 


Box Annealed Sheets, Cold Rolled 
Cents per lb. 


oa, ME a 6 <a dws Jest os badenawer 1.40 to 1.45 
ar ai de nk ak cere agi cd ie es de 1.40 to 1.45 
Re ER Aen Pe ms hy Coy a 1.45 to 1.50 
I ne i a a a ee 1.50 to 1.55 
pe OR Penny a nen ee 1.55 to 1.60 
Nos. =e St le Bcc oat be tetowtobeeeneceuus 1.60 to 1.65 
De eh, EE Es ib a ook cs Kleeb etek 1.65 to 1.70 
Ae rrr ee ee ee 1.70 to 1.75 
SE Mn 6 Gs Bde < 6S we ale. Oe od ba ewe eee 1.75 to 1.80 
Ee er ee ea Oe ny OST es, aM 1.80 to 1.85 
Be a ek beers mh ew etek e edward 1.90 to 1.95 


Galvanized Sheets of Black Sheet Gauge 
Cents “i Ib. 


Nos. By Se ld a.n Heo bee eee dad ice bee eee 


Fe Se ee ete oe een ee ee SED oe 3°35 
Nos. ‘3 es «6a eede eksade tac eeecieduen 3.35 
ARE Ce Ra re ee are a 3.45 
EE ie OE. SP eee rr ere ee 3.60 
is Se ee oe 5 men ae BO aK il 3.75 
I I ay ea erate Ba se ae ae 3.95 
es vein bd Rade sd ob eo bh ode eee 4.10 
BE AG naa ade da Gee ROeh ces bd es teen voeeaha 4.25 
ee ee. eine Cue bd eee abe eden deren 4.35 
EE RR Ta cP aie Me al tee cia RMI AS EL AI 4.50 


These prices are wholly nominal. 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gauges, cents per Ib. 
Painting: 29 25to28 19to 24 12to18 
eee, GF GE ceccacse cosa 0. 15 0.10 .05 
Ge, COMED 46 ce ncns 6. cove ' 0.15 0.10 
Forming : 


=: 


4 


0.05 
2, V-crimped without sticks 0. 05 cea 
5% to 1% in. corrugated. 0.1 
3, V-crimped without sticks 0. 10 
Pressed, standard seam, 
We ee, ee. os 0.15 
Plain roll roofing, with or 
without cleats .......... 0.15 
Bla ee: GE SB adawcecesec 0.20 
Weatherboard siding ......... 
ieee. GEE secctecacene o¢ee 
Rock face brick and stone 
Ss cease cdaneeences évc 
Roll and cap roofing with 
caps and cleats ........ 0.25 
Roofing valley, 12 in., and 


eco vlut 
nd 
KKH OSD 
ooctoel 


DmwnweK B&B SROS 
or 


CoIov 
So sess 
no hh 
CIstS or 


La) 
| 


nS b> 
ol no | 


oo Ss Ssss © Ssse 


to 
vr 


0.25 


rider 
Ridge roll and flashing 
(plain or corrugated)... .... 0.65 0.65 0.65 


IRON AND STEEL Bars.—The deniand for 3%-in. and 
large rounds in steel bars to be used for making shrap- 
nel continues very heavy. One local concern has taken 
orders in the past month for over 100,000 tons of rounds 
and all the steel bar mills are running very close to 100 


per cent. capacity and shipments are heavy. Some of - 


the smaller implement makers are said to have con- 
tracted for their supply of steel bars for the last half 
of this year at 1.20c., a price which was agreed upon 
some time ago as the figure to be charged on these con- 
tracts. The larger implement makers are holding off 
hoping they may be able to contract for their supply of 
steel bars for the last half of this year and the first 
half of 1916 at lower than 1.20c., but the mills are very 
firm in their attitude and say they are going to hold off 
for this price. Mills report that the demand for steel 
bars for reinforcing bars is active, but competition is 
severe and low prices are being made. The demand for 
common iron bars is better than for some time and 
prices are firmer, 1.25c., now being minimum. 


We quote steel bars at 1.20c. for second quarter delivery. 
We quote common iron bars at 1.25c. to 1.30c. f.o.b. Pitts- 


burgh. 

Nuts, BoLts AND RIvETs.—Owing to the higher cost 
of raw materials there has been a slight advance in 
prices made on nuts, bolts and rivets and the market is 
reported firm. Makers state the new demand is heavier 
than for some time and still higher prices are probable 
if raw materials continue to advance. The new dis- 
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counts to the jobbing trade on large lots, effective from 
June 1, are now as follows: 











Common Carriage Bolts Large 
es ie a ls bod die ae le bee © 80-5 75-5 
Ny oi nbs aoe ba ees Cases 80 
Sleigh Shoe Bolts, C.B. List 
x e, a oe ne eas hed ae 
Oe ai ee eso GPa laar & wae 
Machine "Bolts, H. =a + em Large 
SE 8 FS EO 7 re rrr Te 80-5 75-2/10 
Lin aS bw arte eos we a 'b'b  ee oe 80 
Machine ‘Bolts with C.P. & C & T Nuts 
32 x 4, Cea ad ake 6k te CUE ew hh eae eer ven ees 75-2/10 
I ON a eS wee a hie 75 
Bolts without Nuts 
fF ES 9 nee en . Extra 10% 
i a es een ks 6 60.8 60 Oh xtra 5 Te 
ge ERR SS aL lt ES Se 75-2/10-5 
ee etek oe a 6 ae eed Be bb ue Cae Oe He bee b 
Nuts—Blank or Tapped 
RSE Sa ee a a ee ee ena hy 6.20 
Ad al Ck wate dae ds ak a ge ON wae eee aes 7.10 
ee ee aes a ee oe see nae tebe Uae e be ode ee 5.80 
a ce eb een 7.30 
I ni AI a i a Re i sd eieeade ewes 8.1 
er ee L. ons ok ee bb be ce Ob bs Ob |. «64 we be Coe 5.30 
ea ia a hl al ee a ee eo oe eS de aw 5.70 
C.P., Semi-fin. Hex. 
rae ha oe ee Dewh eh ben ee © keh ee hes sewed 85-3/10 
i ee Be es Oe Se da 6 wh Se Oe bee 6a wok 85-2/10 


WROUGHT PIPE.—As a result of the very high prices 
ruling for spelter, mills rolling iron and steel pipe have 
lowered discounts 5 points equal to an advance of about 
$10 per ton. The mills are discriminating very closely 
in entering orders for galvanized pipe, as some of them 
have very little spelter on hand and not willing to take 
chances. Orders for tubular goods entered by the mills 
in May were larger than in April, one leading mill 
booking orders very close to 100 per cent. of capacity. 
The new discounts on iron and steel pipe are given in 
the table below. 

The following are the jobbers’ carload discounts on 
the Pittsburgh basing card in effect from June 1, 1915, 
all full weight: 


Butt Weld 
teel 
Inches Black Galv. Inches "Black Galv. 
Yh %and %... 72 461% ee 37 
sd Wat's 6b abe oe 76 591% a ee 37 
Me che matey a 79 6314 OG ite ein di na 68 47 
71 52 








Office of HARDWARE AGE, 
New York, June 6, 1915. 


PINIONS as to the state of trade still conflict, 
varying according to environment, classes of goods 

and location of industries. There is, however, a distinct 
tone of encouragement as to better prospects both 
among group buyers and manufacturers as to greater 
numbers of orders, with a little better assortment and 
volume. Nevertheless, it is hard to overcome the inertia 
of two or three years of especially conservative buying. 


The head of a large representative wholesale hard- 
ware establishment in the Middle West has sent out to 
its customers a trade letter suggesting that now is a 
good time to anticipate future wants, especially for the 
fall trade. The reasons for this action are that crop 
prospects so far are fine, stocks are at low ebb, some 
staples are higher and others are advancing, and likely 
to go further. 

Then it is quite common to meet business people 
who speak of trade fundamentals as sound and on a 
substantial basis from which there is slight prospect of 
further recession. 

Railroad purchases so far, it is true, are more for 
heavy equipment, such as rolling stock, rails and struc- 
tural material, rather than the lesser items of hard- 
ware and kindred goods that can be ordered and 
shipped in a few weeks at most in contrast with locomo- 
tives, cars and similar items which run largely into 
tonnage, take more time, and would be more quickly 
affected by advances in raw material. 

At a recent meeting in an eastern city of an asso- 
ciation of supply manufacturers there was a consensus 
of opinion that business is not bad, and that prospects 
are brighter. 
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Lap Weld 
Cebewenb hae eee 76 ' 601% Bee peeed oaks wee 36 
214 OB viniews 78 62% ae vexevvcseere 66 47 
Tae i, Se eee eee ee ee 67 49 
Be WE BGs ccees 62%, 60% . } & =r 69 52 
iéerev aces ens 60% i @ 3 Aries... 52 
Pe ne 6 ie 085 67 52 
Reamed and Drifted 
1 - hy RE 77 61% 1 to 1%, butt. 69 50 
3 See re 58% 7 err 69 50 
ee 4 6, IAD... «-- 16 6014 1%, cat Pe Pe 53 34 
1k, a? tsse6ees 64 45 
atin eas ae 65 47 
2%, to 4, lap.... 67 50 
Butt Weld, extra strong, plain ends 
%,w%and %&. 67 49% a WGa ss 6'e'h 66-60 61 43 
FS et er 72 581% Err re 66 1 
Th OO BS. ce cicce’s 76 621 & &. Sa 70 53 
ee Pye eee 77 631% ee) eee ee : | 54 
Lap Weld, extra strong, plain ends 
Te eee eee eee 73 57% NE bie ong gi od oe ete 48 
i. SS og ees 75 SS at APN Fee 67 49 
> ee 2 eas 74 58% ee Pree rerer 69 52 
i Ss errr er 68 521% cS 2 eee 68 51 
Dae Be 00cbaevs 63 47% SF eer 61 46 
i. )) eT 56 41 
Butt Weld, double extra strong, plain ends 
a cpededes hee 6 62 48% MN ds aek kk a ah ee 56 40 
i eis & owes 4 65 51% % ££. ea 59 43 
-_<§ = eee 67 53% ee On 6 once 61 45 
Lap Weld, double extra strong, plain ends 
ie bai sis sein cdl 63 . te rare ee | 40 
ee oR, ce Wee's 65 51% | 2% to 4........ 59 45 
1 i S aa 64 501%, | 4% to 6........ 58 44 
4 Rear 58 ae 5 arr 51 35 


To the large jobbing trade an additional 5 per cent. is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 
two (2) points lower basing (higher price) than the above 
discounts on black, and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, in effect from 
May 1, 1915, are as follows: 


Lap oe Steel Standard Charcoal Iron 

1% and : 2S ARipiogtanipes Le Fs are 52 
an a ate see ee be Ch} & 62 a er re ore eae 49 
2% and 2% sat tah a he 68 , ty 2 are 56 
f° aa 73 2 § (3 rere 60 
3% and 4% in.......... 74 B53 OMG EM Ts. wc cc ccccs 62 

Go gf eeerrrr Tere 67 ye Sf Serer ss 56 
ie } ) seer 64 





Locomotive and steamship special charcoal grades bring 


higher prices. 
1% in., over 18 ft., 
2 in. and larger, over 22 ft., 


10 per cent. net extra. 
10 per cent. net extra. 


The treasurer of a large manufacturing company 
long established says collections are good, and so far as 
they are concerned they are not experiencing any 
trouble in that department, which is a decided change 
from past practice. In spots payments are backward, 
particularly in the South, because of the cotton em- 
bargo, but even there many of the customers have 
straightened out their obligations by giving notes. 
Somehow these notes are running off without going to 
protest or extensions being asked for. 

In this connection some of them expect cotton duck 
to be higher next season because of decreased cotton 
acreage and a resultant greater diversification of crops 
because of the severe lesson learned by Southern plant- 
ers the past year. Nothing but such actual experi- 
ences seem to teach them the importance of planting 
many of the staple articles they consume instead of 
buying elsewhere and paying several profits. This 
applies quite largely, for instance, to corn and other 
cereals, fodder, bacon and like foodstuffs. If the South 
learns this lesson, losses this year should mean future 
gains. 

Galvanized goods are greatly affected by the remark- 
able advance in spelter. One of the oldest and largest 
manufacturing companies using considerable quantities 
of this material is now paying $13,000 per carload for 
spelter, where a year ago normally they paid approxi- 
mately $2,500 for the same article and corresponding 
quantity. The shortage in this country of spelter has 
been estimated at 435,000 tons per annum, but whatever 
the actual figures are it is certain that the United 
States is being called on to furnish spelter where much 
of it formerly came from Germany and Galicia. Ger- 
many is said to have supplied 40 per cent. of the 
spelter consumed yearly in the world at large. 
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WirRE Naits.—The currer.t demand for wire nails is 
moderate, although there is a fairly good volume of 
business of routine character coming along from day to 
day; some days better than others, but averaging as 
well as could be expected, considering the general 
situation. The main hindrance is lack of building and 
general construction work. Buyers are specifying only 
the goods wanted to maintain working assortments and 
they are not anticipating wants at all. 


Wire nails, out of store, are based on $1.90 per keg. 


CuT Naits.—The demand for cut nails is on a fair 
parity with wire nails for domestic trade. In export 
business the price has hardened a little. The main 
difficulty with this business is to get steamer accommo- 
dations for overseas shipments. Bottoms are scarce 
and freight correspondingly high, because of conditions 
engendered by the war. Complaint is made that ship- 
ping agents promise to reserve cargo space, but do not 
do it. 


Cut nails, for domestic trade, out of store, are $1.90 per 
keg base. 

WINDow GLAss.—There is little to add to previous 
reports. All of the factories closed down with the end- 
ing of May and were glad to do so, because of the 
Saving in disbursements, and they have gone out of 
blast, it is said, without any very heavy stocks on hand. 
The partial stoppage two months ago lowered mer- 
chandise stocks or the factories would have had much 
more glass on hand than they want. Business, which 
has been at low ebb, is spoken of as more quiet even 
than heretofore. 

For polished plate glass there is little demand. Mer- 
chants can often buy from small jobbers at less than 
it costs to manufacture the goods because of a desire 
to turn merchandise into money. 

Quotations for window glass are as they have been, viz.: 
90 and 10 to 90 and 15 per cent. on single thick and 90 and 
15 to 90 and 20 per cent. discount on single thick from job- 
bers’ list. 

However, it is freely stated that it would make no 
difference if these rates were cut 10, 15 or 20 per cent., 
so far as selling more glass is concerned, as merchants 
prefer to wait. 


WRINGERS.—Effective June 5, the American Wringer 
Company, 97 Chambers street, New York, issued a new 
price list making moderate advances on wringers. The 
reason given for this is that it was found that previous 
trade conditions did not warrant the three reductions 
in price that had been made since the middle of Febru- 
ary. In the light of recent events it has developed that 
selling prices are entirely too low compared with the 
actual cost of manufacturing the goods, so there was 
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DVANCES in the prices of goods in which spelter 
is used attracted more attention than any other 
feature of the business situation in this market during 
the past week. Sheet zinc is varying in price between 
twenty-five and thirty cents; galvanized sheets are 
changing almost daily, so frequently, in fact, that whole- 
salers are not guaranteeing prices or deliveries; twenty 
cents was added to the present difference between the 
costs of plain and galvanized wire products, and many 
other changes in prices were made. 

Poultry netting, galvanized before weaving, has been 
advanced 5 per cent. Wire fencing, galvanized, was ad- 
vanced 2 per cent. during the week. Prices on coal hods 
and other galvanized products are firmer, and, in some 
instances, have been advanced. Wholesalers are not ad- 
vising retailers to speculate and do not attempt to say 
whether the present price basis will be maintained or 
not. However, they are advising retailers that there is 
a possibility of experiencing delay: in getting materials, 
or that it may be impossible to get certain goods at all. 

So far as can be learned no advance has been made 
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on loaded shells, but it is understood that such a change - 
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nothing to do but to readjust quotations on a moderate 
basis. These increases do not raise wringer prices to 
the level of last February, when the first reduction was 
made. 

Among the compelling reasons for this advance is the 
steadily increasing price of spelter, which is already 
about five times the normal cost of a year ago. This is 
necessary for galvanizing castings, which alone amounts 
to a rather large sum per dozen wringers. Other items 
include higher cost for iron and steel, rubber for the 
rolls, which is a big item, etc. 


The advance in price now being announced is as follows: 
One year grade wringers, $4.00 per dozen list; 3 year grade 


wringers, $3.00 per dozen list, and 5 year grade wringers, 
$2.00 per dozen list. _ 
Discounts or quantity rebates are the same as they have 


been. 

Rorpe.—The market in this commodity is very firm 
and manufacturers say it would not be surprising if 
further advances were soon made on cordage. The 
cause of this is not so much because of the amount 
of rope going into consumption; rather to the compli- 
cations and increased cost regarding the sufficiency of 
raw material. There have been reports of drought and 
shortage in the Philippines relating to the Manila hemp 
crop, but this may be taken with a grain of salt. What 
is certain is a scarcity of ocean-going tonnage to 
transport it and the high cost of deep-water freight. 

With regard to Mexican sisal the trade on the At- 
lantic seaboard apparently is not getting much of that 
much-wanted product out of Yucatan. What is coming 
through is going through to New Orleans and is being 
freighted north from there to be made into binder twine, 
largely in the Middle West, with which to supply the 
machines for harvesting the cereal crops, without which 
they cannot be harvested, except by hand. 


LINSEED O1LS—Linseed oil is barely firm and trade is 
only reasonably active. The domestic seed market is 
easier, quotations on the home product being to a con- 
siderable extent nominal. The present seed situation is 
influenced mainly by the output of Argentina, which is 
firm. 

Under present conditions the outturn of linseed oil 
has not been very active, partly because at the end of 
one month and the beginning of another business sags. 
There has been, however, a fairly good demand for oil 
required in the mixing of paints. There is less con- 
sumption in the volume of oil for other industries, such 
as oil cloth, linoleum, etc. 

Linseed oil, raw, city brands, in lots of 5 or more 
bbls. is 68c., and less than 5 bbls., 69c. per gallon. 
Nevertheless, buyers in, say, 10-bbl. lots can probably 
get 67c., according to the seller. 


State and Western oil, in carloads, is nominally 65c., but 
in actual trade probably nearer 64c. per gal. can be done. 
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would not surprise the heavier buyers. The scarcity of 
antimony is giver as the reason. It is understood that 
the available supply of antimony is controlled by two 
English firms and a shortage may mean that deliveries 
of loaded shells will be affected. 

The weather has been much warmer in the Central 
West for the past week and retailers’ sales have in- 
creased. Orders from retailers have also increased. 
Jobbers are buying more freely than for several months. 

WIRE NAILS.—Orders for the week do not show mate- 
rial increase. On the whole building is less than last 
year. Prices show firmer tendencies. It is understood 
that the sales on a basis of $1.55 to jobbers, f.o.b. Pitts- 
burgh, are for June delivery only and that orders for 
later dates are quoted at $1.60. We quote wire nails, 
f.o.b. Chicago, as follows: 


a Ee eee he: $1.739 to $1.789 
Carioads to retailere ...ccccccceccces 1.789 to 1.839 
Less than carloads to retailers...... 1.889 to 1.939 


BARB WIRE.—It is reported that large contracts for 
shipment to foreign countries have been placed during 
the past week. The domestic demand is light. Prices 
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of galvanized barb wire have been increased twenty 
cents a hundred and manufacturers are limiting the 
specifications of their customers. 


Carloads to jobbers, painted............ $1.739 base 
Carloads to jobbers, galv...........-.++.. 2539 base 
Carloads to retailers, painted........... 1.839 base 
Carloads to retailers, galv.............. 2.589 base 


An additional advance of 10c. for less than carloads. 


STAPLES.—We quote staples, bright, at same prices as 
painted barb wire. Galvanized staples are quoted at 
same prices as galvanized barb wire. 


FENCE Wi1rRE.—Orders for fence wires are good. The 
same conditions as regards prices and deliveries that 
apply to other galvanized wire products are true of 
galvahized fence wire. Orders for woven fencing are 





Office of HARDWARE AGE, 
Cincinnati, June 7, 1915. 


URING the month of May, the local weather bureau 
reports that rain fell on 24 days. This naturally 
very much retarded building overations and also farm 
work. To this one condition alone is attributed the com- 
paratively poor showing that was made by both city and 
country merchants in the month mentioned. The gen- 
eral average, however, will only run about 10 per cent. 
behind the total for May, 1914, and collections are said 
to be much better. Business during the first few days of 
the present month shows a decided improvement in 
every line. 

Hardware merchants specializing in machine tool 
and mill supplies are still making optimistic reports. 
There is also an improvement noted during the past 
few days in the demand for household utensils. 

The high price of spelter continues to affect the quo- 
tations on galvanized sheets, and the price today is 
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unusually good for the season. Some dealers are doubt- 
less @nticipating higher prices. The prices of woven 
fencing were advanced 2 per cent. last week. We quote 
fence wire, f.o.b. Chicago, as follows: 


Carloads to jobbers, annealed............... $1.539 
Carloads to jobbers, galvanized.............. 2.339 
Carloads to retailers, annealed.............. 1.589 
Carloads to retailers, galvanized............ 2.389 


An additional advance of ten cents for less than carloads 
to retailers. 


LINSEED O1L.—We quote, f.o.b. Chicago, strictly pure, 
old process linseed oil: 


EE Se ea, eee le NT 61c. 
Carloads, ERR ear Se aa eS Se geen ate a 6 2c. 
SS ear ey nee ean Sa 63c. 
5 or more barrels, RRS AE ISESS CR SE M 64c. 
Ss Te 65e. 
Reem “SE TD TG, WOE 6 on co oc owed we ck dveeee 66c. 





4.25c., Pittsburgh basis, and mills in this territory are 
not anxious to take orders even at this figure, except for 
immediate shipment. A number of users of galvanized 
sheets are substituting with a heavier gauge of black 
sheets that are now ouoted at 1.80c., Pittsburgh, and it 
is understood that the hardware merchants are getting 
considerable business for special paints to cover these 
black sheets. 

The demand for wire nails is not up to the usual 
record for this time of the year, and these are quoted 
from local jobbers’ stocks at 1.80c. Barb wire has ad- 
vanced, and the local jobbers now quote 2.60c. 

A number of local hardware merchants, who have 
sheet metal working departments attended the first an- 
nual convention of the Ohio Master Sheet Metal Con- 
tractors’ Association that was held in Dayton last week, 
and the returning delegates advise that conditions in 
southern Ohio, as far as the hardware trade is con- 
cerned, probably are more satisfactory than in any 
other part of the State. 





Henry Lawrence McNamara Dead 


ENRY LAWRENCE McNAMARA died at his 
home recently at Rochester, Minn., aged 64. 
He was for one term president of the Wisconsin 

















The late Henry Lawrence McNamara 


Retail Hardware Association and of the National 
Retail Hardware Association. When the Hardware 
Dealers’ Mutual Fire Insurance Company was or- 
ganized in 1904 he was elected its first treasurer 


and continued to hold that office till his death. He 
was also elected treasurer of the recently organized 
Hardware Mutual Liability Insurance Company. 
He was a constant attendant at all social gather- 
ings and worked for the upbuilding of the hard- 
ware association. The Wisconsin association has 
sent out a printed tribute, with portrait attached, 
to the memory of Mr. McNamara. 

Mr. McNamara was born in Necsicanuaiibis in 
1851. At the age of nine years he was taken West 
by his parents, who, after a short time, returned 
to New England. At the age of 16 he returned to 
the West, and in 1866 he went to Janesville, where 
he made his home until the time of his death. In 
1898 he engaged in the hardware business, and be- 
came one of the city’s leading merchants. 


JAMES D. FLEMING, vice-president of the Lalance & 
Grosjean Mfg. Company, New York City, accompanied 
by A. J. Cordier, son of the late president of that com- 
pany, have just returned from a business trip to the 
Pacific Coast. Mr. Fleming, who is thoroughly familiar 
with all the world’s fairs held in this country, says all 
have been unquestionably surpassed by the present In- 
ternational Fair in San Francisco. In his judgment it is 
an education in itself for anyone in the United States to 
visit it for the display made there. New York State 
and New York City have a display that its citizens may 
well be proud of. 


THE HARDWARE CLUB of Chicago tendered a dinner 
on June 4 at its club rooms to the city’s new Mayor, 
William Hale Thompson. Mr. Thompson is described 
by a hardware man qualified to say, as a real business 
man, who hasn’t been in politics before. Mr. Thomp- 
son was elected as a Republican and received a larger 
vote, it is said, than any other candidate previously 
called to that high office in Chicago. It is stated that 
he was really chosen by the business men of Chicage. 
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The Effect of the Spelter Market on 
Galvanized Sheets 


Paper Read at the Pittsburgh Meeting, May 21-22, of the Metal 
Branch of the National Hardware Association 


By W. H. ABBOTT 
Wheeling Corrugating Company 


OR a discussion of this subject it is necessary, 
HK in order to avoid a complicated and presum- 
ably somewhat confusing mass of statistical 
cost figures, to select one gauge as a basis, and for 
the particular purposes of this discussion I have 
chosen No. 28 gauge as being the basing, and, 
therefore, the representative gauge of galvanized 
sheets and of products made from them. 

Briefly reviewing the trend of spelter prices, we 
find that the open market quotations on October 
13 and 14, 1914, were $4.60 per 100 pounds f.0o.b. 
East St. Louis; a month later quotations had ad- 
vanced to $4.9214, and by the middle of December 
to $5.6214—which price, I recall, was then talked 
of as being abnormally high, the depressed business 
conditions in our own country and in Europe con- 
sidered. 

Early in December the lowest prices on galvan- 
ized sheets that this country has ever known com- 
menced to appear. Quotations based on No. 28 
gauge at $2.75 per 100 pounds f.o.b. Pittsburgh 
were made for prompt delivery. By the middle of 
December this price had declined $1 a ton, and be- 
fore the first of January of this year contracts 
were being made for galvanized sheets on a basis 
price as low as $2.65 per 100 pounds and for de- 
livery during the first quarter of the year; and 
while, in instances, very desirable orders of large 
volume and choice specifications were placed, it 
was rumored, at slightly lower than these prices, 
I think for the purpose of this discussion we may 
assume that the low price of galvanized steel sheets 
was $2.65 per 100 pounds base for No. 28 gauge, 
f.o.b. Pittsburgh; and at that time, while spelter 
had advanced $5.50 per 100 pounds base f.o.b. East 
St. Louis, makers of galvanized sheets were aver- 
agely working on spelter that had cost, presumably, 
not in excess of $5 per 100 pounds f.o.b. Pittsburgh 
District mills (equivalent to $4.87 per 100 pounds 
f.o.b. St. Louis). 

At this point it is necessary to explain that ap- 
proximately 20 per cent. of the spelter that goes 
into a sheet galvanizing pot is not taken out in the 
shape of coating on the sheets, but forms residues 
known as oxide skimmings and dross, all of which 
are salable as by-products, but which do not bring 
the same return per unit of metallic zinc (spelter) 
contents as was originally paid for the zinc that 
went into the pot; in fact, the sales value of the 
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zine contents of these by-products averagely yield 
only about one-half of the original cost of the zinc 
units that are contained in them; therefore, in 
figuring galvanized sheet costs, the percentage of 
zinc used for the gross coat, less the value recov- 
ered from the by-products of dross and oxide skim- 
mings, or the net coat, is used. 

The cost of the net coat therefore necessarily 
varies, not only from the practices of the different 
makers of galvanized sheets, but from the selling 
value or the price they obtain for these residues 
or by-products; and, for the purpose of this dis- 
cussion, I am assuming a fair average of the gross 
coat .of No. 28 gauge galvanized sheets is 11% 
pounds per 100 square feet, or, approximately, 141% 
pounds per 100 pounds. 

From these gross coat figures of cost of spelter 
are to be deducted the sales value of the zinc con- 
tents in the residues or by-products of oxide skim- 
mings and dross, which return can, for general 
purposes, be computed as about 10 per cent. in 
value of the gross coat, and figuring from this 
basis it would be necessary for a manufacturer to 
estimate a spelter use of 13 pounds net to produce 
100 pounds of No. 28 gauge galvanized sheets. 

From this point it is a ready calculation that 13 
pounds at $5 per 100 pounds would figure the cost 
of the spelter required for 100 pounds of No. 28 
gauge galvanized steel sheets at 65 cents; and a 
further calculation would show that for each $1 
per 100 pounfs advance or decline in the price of 
spelter, the advance or decline of No. 28 gauge 
galvanized sheets, in the cost of — alone, would 
be 13 cents per 100 pounds. 

At this date the market price of spelter can, I 
think, be stated to be 14 cents per pound, f.o.b. East 
St. Louis, or an advance since galvanized sheets 
were sold at $2.65 per 100 pounds of $9 per 100 
pounds. 

These computations of the cost of spelter at dif- 
ferent dates are necessarily of an arbitrary nature, 
because, as explained, I sought rather to average 
the cost prices of spelter at a time when galvanized 
sheets were selling at $2.65 base for No. 28 gauge, 
rather than the quoted market price at that time; 
and I am now using the market price as of the 
present date, because of the impression that as 
spelter has advanced in price it has not been bought, 
to any extent, for forward deliveries, and that the 
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actual cost of galvanized sheets can, properly, I 
believe, be now based on the prompt shipment price 
of spelter. 

I have previously shown that each $1 advance 
in spelter affects the cost of making 100 pounds of 
No. 28 gauge 13 cents per 100 pounds, and this 
amount—i.e. 13 cents per 100 pounds—multiplied 
by 9 (being the round equivalent of the advance 
in spelter from $5 to $14 per 100 pounds) equals 
$1.17 per 100 pounds as the indicated increased 
cost of making 100 pounds of No. 28 gauge gal- 
vanized sheets—an increase in cost that has not 
been fully covered by the advance in selling price 
of the base gauge. 

I have made no reference heretofore to the effect 
of the price of spelter on heavier or lighter gauges 
than No. 28; it would require very exhaustive fig- 
ures to show the effect on each gauge, and I will 
content myself—and I hope with your approval— 
with the brief statement that more spelter per 100 
square feet is required on heavier and very slightly 
less per 100 square feet on the light gauges; but 
less per 100 pounds on heavier and more per 100 
pounds on lighter gauges. The exact ratio between 
gauges is, even in practice, difficult to determine. 
Neither have I made reference to the effect of a 
higher or lower cost price of tin, aluminum or 
other metals which are used to a small extent as 
alloys in the hot metal mixture for galvanizing. 

Necessarily the effect of the high cost of spelter 
_ on all finished material made from galvanized sheets 
is the same as on the sheets themselves, except that 
there is a further advance in the cost of making 
finished goods, because of the trimming or shear- 
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ing scrap and spoilage loss—originating, as these 
losses do, from the higher cost of galvanized sheets 
from which the finished products are made; or, to’ 
say this a little differently, if the loss in manufac- 
turing finished products should be 4 per cent. in 
weight of the total output, that would be equivalent 
to, say, 104% cents per 100 pounds when No. 28 
gauge galvanized sheets had a selling value of 
$2.65 per 100 pounds, and would be 151% cents per 
100 pounds when No. 28 gauge had a selling value 
of $3.85 per 100 pounds. . 

The effect of the high spelter market on galvan- 
ized articles—such as galvanized tubs, pails, con- 
ductor pipe elbows, etc., that are dipped after they 
are formed, is very marked indeed; because, aver- 
agely, this class of material carries anywhere from 
two to three times as much spelter per square foot 
as does the same gauge of galvanized sheets. 

I could not conclude this paper without stating 
the difficulty of properly determining the cost of 
the spelter used on any particular gauge of gal- 
vanized sheets; and the figures that have been given 
are at best an approximation of the average amount 
of coating used, based, at closely as I have been 
able to ascertain it, on the average practice of dif- 
ferent manufacturers; and of the average return 
from the dross or oxide residues—which latter is 
in itself an important part of the total cost of the 
operations of a galvanizing sheet department, it 
being particularly difficult to apportion these resi- 
dues to any particular gauge; and, doubtless, any 
set of figures that could be compiled as the cost of 
making any individual gauge would be open to 
criticism as to their exact accuracy. 





Irrigation Display Attracts 
Attention 


digas accompanying illustration shows an unusual 

window display that proved a successful draw- 
ing card for Carter Brothers, hardware merchants 
in Garden City, Kan. The display represented an 
irrigated farm and was so unique that the walk in 
front of the store was continually crowded. 

The most interesting feature of the trim was 
the electrically operated pump, which took water 
from the galvanized tank shown in the foreground 


and pumped it in again. The pump was of the 
centrifugal type and was operated by a 14-horse- 
power electric motor. The reservoir was stocked 
with gold fish which also attracted much attention. 

Grass was growing in the farmyard and several 
branches of evergreens placed outside the house 
represented trees. Another feature was a wind- 
mill operated by an electric fan. The company also 
took advantage of the opportunity to display a 
model silo and call attention to it. The background 
showed pictures of large irrigation plants in opera- 
tion in the surrounding country. 


























Irrigation display made by Carter Brothers, Garden City, Kan., that attracted great attention 
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i Beveled Half Surface 
Door Butts 
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i te ESE butts are reversible and can be 

made either right or left hand by 
simply unscrewing the ball tip, reversing 
the pin and screwing the tip in the oppo- 
site end. One tip is slotted so that it is 


easily removed. 











The screws are wrapped separately from 
the butts, and both are packed in strong 
anti-tarnish paper to protect the finish of 
the butts.—Are the screws packed with the 
butts on your shelves wrapped separately or 
are they loose 1n the package? 


Oval head screws are packed for the sur- 
face leaf, flat head for the jamb leaf. The 
advantage of oval head screws over round 
head is apparent; the extra purchase ob- 
tained in the countersink holds the butt 
rigid. Round head screws do not fill the 
holes, are less attractive and will not hold 
butts firmly.—Are the beveled half surface 
butts on your shelves packed with oval head 


| 


screws or round head? 


presen COMM MMinneesaae Lee 


Compare a Stanley Beveled Halt Surface 


. , 
S. 
Cut of 165—34; Inch Butt and package with other make 
Our Exhibit at the Panama-Pacific 
Exposition is located in Block 26, Man- 
ufacturers’ Building, Corner 5th Street 
and Avenue D. Call and see us. 








See page 31 











NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 

















Four new traps recently placed upon the market by the Bullock Mfg. Associates, Springfield, Mass. 


“Pexto” Take-Down 
Square 

The Peck, Stow & Wilcox Company, 

Southington, Conn., has_ recently 


brought out the “Pexto” take-down 
square, which is equipped with an ex- 


New 

















New “Pexto” take-down square 


ceptionally convenient and _ efficient 
locking device. When the tongue 
slides into the grooved portion of the 
square it is thrown forcibly against 
the shoulder by a button which works 
on a cam. 

This not only makes the square 
rigid and true but the graduation is 
also accurate when the parts are 
locked together for use. It is also 
impossible to separate or unlock the 
square unintentionally when using it. 
Accuracy is further secured by the 
very careful machining of the joints 
to a perfect fit. 

It is also pointed out that this 
square is very convenient as it needs 
no special key for unlocking it. The 
button is constructed with a slot so 
that the owner can use a coin or any 
other piece of metal that will fit into 
it. All the edges of the square are 
straight and there are no protruding 
parts, so that when assembled, it is 
as rigid and accurate as a _ solid 
square. This square is made in all 
the usual numbers and finishes, in- 
cluding those which show rafter table. 


THE HANSON PEACOCK CORPORA- 
TION, Brooklyn, N. Y., has been in- 
corporated for $1,000, to manufac- 
ture automobile tires. Joseph L. 
Young, Selma Hietenstein and E. 
Katherine Payne are the incorpora- 
tors. 


New Bullock Traps 


The Bullock Mfg. Associates, 
Springfield, Mass., is placing upon the 
market a number of new traps, some 
of which are shown in the accompany- 
ing illustration. These are the Bul- 
lock end spring, self-setting trap, the 
Bullock jump trap, the Bullock trap 
with double end spring and malleable 
iron frame, and the Bullock self-set- 
ting, jump trap. 

The first trap in the illustration is 
intended for use in catching fisher, 
raccoon, marten, wildcat, etc. It is 
made in three models, No. 0D, which 
is listed at $5 per dozen; No. 1D, $6 
per dozen and No. 114%4D, $9 per dozen. 
The second, the Bullock jump trap, is 
made with a malleable iron frame. It 
has a single spring and is trigger set. 
This trap is intended for catching fox, 
weasel, skunk, rabbit, opossum, mar- 
ten, etc. This type is made in three 
models, Nos. 0A, 1A and 1%A, the 
prices of which are $4.25, $5 and $7.50 
per dozen respectively. 

The third trap has a double end 
spring with trigger. It has a malleable 
iron frame and is made for catching 
fox, raccoon, fisher, wildcat, opossum, 
etc. This style of trap is made in 
three sizes, No. 2B, listing at $10.50 
per dozen, No. 3B, which is priced at 
$14 per dozen and No. 4B, the list 
price of which is $16.50. The fourth 
trap, the Bullock self-setting, jump 
trap is made with a malleable iron 
frame. This style is for use in catch- 
ing muskrat, skunk, mink, opossum, 
rabbit, etc. The models are No. OE, 
priced at $5, No. 1E, $6 and No. 144E, 
$9 per dozen. 


“Corco” Corrugated Metal 
Culvert 


The Wheeling Corrugating Com- 
pany, Wheeling, W. Va., is manufac- 
turing the “Corco” corrugated metal 
culvert, which is made in two grades 
of metal, genuine Portsmouth iron 
and Crescent open hearth steel. The 
company states that the simple con- 
struction of the “Corco” channel, 
nestable culvert with its convenient 
knock-down and assembling features 
makes it adaptable for uses where it 
would be hard to transport and in- 
stall cumbersome culverts. 

The complete cylinder is formed by 


76 


placing the channels on the edge of 
the lower section for the base of the 
upper section to rest in. The chan- 
nels keep the edges in perfect appo- 
sition and reinforce the culvert 
throughout its entire length. For 
convenience while installing, gal- 

















One of the “Corco” corrugated metal 
culverts 


vanized straps and buckles are placed 
on the sides of each section and these 
hold the sections in position until the 
fill is completed. 

The “Corco” culverts are formed 
from 2%-inch corrugated, semi-circu- 
lar sections which rest in channels on 
either side, forming a complete circle 
or culvert. The sections of all sizes 
are made in one standard length to 
lay two feet of a given size. All 
such sections are exact duplicates, 
with no uneven lengths, or top or bot- 
tom lengths. A culvert of this con- 
struction may be opened up and 
cleaned or removed to another loca- 
tion without impairing its future 
serviceability. The “Corco” culverts 
are made in diameters of 8, 10, 12, 
15, 16, 18, 20, 21, 24, 27, 30, 36, 42, 
48, 60 and 72 inches. 


A. R. Moster & Co., P. O. Box M, 
Mount Vernon, N. Y., announce that 
they have completed the transfer of 
their plant to their new quarters, in 
which they have a much larger capac- 
ity than in their previous factory. 
The new Mosler plant is located in 
New York City on the Mt. Vernon 
border line, and the company an- 
nounces that they are now in a posi- 
tion to fill orders with exceptional 
dispatch. 
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For Doors 






Weighing 
Approximately 


Barn Door 400 Pounds 


Hanger 
with 
No. 35 
R-W Track 








After all, the lasting satisfaction of your customers 
is what you are after. 

When it comes to barn door hangers and track, the 
enclosed, box shaped, self-cleaning No. ’35 type track in 
which operates the four-wheel, roller-bearing, center- 
hung No. 421 type hanger is the most lasting and satis- 
factory. 

No. 421 R-W Corn Belt Hanger, black or galvanized, 
for doors | 2 to 24 inches thick. 

No. 35 RW Track can be furnished with or without 


galvanized weather shield. 


Write us about our proposi- : { Wj 
tion—today, please. chards- Ico 


=) MANUFACTURING Cow f= 
Ask for a copy of our New No. 12 Catalog. fy AURORA ILL USA. fg 


Richards-Wilcox Canadian Co., Ltd., London, Ont. 
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Pike “Ideal” Sharpening 
Stone Assortment 


The Pike Mfg. Company, Pike, 
N. H., has brought out the Pike 
“Tdeal” assortment of sharpening 




















The Pike “Ideal” assortment 


stones, which is suitable for small 
town trade or for city stores where 
facilities are not good for carrying 
a large variety of sharpening stones. 
The “Ideal” assortment consists of a 
selected variety of the best selling 
Pike India oilstones and several high 
grade razor hones of reasonable price. 

The cabinet for the stock is strongly 
made from well-seasoned oak, attract- 
ively finished in a very dark mission 
green, which harmonizes with any 
surrounding. The stock is easily ac- 
cessible in an open compartment at 
the top containing bench sizes, while 
the smaller sizes are carried in a large 
drawer below. This cabinet offers a 
very convenient and compact stock 
arrangement. | 

The company points out that this 
cabinet occupies but little space and 
that it is a very attractive display 
medium. Its measurements are about 
12 inches square by 5 inches high. 
It weighs, ready for shipment, 35 
pounds, and to merchants the net 
price is $11 each. 


“Motor Trucks of America” 
Volume ITI 


The B. F. Goodrich Company, Ak- 
ron, Ohio, has just published the 1915 
edition of “Motor Trucks of America.” 
This edition is a compilation of the 
principal specifications of practically 
every truck made in the United States. 
The specifications are so arranged 
that the models of the same or differ- 
ent makes can be readily compared, a 
feature that enables the prospective 
purchaser to conveniently select the 
truck that meets his particular re- 
quirements. 

An important feature of this edition 
is the number of valuable articles on 
problems of interest to truck users. 
Those interested and desiring a copy 
can obtain it without charge by writ- 
ing to the company, using their busi- 
ness stationery. 


“O-Joy” High Speed Vacuum 
Washer 


The Wayne Mfg. Company, 124 Sid- 
ney street, St. Louis, Mo., has re- 
cently brought out and applied for a 
patent on an improved form of 
vacuum washing machine. The prin- 
cipal feature of this new washer is 
the up and down motion of the dolly 
or agitator, and its unusually large 
size. The washer has a compound 
driving lever, under drive mechanism, 
and is mounted on detachable legs. 
It has cut gears which make it quiet, 
easy running, and is speeded up to 
run the dolly at 80 revolutions per 
minute, making it a quick, fast 
washer. 

The company states that the method 
of applying the power -and air is so 
simple that the mechanism cannot get 
out of order, thus insuring long life 
and satisfactory wear of the machine. 
The tubs are made of Louisiana 
cypress, quarter-sawed, preventing 
warping or slivering of the wood. 
The tubs are finished in natural color, 
with three coats of weather proof var- 


nish and extra heavy hoops. _ All 
castings are painted green. 
This machine washes everything 


from delicate fabrics to the heaviest 
blankets, and is sold under a positive 
guarantee not to tear clothes. 

In addition to the high speed hand 
power machine as illustrated, the ma- 
chine is also designed for operation 

















The new “O-Joy” vacuum washer 


by gasoline engine, line shaft drive 
or electric motor, both in the single- 
tub and four-tub platform size. The 
latter is fitted with detachable, take- 
down platform, and equipped with 
power-driven reversible swinging 
wringer. 


New National Hanger 


The National Mfg. Company, Ster- 
ling, Ill., is sending out a new hanger 
which illustrates the company’s com- 
plete line of builders’ hardware and 
hardware specialties. The hanger 
measures 22 by 38 inches and is bound 
with metal at the top and bottom. 


Hardware Age 


No. 3-P Dazey Power Churn 


The Dazey Churn & Mfg. Company, 
St. Louis, Mo., is placing upon the 
market a number of power churns 
which are from 6 to 28 gallons in ca- 

















The No. 3-P Dazey power churn 


pacity. The accompanying illustra- 
tion shows the company’s 28-gallon 
power churn, with a %-horsepower 
motor mounted on the bridge. 

This size is designed for dairies 
where from 8 to 18 gallons is 
churned at one time. This churn is 
made to operate with the motor 
mounted as shown in the illustration 
or to be driven direct to the pulleys 
from a countershaft, or with a gaso- 
line engine. 

The receptacle is made of special 
6x, triple plated, charcoal tin, fin- 
ished outside in blue enamel with 
aluminum lettering. The covers and 
dasher are of seasoned, hard, white 
maple. The dash rod is nickel plated 
and the gears are machine cut. This 
churn has a sanitary nickeled faucet. 
The receptacle is free from the frame 
and the dasher is adjustable up or 
down according to the amount to be 
churned. The machine has an adjust- 
able belt shift and a bracket. The 
frame is steel, and all steel and cast 
parts are finished with two coats of 
pure aluminum bronze. 


New Humphryes Catalog 


The Humphryes Mfg. Company, 
Mansfield, Ohio, has issued a new 
catalog, No. 102, which illustrates a 
complete line of pneumatic systems, 
for both shallow and deep well use, 
consisting of hand, hand and power 
and direct connected outfits of every 
description. The catalog contains 64 
pages and it is well printed and illus- 
trated. 


THE SANITARY FREEZER Mrc. Com- 
PANY, Columbus, Ohio, has been in- 
corporated with $10,000 capital stock, 
to manufacture an ice cream freezer. 
J. H. Noon and J. H. Carpenter are 
among the incorporators. 
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! Up Goes the Load 


T doesn’t make any difference how heavy 
or what position it is in. ‘The Simplex 
Jack that takes hold at the cap, the 

detachable shoe or the bottom shoe will get 
hold in any position, right or left, wherever 
the load lies. 


JACKS 
) 


Strong through and through. Malleable iron frame, 
steel drop forge construction, locks in any position. 


Simplex Jacks have long been famous on all the great rail- 
roads. They won the gold medal! for the safety of jacks 
awarded by 


\ 


the American 


=N° | e | Museum of 
“hh ‘ Safety. 


In no other 


5 — iis Pe ne jacks will you get 
3 SO great a range 
‘ of lift. Hand 


wz («tl * out of the way. 

SIMPLEX , ) ' No barking of 
P . : knuckles. 

| Dealers — Get 

this business. 

Small storage 

sj ace. The sim- 

plex has the gocd 

ints of others 

and many points no other jack has. 

Sells fast fcr every use to which 

a jack can be put. Write at once 

for Special Proposition to Hard- 

ware Dealers. 


TEMPLETON, KENLY 
& CO., Ltd. 
Manufacturers exclusively of Simplex 


Jacks for Automobiles, Railroads, A gri- 
cultural and all classes of industries. 





1009 South Central Avenue 
CHICAGO 


No. 36—% Ton Capacity 
No. 41—One Ton Capacity 
No. 42—Two Ton Capacity 
No. 43—Three Ton Capacity 














Ras en een nado 


: 
L 
ii 
f 
+7 
3 
: 
: 
: 




















80 


New ‘‘Russwin” Sereen Door 
Checks 


The Russell & Erwin Mfg. Com- 
pany, New Britain, Conn., have placed 
upon the market the new “Russwin” 
screen door checks. These checks 
measure 2% by 3 inches and they 
weigh 40 ounces complete. The com- 
pany states that these checks are 
strong, durable and effective, capable 
of controlling the closing of screen 
doors weighing up to 50 pounds, 
which is far beyond the average 
weight. 

The “Russwin” check can be easily 
applied by anyone. Four screws only 
are required and there is no mortis- 
ing or cutting of any kind necessary. 
The arm can be instantly disconnected 
and as quickly replaced. The finish, 
statuary bronze, is attractive and in 
the dark bronze color the check is in- 
conspicuous. 

These screen door checks may be 
applied either to the inside or the out- 
side of the door without any change 
being made in the bracket. The checks 
are reversible; this operation is easily 
and quickly accomplished by removing 
the arm and turning over the spring. 




















The “Russwin” screen door check 


This check, owing to its small size, 
can be used where there is space 
enough between the outside door and 
the screen door to allow the use of 
any knob of ordinary size on the out- 
side door. 

Where the check is to be applied to 
the outside of the door, it is attached 
to the top casing and the arm bracket 
is fastened to the door. The check 
loses none of its power or effectiveness 
by being so applied, but the inside po- 
sition is recommended by the com- 
pany. The speed of the door can be 
readily and accurately governed by 
means of the adjusting screw. A turn 
to the left increases the speed and a 
turn to the right decreases it. 


“Ben Hur” Sign for Dealers 


The George Worthington Company, 
Cleveland, Ohio, is sending to dealers 
handling the “Ben Hur” line of blank- 
ets, robes, harness and whips, a 
handsome sign measuring 16% by 20 
inches, for advertising purposes. 
These signs are made from art metal. 


THE GouLDS MFG. COMPANY, Sen- 
eca Falls, N. Y., has prepared a se- 
ries of attractive advertisements for 
farm papers featuring the Goulds 
pumps and sprayers. These adver- 
tisements will be inserted in the lead- 
ing farm papers of the country. 
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At the left: a type of the new Carborundum grinder, illustrating the A, B and C styles. 
At the right: the D grinder 


Moderately Priced Carbo- 
rundum Grinders 


The Carborundum Company, Niag- 
ara Falls, N. Y., is introducing several 
new grinders, lettered A, B, C and D. 
These grinders have been designed to 
satisfy a popular demand for service- 
able grinders at lower prices than the 
company’s long known “Niagara” 
line of higher grade. 


While the newer goods are not of- 
fered as equal to the quality standard 
of the “Niagara” line, they are stated 
to be exceptionally well made and 
carefully assembled. The castings 
are of gray iron, the gears of cast 
iron and the pinions of steel, both 
gears and pinions being machine cut. 
The casings are finished in black and 
the grinders are fitted with adjustable 
tool rests and have genuine carbo- 
rundum wheels. This group of ma- 
chines is offered in four sizes. 


For household and small shop work 
grinders A, B and C are recommended 
by the company. The A grinder is 
fitted with a carborundum wheel, 4 
inches in diameter; B, with a carbo- 
rundum wheel, 5 inches in diameter, 
and C has a like wheel, 6 inches in 
diameter. The three grinders de- 
scribed above are of the same design 
and pattern, and will grind to a 
smooth, keen edge all the knives and 
tools of the house and workshop. 

The carborundum grinder D is es- 
pecially adapted to farm uses. It is 
equipped with a simple, practical de- 
vice for sharpening mower section 
knives, having a double bevel corbo- 
rundum wheel for this work, a special 
tool wheel and a tool rest. Each 
wheel is mounted on a special iron 
center. The mechanism is strong, 
durable and convenient for sharpening 
the various kinds of edge tools com- 
monly used on a farm. The grinder 
may be converted into a tool grinding 
machine by simply fitting the special 
tool wheel to the end of the shaft. 
The double bevel carborundum wheel 
is 3% inches in diameter and 3% 
inches wide. The carborundum tool 
wheel is 5 inches in diameter and 1% 
inches thick. 


THE PIRATE Motor Mrc. Co., 834 
Muskego avenue, Milwaukee, Wis., 
will shortly engage in the manufac- 
ture of gasoline engines. 


“Nesco” Perfect Coop and 
Run 


The National Enameling & Stamp- 
ing Company, 374-378 Broadway, New 
York City, has added to its line of 
chicken yard supplies the ‘“Nesco” 
Perfect coop and run. The coop rests 
on a loose bottom, the inside of which 
is raised from the ground. The case 

















The “Nesco” Perfect coop and run 


slides in the side grooves and can be 
opened partly or fully, as desired. 
Ventilators, front and back, are pro- 
tected from the action of rain or 
wind. 

There is both a large sliding door 
and small chick door. The “Nesco” 
coop and run is sanitary because it is 
easier to clean, and has a separate end 
to be attached to the cage while the 
coop is being cleansed. It may be 
readily assembled, as there are no 
screws, bolts, or intricate parts. When 
the cage is in place and closed, it is 
pointed out, the whole is securely 
locked together, and it may be car- 
ried about at will, using the ventilator 
covers as handles. 

The floor extends 4 inches into the 
yard, which permits of it being partly 
opened at night for ventilation, yet 
the brood is secure from rats, weasels, 
and other night prowlers. 

The dimensions of the coop are: 
length, 22% inches; width, 19% inch- 
es, and hight, 15% inches. The run 
dimensions are: length, 22% inches; 
width, 20% inches, and hight, 15% 
inches, the run extending a total 
length of 44 inches. The metal is 
galvanized and the coop is nestable, 
which is an advantage in both ship- 
ping and storing. 


THE RICHLAND HANDLE COMPANY, 
Bloomfield, Ind., has been incorporat- 
ed to manufacture pick handles; capi- 
tal $5,000, by J. W. Cushman, F. M. 
Dugger and R. E. Eveleigh. 
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This Ammeter is Re- 
markable in More 
Ways Than One 


ist—Hard service—even abuse, will 
not injure it. This we guarantee. 
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This letter was written to our New York Branch last Fall. It’s 
mighty interesting! 
2nd—It is absolutely accurate and 
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Federal Truck Co., Ranger meses 00 
146 W. 52nd St., 
== New York City. 3rd—It is guaranteed not to burn 


Gentlemen: - 

We are in the heavy hardware 
business and we have had your 
Federal Truck in use now about a 


L out or short circuit. 


4th——It is handiest in size; fits the 
vest pocket. 


Sth—It is the lowest in price of all 
accurate ammeters. 


year, and are carting our general 
supplies most satisfactori ly , A good ammeter is both an This unusual principle of 
This truck will ave rage fi fty economy and a necessity, for itself insures absolute uner- 
miles a day. if one dead dry cell is in- ring accuracy. Yet in order 
pear 2 ° v cluded in a series of live to guard against any possible 
Our longest run is a Qistance ones it will quickly destroy defect in manufacture or ma- 
of twenty-five miles. the energy of all. It is one terial, each instrument, when 
As previously s tated, we have of the greatest little time, completed, is rigorously 
used the truck now constantly over money and trouble savers tested and its reading care- 
me cS a car owner can have. fully compared with that of 
a, year and stile has never been out In IN DESTRUCTIBLE two large and expensive in- 
of commission from any mechanical MONARCH AMMETERS an struments of the most im- 


defect, but we have lost a few 
days due to springs having been 
broken. This, however, has been 


most satisfactorily adjus ted, as 


entirely new and patented 


proved type, whose combined 


principle of electric me- accuracy cannot be ques- 
chanics is used. tioned. 
INDESTRUCTIBLE 
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you know. 

We are more than hate ag with 
the work your truck is an 
been doing, and we have fur thes 
recommended it to many prospective 
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AMMETER 





cH 





Unlike all other ammeters The Indestructible 





buyers, _— wish you every suc- Monarch cannot be injured by hard service—even 
cess, whic ch is, to our way of abuse. There are no delicate springs or glass dials 
thinking, most deserving, as we to break when you drop it. You can safely carry it 
feel that we have a truck sur- in your tool kit—slam it around any old way, yet 
passed by none. you will not destroy its accuracy in the slightest. 

Yours very truly, It ts practically unbreakable. 

THE J. A. VAN WINKLE COMPANY 
(Signed) Edw. Van Winkle, Special Offer To Dealers! 


The Indestructi- 
ble Monarch Stor- 
age BatteryTester 
is built on the 


President. 


The Truck 


FREE—A beautiful demonstrating 
display card which shows the actual 
application of a real MONARCH AM- 


PANO, 
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same principle METER on a real dry cell. Printed 
nd hae th in four colors. Just the right size 
s ee ee for show case or window. Sent free 


exclusive features 
as the Monarch 
Ammeter. The 
price is $1.50. 


initial order for a dozen 
the extra AM- 


with an 
AMMETERS with 
METER attached. These cards at- 
tract attention and suggest many 
sales which otherwise would never be 
made. 
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The 


Hercules Instrument Co., Inc. © 
Dept. T. A. Mount Vernon, New York 
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The letter above is a fair sample of the hundreds 
of letters we have received from Federal owners all 
over the world. We have a great many from men in 
your own line of business. Your Federal will give 
you the same dependable and economical service that 
over 3,000 Federals are giving every day. 

Let us show you what the Federal will save you in 
your own business. 

Write today. ‘‘Investigation means Federalization.” 


FEDERAL MOTOR TRUCK CO. © 
242-250 Leavitt Street DETROIT, MICHIGAN & 


Be sure and see the Federal Exhibit in the Transportation Palace at the 
Panama ition. 
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Bar Bar Steering Pilot for 
Fords 


The Bar Bar Mfg. Company, Ash- 
ton Building, Grand Rapids, Mich., is 
manufacturing the Bar Bar steering 

















The Bar Bar steering pilot for Fords 


pilot for Ford cars, which, the com- 
pany states, has been devised to give 
stability of control to Ford or other 
light cars. It is claimed that the 
pilot guides the car in a direct course 
and holds it steady, keeping it in the 
road. 

The Bar Bar pilot is clamped to 
the center of the front axle, and to 
the steering cross bar, making it easy 
to install. This device is guaranteed 
against imperfections in material or 
workmanship. 


“F’-F”’ Shock Absorbers for 
Ford Cars 


The France Mfg. Company, 1434 
West Seventy-fifth street, Cleveland, 
Ohio, is manufacturing the “F-F” 
shook absorbers for Ford cars. The 
“F-F” shock absorber consists of a 
large diameter, extremely resilient, 
helical spring, which is rigidly sup- 
ported at the ends of the main springs 
of the car, fitting in the places where 
the regular rigid spring perches come 
off, without the necessity of drilling 
any holes or making any changes in 
the car. 

The shock absorber springs are 
coupled up to the main leaf springs 
by means of the regular Ford hang- 
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ers which permit freedom of action 
of the main springs and the action 
of the shock absorber springs without 
altering the standard Ford spring 
suspension. 

The essential feature of the “F-F” 
shock absorber is the long anti-side 
motion guide and vertical spindle, 
which prevent side rocking and pitch- 
ing on rough roads or in turning cor- 
ners. All working parts of these ab- 
sorbers are enclosed in a dust and 
water tight housing. This absorber 
is automatically oiled, the lubricant 
being fed from an oil cellar encircling 
the vertical spindle. 

These shock absorbers can be in- 
stalled by anyone with tools such as 
are carried in the average kit. They 
are made from high-grade, heat- 

















The “F-F” shock absorber for Ford Cars 


treated drop forgings. The springs 
are made of chrome Vanadium steel. 
They are priced at $15 per set of 
four. 
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“Grack-Unicum” Electric 
Horn Attachment 


The Theodore H. Gary Company, 
67-69 Irving place, New York City, is 
marketing the “Grack-Unicum” elec- 











The “Grack-Unicum” electric horn attach- 
pent 


tric horn attachment. The working 
parts of this device are enclosed in a 
compact spun metal casing, which is 
moisture and dust proof; only the 
binding posts and final adjustment 
screw are on the outside. The con- 
tacts are of the best iridium-platinum, 
which is non-corrosive. The case has 
standard thread, to which any horn 
may be screwed, after the reed and 
rube are screwed off. 

A set of wires comes with the ap- 
paratus, two ends of which are to be 
conneeted with the binding posts of 
the attachment, the other two ends 
with the source of electricity, either a 
storage battery or a battery of 5 or 6 
dry cells. The push button is attached 
to the rim of the steering wheel by a 
small belt at its back and a second 
push button may be installed in the 
tonneau if desired. 

The company states that, if dry cells 
are used to operate this attachment, 
they will last from 6 to 8 months. The 
attachment is 3% inches in diameter 
and 3 inches long, small enough to be 
attached to any horn. 


THE SUMMERS MOTOR DEVICES COM- 
PANY, Kansas City, Mo., has been in- 
corporated for $5,000 by C. E. Sum- 
mers, W. E. Robbins and C. E. Adams. 
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ays you the most satis- 
factory profit. 





asiest to sell because of its attrac- 
tive triple silver-plated finish, 
efficient simplicity of construction 
and handsome case. 


cirdg 


o poor blades to cause trouble 
and dissatisfaction—every single 
Penn Sheffheld Blade is perfect 


every Single time. 


ever fails to bring the customer 
back for blades and increase your 
sales of all shaving supplies. 





Ask your jobber or write to us. 


A. C. PENN, Incorporated 


100 Lafayette St., New York City 


The Razor with Perfect Blades 


($1.00—Complete with 5 Blades ) 
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New “Apco” Display Stands 


The Auto Parts Company, Provi- 
dence, R. I., has brought out three 
new display stands, which are being 
distributed to the retail trade through 
jobbers. The three stands are for 
showing the “Apco” dash oil gauge, 
the “Apco” valve spring remover and 
the different types of “Apco” anti- 
rattlers for the Ford car. 

The valve spring remover is shown 
compressing a valve spring and it in- 
cludes the pushrod, valve, valve 
spring, etc. Two oil gauges are dis- 
played on the dash oil gauge stand, 
and four types of anti-rattlers ac- 
company the anti-rattler display 
stand. 


The “Tight-Wad” Piston 
Ring for Ford Cars 


J. Horat, 417-419 Ferry street, La 
Fayette, Ind., is manufacturing the 
“Tight-Wad” piston ring for Ford 

















piston ring for Ford 
cars 


The “Tight-Wad” 


cars, which is made of a special mix- 
ture in three pieces. The manufac- 
turer states that the “Tight-Wad” pis- 
ton rings will eliminate the losses oc- 
casioned by leaky piston rings, such 
as gas getting past the piston into the 
crankcase, loss of power from poor 
compression, etc. 

It is stated that these rings exert 
an equal pressure on the cylinder wall 
at all points, and that they glaze to a 
glass-like smoothness. The maker 
also claims that they will run almost 
indefinitely with little wear to them- 
selves or to the cylinder. The “Tight- 
Wad” piston rings are priced at $1.25 
each or $5 per set of four. 


Champion Profit-Sharing 
Plan 


In order that the dealers who have 
not as yet signed the profit-sharing 
agreement of the Champion Spark 
Plug Company, Toledo, Ohio, may 
have further time to take advantage 
of that opportunity, the time limit for 
their acceptance has been advanced 
from June 1 to July 1, 1915. 

It is recalled that when the first 
announcement was made to the trade, 
attention was called to the fact that 
all the dealer had to do was to fill out 
the blank mailed to him or which he 
could procure from his jobber’s sales- 
men. At the end of the year the 
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From left to right: the “Apco” valve spring remover display stand, the “Apco” anti- 
rattler display stand and the ‘‘Apco” oil gauge display stand 


Champion Spark Plug Company 
would send the dealer a _ check 
representing his pro rata share of the 
profits which he had earned, and 
which would be based upon the num- 
ber of Champion spark plugs he had 
purchased during the year. It was 
pointed out that it was not necessary 
for the dealer to handle Champion 
spark plugs exclusively in order tc 
participate in the profits, though the 
dealer must take the number of plugs 
which he entered on his card. 


Favorite Valve Grinders 


The Favorite Mfg. Company, 115 
Vine street, Columbus, Ohio, is man- 
ufacturing the Favorite valve grinders, 
which are made in two styles, one be- 
ing especially adapted for use with 
Ford cars. These grinders are sim- 
ple in construction, being composed 
of but few parts and having nothing 
about them to get out of repair. 

The company states that the aver- 
age car owner will experience no 
trouble in grinding the valves of his 

















The Favorite valve grinder 


motor car with the Favorite grinder, 
as only a little practice is necessary 
before the user becomes expert in 
operating the tool. 


“Supreme” Auto Oils 


The Gulf Refining Company, Frick 
Building Annex, Pittsburgh, Pa., is 
manufacturing the “Supreme” auto 

















A can of the “Supreme” auto oil 


oils, which are manufactured espe- 
cially for automobile lubrication. The 
company states that these oils are 
free from carbon, chemicals, acids and 
gummy substances and all other unde- 
sirable properties. 

It is pointed out by the company 
that the “Supreme” auto oils have 
the proper viscosity (body) which 
forms and maintains a solid film of 
oil between the bearings. They are 
not too high in fire test, burning 
quickly after passing into the com- 
bustion chamber and leaving no sooty 
or carbon deposits. It is also stated 
that these oils are of the proper cold 
test, flowing freely at a temperature 
of zero. 

The heavy grade of “Supreme” auto 
oil has an extremely high viscosity. 
It is made especially for use with 
automobile engines having force-feed 
lubricators or loose fitting pistons. 
The medium grade is recommended 
for motor cars equipped with the com- 
bination pump, force-feed and splash 
system. The medium grade does not 
congeal, pouring or flowing freely at 
zero. 

The light grade is made for cars 
requiring a light-bodied oil. This oil 
is adapted for cars equipped with the 
splash system, being made especially 
for the Ford and Dodge cars, and 
others with a full splash system or 
those that require a light oil in sum- 
mer. 
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Sharp Sparks 


guarantee profits. Here is why you can not lose—you are 
guaranteed absolutely that any or all unsold Sharp Spark 
Plugs bought of us may be returned at any time you see 
fit. We will not quibble over your decision. Note, how- 
ever, in the five years the guarantee has been in operation, 
the amount of returned plugs has been negligible. Sharp 


















Sharp Ford parks have made good for other mer- Sharp 
Special, chants; they will make good for you. Motorcycle 
Mica only Special, 






Price $0.75 The quality of materials used; the in- pica only 
sulation, either of Sharp Mica, welded Price $0.75 







together by 1800 pounds of pressure, or 





Sharp 


Sharp of the finest eastern porcelain, with cop- Goan 


Spark Plug, 
Mica or per-covered asbestos gaskets to take up Porcelain 









Porcelain expansion and contraction and the or Mica 
Price $1.00 Price $0.75 







poundings of the cylinder explosions, 






thus preventing breakage ; the meteor wire firing points; the 






careful workmanship ; the special design of each plug for its 









exact purpose; all these tend to make plugs that sell readily, 






stay sold and become your best repeaters. We back your 






selling ability with our plugs and are not afraid of the result. 


The Sharp Spark Plug Co. 


3388 Broadview Rd. Cleveland, O. 
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“Sharp Sparks for Kindly send me “Sharp Sparks for 1915” and the Sharp Protec- 


1915” is the title of a tive Guarantee for merchants. 


new and attractively WE 50 iin travail Risse cenddxsbbnkhuisanteebedbindensteuichuiceien 
illustrated catalog of CT os ive rcsti i cwevan overt connhes edbee ning ickecgaateeega errr ey 
Sharp Sparks. You PR iiss so 0 shakin bien vnbon dd cin khaled tbh 6k Ued Mee sees Nw etee isi 
will find it interesting. CAN Kp tbs vonpasnsdacaedscpbesnetapaensewes POUND is cchccickceadenneias 








86 


Portage “Daisy Tread” Tires 


The Portage Rubber Company, 
Barberton, Ohio, is manufacturing 
the Portage “Daisy Tread” tires, 
which are constructed with an addi- 

















Sectional view of the Portage “Daisy 
Tread” tire 


tional ply of fabric to the standard 
construction, together with an extra 
thickness of tread, and they are built 
to withstand severe strains. The 
company states that these tires are 
evenly balanced, thus giving equal re- 
sistance to wear on all parts. 

The Portage tires are built with 
the full-molded process, the tire be- 
ing fully constructed and cured — or 
vuicanized—in its entire length at 
one time, in a mold which applies 
constant and even pressure during 
the process of vulcanizing under 1,600 
pounds hydraulic pressure per square 
inch, and making a casing with a 
smooth outer surface. 

Besides the “Daisy Tread” tire, 
which is shown in the accompanying 
illustration, the company manufac- 
tures the Portage smooth tread and 
the Portage straight side tires, and 
also the Portage inner tubes. 
the casings are made in either regu- 
lar or quick-detachable clincher types. 
Portage tires are made in sizes rang- 
ing from 28 by 3 inches to 38 by 5% 
inches. 


“Jiffy-Peco” Tire Outfit 


The Premier Electric 
4041 Ravenswood avenue, Chicago, 
Ill., is manufacturing the “Jiffy- 
Peco” tire outfit, which consists of 
a tube of “Jiffy” tire cut filler and a 
“Peco” tire tool in one outfit. The 
large tube of “Jiffy” tire cut filler 
furnished with this outfit is a quick- 


Company, 

















The “Jiffy-Peco” tire outfit 


curing, plastic gum compound that 
quickly unites with rubber, making a 
tough and lasting repair, and, if used 


All of. 


to fill glass cuts and nail punctures 
in casings when these are fresh, it 
will enable a damaged tire to be used 
for many more miles. 

The “Peco” tire tool enables a mo- 
torist to open up and properly clean 
the cut before applying the filler. The 
complete outfit retails at 50 cents. 


The “Eklips” Spark Plugs 


The Fulton Company, 726 National 
avenue, Milwaukee, Wis., is offering a 
new line of spark plugs under the 
trade name “Eklips.” The company 
states that imported, hand-turned 
porcelains, (insured against breakage 
by a series of spring washers) are 
employed in the construction of these 
spark plugs. The electrodes are of a 
special heat-resisting alloy which will 
not fuse or flake. 

Especial attention is called by the 
manufacturer to the shape of the 
electrodes, which, as shown in the 
illustration, are so shaped that oil 
runs to their lowest point to drip off, 
thus running away from the sparking 

















One of the “Eklips” spark plugs 


point. The petticoat of the porcelain 
is kept well back from the points, 
leaving a chamber within the steel 
shell, serving to clean the plug at each 
explosion. 

Where heat or oil conditions require 
it, a mica core can be furnished, which 
has strips of mica wrapped around the 
center core in addition to the usual 
washers. The electrodes are extended 
%-inch below the shell so that the 
spark occurs in the body of fresh gas 
near the center of the combustion 
chamber. 

The four types of the “Eklips” 
spark plugs with porcelain insulation 
list at $1.25, $1, 75 cents and 50 cents. 
The two mica types list at $1.25 and 
$1. These plugs are made in all sizes 
and for all types of motors. The 
“Eklips Giant,” selling at $1.25, is a 
heavy duty plug, intended for use in 
high power motors. 


Evolution of a Jitney 
HERE was an old man and he had 


a wooden leg. 

He wouldn’t work and he wouldn’t 
beg. 

He took four spools and an old tin 
can; 


He called it a Ford, 
And the dumb thing ran. 
—Exchange. 
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Lucas Top Dressing - and 
“Auto-Klean” 


John Lucas & Co., Inc., 322 Race 
street, Philadelphia, Pa., is manufac- 
turing the Lucas top dressing and the 

















The Lucas “Auto-Klean” is shown at the 
left; the right-hand view shows the Lucas 
ton dressing 


Lucas “Auto-Klean.” The top dress- 
ing is an elastic, durable, jet black 
enamel. It is easy to apply and will 
dry hard in from four to six hours. 
The company states that this dress- 
ing is impervious to all kinds of 
weather, and that it will preserve all 
automobile tops whether they are 
made of mohair, enamel or carriage 
leather, enamel or rubber cloth and 
all kinds of carriage tops and cur- 
tains. The Lucas top dressing is put 
up in convenient cans, as small as 
half-pints and up. 

The Lucas “Auto-Klean” is put up 
in specially designed cans with a 
strainer spout, which prevents dust 
or grit from collecting in the can. It 
is made especially for use on automo- 
biles. This preparation is guaranteed 
to be free from grit or pigment of 
any kind, acid or alkali, or anything 
of a gummy, sticky or injurious char- 
acter. 


The Hoover Mud Hook 


The W. H. Hoover Company, New 
Berlin, Ohio, is manufacturing the 
Hoover mud hook, which is a solid 
casting held in place on a tire by two 
1%-inch, specially tanned rawhide 
straps. These straps run all the way 
around the mud hook. The company 
points out that this arrangement of 
the straps is important as it keeps 
the mud hook in position in spite of 
the strain when the wheel is revolv- 
ing. The hook is made solid to in- 

















The Hoover mud hook 


sure its having the required strength. 

These mud hooks are made in two 
sizes, which are known as No. 1 and 
No. 2. No. 1 is for from 3 to 4%- 
inch tires and No. 2 is for from 5 to 
6-inch tires. Nos. 1 and 2 sell for 
$1 and $1.10 respectively. 
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Model ‘‘F’’ 
$4.00 Sparton 


HARDWARE AGE 


Hand 
Operated 


Fast-Traveling High Call 





is readily recognized in the Model 
‘*F’’ now sold at all dealers’ at 
the new price of $4.00. Can be 


attached in ten minutes to any 
car. Has the true, reliable, decisive 
Sparton voice. 





of the Sparton 


Is the largest hand horn on the 
market. The efficiency of the 


Sparton factory, the most extensive 
in America, makes possible the 
finest workmanship at a reasonable 
That is why the 


price. 





SAFETY SIGNAL 


Model ‘‘F’’ is the first and fine-t to 


be sold at $4.00. Finished in satin 


black and nickel or all black. 

Manufactured with true Sparton 
care. ‘The diaphragm of every Sparton 
Horn is carefully hand hammered by 
a skilled workman until it has the 
right vibration to carry the clear, strong 
Sparton note. It has the far-reaching 
call for country roads—the quick, 
sharp cry for city traffic. 

Model ‘‘F’’ Sparton is now on sale 
at all dealers’ at the new price of $4.00. 


The Sparks-Withington Co. 
Jackson, Michigan 
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NOTES OF THE RETAIL HARDWARE TRADE 


TRENTON, ONTARIO.—G. A. White, wholesaler and retailer 
of belting and packing, mechanics’ tools, shelf hardware, 
sporting goods, etc., has disposed of his stock and business 
to William House. . 


East END, SASKATCHEWAN.—The East End Hardware Com- 
pany has opened a branch store at Ravenscra2g. 


Hogey, SASKATCHEWAN.—A hardware and furniture business 
has been established here by W. 


RHEIN, SASKATCHEWAN.—Jacob Rhein of the Rhein Hard- 
ware Company, has sold his interest in the business. to 


George Propp. 


WILcox, SASKATCHEWAN.—Tanton & Midmore, Ltd., dealing 
in hardware, etc., has been incorporated. 


ANITA, I1a.—The hardware and stove department of the 
Anita Hardware & Implement Company has been bought by 
P. 1. MeEvoy and Nelse Johnson. The new proprietors will 
assume charge as soon as the work of invoicing is completed, 
and the business will be continued under the name of McEvoy 


& Johnson, 


BLANCHARD, Ia.—The interest of Thomas Copeland in the 
hardware and implement business of Copeland & Clark has 
been purchased by O. M. McMillan. The firm will hereafter 
be known as Clark & McMillan. 


EAGLE GROVE, IA.—D. C. Hull, for several years connected 
with the Hart-Parr Company as traveling salesman, has 
- succeeded to the Hite Hardware Store. 


HuMESTON, I4.—O. E. Carlton’s interest in the hardware 
business has been purchased by E, E. Keller. 


Keswick, Ia.—A hardware store has been established here 
by F. E. Dunn, whose stock comprises the following: Base- 
ball goods, bathroom fixtures, belting and packing, buggy 
whips, builders’ hardware, children’s vehicles, churns, cream 
separators, cutlery, dairy supplies, dog collars, dynamite, 
electrical household specialties, fishing tackle, furnaces, gal- 
vanized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, lubricating oils, mechanics’ tools, plumbing depart- 
ment, pumps, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware, silverware, sporting goods, tin 
shop, toys and games, wagons and buggies and washing ma- 
chines, on which he requests catalogs. 


LE Roy, Ia.—James Tener bought the interest of G. Ross 
in the Ross & Heaton hardware and implement business. The 
present owners will conduct the business under the name of 


Heaton & Tener. 


Nora SPRINGS, IA.—J. F. Buckmann has engaged in the im- 
plement business. 


SHANNON City, IA.—Ott L. Martin has started in business 
here, and requests catalogs on a general line of hardware. 


TEMPLETON, Ia.—Charles Loxterkamp and H. J. Stahlman 
have opened a hardware store under the firm name of Loxter- 
kamp & Stahlman. Their stock consists of automobile acces- 
sories, heating stoves, churns, builders’ hardware, mechanics’ 
tools, silverware, heavy hardware, etc. 


WELLMAN, I4.—A change has taken place in the Patterson 
Hardware Company. P. H. Fisher is the new owner. 


BURRTON, KAN.—C, A. Dundon, whose stock was destroyed 
by fire some time ago, has engaged in the hardware and im- 
plement business, and will operate under the title of the 
Burrton Hardware Company. 


GARNETT, Kan.—The Wilson Hardware Company, successor 
to the Garnett Hardware Company and the Clemans Hard- 
ware Company, has been established here. Its stock, which 
is new and up to date, includes builders’ hardware, dairy sup- 
plies, fishing tackle, mechanics’ tools, etc. 


SCANDIA, Kan.—The Oliver hardware stock has been bought 
by C. N. McNulty, who is now in possession. 


HazarpD, Ky.—The Sterling Hardware Company has been 
incorporated by L. B. Turnbull, Jr.; R. L. Goad and J. M. 
Barker, with a capital of $5,000, for the purpose of whole- 
saling and retailing hardware, etc. Catalogs pertaining to 
stoves and roofing requested. 


PROVIDENCE, Ky.—The hardware stock of S. K. Holland, in- 
cluding bicycies, buggy whips, builders’ hardware, building 
paper, children’s vehicles, churns, crockery and glassware, 
cutlery, fishing tackle, furniture department, hammocks and 
tents, harness, heating stoves, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ tools, oil cloth, paints, oils, varnishes and glass, pre- 
pared roofing, ranges and cook stoves, refrigerators, sewing 
machines, shelf hardware and silverware, has been sold to 
J. G. Holland, who requests catalogs on the above. 


CHESTERTOWN, Mp.—Bauercamper & Turner have engaged 
in the implement, hardware and vehicle business, and request 
catalogs on vehicles and home lighting supplies. 


BEDFORD, Micu.—F. J. Merrill has bought out B. H. Clark’s 
interest in the hardware store of Merrill & Clark, and will 
continue the business under his own name. 


GRAND Rapips, Micu.—R. A. Stonehouse has withdrawn 
from the hardware firm of R. A. Stonehouse & Co., and has 
started a new store at 1000 E. Fulton street, with a supply 
of hardware, paints, plumbing and heating material. 


GRAND Rapips, Micu.—John G. Oom has taken over the 
business of Cramer & Oom at 755 Eastern avenue, S. E., and 
’ requests catalogs. 

MANISTIQUE, Micu.—A. M. LeRoy, manager of the hard- 


ware department of the Consolidated Lumber Company, 
has associated himself with F. N. Cookson, and will con- 


duct business under the name of Cookson & LeRoy, handling 
shelf and heavy hardware, paints, oils, glass, bathroom 
fixtures, stoves, ranges, roofings, automobile sundries, house- 
hold specialties, fishing tackle, sporting goods, mechanics’ 
tools, etc. Catalogs requested. 


ROYAL OAK, Micu.—C. B. Chandler has engaged in business 
at 737 South Washington avenue, carrying a complete stock 
of hardware, tools, paints and oils. 


SPRINGPORT, MicH.—Morris Beman and Lester Shirkey have 
entered into partnership and taken over the hardware stock 
and business of Hastings & Brown. 


DUMONT, MINN.—John Schaffer is successor to Jacoby & 
Schaffer. 


GEORGETOWN, MINN.—A. J. Ostby has opened a store here, 
carrying a full line of hardware and implements. 


HARTLAND, MINN.—The Hartland Implement Company re- 
quests catalogs on belting and packing, cream separators, 
dairy supplies, heavy farm implements, lubricating oils, 
wagons, buggies and washing machines. 


MADELIA, MINN.—The Parr & Bock Hardware Company is 
now in charge of the hardware business formerly owned by 
Pederson & Hougen. The new firm requests catalogs on 
road machinery, silo fillers, farm machines and oil tractors. 


McINTOSH, MINN.—The stock of John Hagen, including 
heavy farm implements and wagons and buggies, has been 
sold to C. K. Hjelmhaug. 


OsAKIS, MINN.—Anderson Brothers & Baker are now occu- 
pying their new quarters with an increased stock of heavy 
hardware, farm implements, ete. The building is 35 by 120 
feet, with basement. 


RICHMOND, MINN.—N. Straus has acquired the J. I. Wil- 
helm implement business, and requests catalogs on belting and 
packing, cream separators, cutlery, dairy supplies, galvanized 
and tin sheets, gasoline engines, hammocks and tents, lubri- 
cating oils, wagons and buggies and washing machines. 


SARGEANT, MINN.—Murray & Finn, with a branch store at 
Austin, are the purchasers of the implement stock formerly 
owned by George Siegel. 


WATERVILLE, MINN.—F. A. Lower, whose stock comprises 
fishing tackle, sporting goods, etc., has been succeeded by 
Hultgren & Schwickert. 


WHALAN, MINN.—A new store has been established here by 
O. J. Hallum, who will carry a full line of implements. He 
requests catalogs on automobiles, farm machinery, feed 
grinders, etc. 


BEAUFORT, Mo.—A change has taken place in the hard- 
ware business of O. H. Meyer. Meyer & Honold are the new 





purchasers. The stock includes automobile accessories, belt- 
ing and packing, buggy whips, builders’ hardware, build- 
ing paper, children’s vehicles, churns, cream separators, 


cutlery, dynamite, fishing tackle, furniture department, galva- 
nized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, iron beds, kitchen cabinets, kitchen housefurnishings, 
lime and cement, linoleum, lubricating oils, mechanics’ tools, 
oil cloth, paints, oils, varnishes and glass, plumbing depart- 
ment, prepared roofing, pumps, ranges and cook stoves, re- 
frigerators, sewing machines, shelf hardware, silverware, 
sporting goods, wagons and buggies and washing machines, 
on which they request catalogs. 


EVERTON, Mo.—The Everton Hardware Company has been 
incorporated with a capital stock of $10,000 to deal in imple- 
ments and hardware. 


HAMILTON, Mo.—Frank Parrish & Son have moved their 
store to another building, which is 42 by 100 feet and con- 
tains all modern improvements. 


IANTHA, Mo.—J. R. Sparling has disposed of his interest 
H 


in the hardware and implement business here to C. : 
Murray. 


SAVANNAH, Mo.—W. H. Clasbey, whose stock of hardware 
was destroyed by fire in January, has decided to re-establish 
himself in business. The new building will be two stories 
high, and will be ready for occupancy about July 1. 


SELIGMAN, Mo.—The Seligman Hardware Company has suc- 
ceeded to the hardware and implement business of Gurley 
Brothers. 


WAYLAND, Mo.—James Scovern has taken over the hard- 
ware and general implement business of the Sage Mercantile 
Company. 

EUREKA, Mont.—C. G. Lindsey has engaged in business 
here under the title of the Lindsey Mercantile Company. A 
complete line of hardware will be carried. 


ARNOLD, NeEB.—The L. P. Rose Hardware Company has 
been incorporated with a capital of $20,000, for the purpose 
of dexling in hardware, furniture and harness. The incor- 
porators are L. P. Rose, G. D. Rose and others. 


BELLWoop, NEB.—F. E. Selzer has become owner of the 
Linden Hardware business. Catalogs pertaining to general 
hardware requested. 

Cozap, Nes.—Engle & Orcutt have started in business here, 
carrying buggy whips, cream separators, lubricating oils, 
mechanics’ tools, wagons and buggies and washing machines. 
Catalogs requested. 

SOLDIERS GROVE, Wis.—Edward Dull has started in busi- 
ness, carrying a stock of automobile accessories, cream sepa- 
rators, gasoline engines, lubricating oils and mechanics’ tools, 
on which he requests catalogs. 

SPARTA, Wis.—F. D. Kemp has purchased the stock of 
cutlery, fishing tackle, heating stoves, ranges and cook stoves, 
shelf hardware and sporting goods that was owned by the 
late A. E. Blackman. 
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i OODRICH 


i WIRELESS 
. TRUCK TIRES 

Hauling steel castings over Chicago pave- 
1 1,000 and ments and on bad country roads running to 


20,000 miles suburban towns is the work done by this 6/- 
ton Saurer truck owned by the American 


over bad roads Brake Shoe and Foundry Company, Chicago. 


Goodrich Wireless Tires have gone 11,000 
miles on the rear and 20,000 miles on the front. 





























A good record—but not unusual. ‘ 














s Have you a copy of the 1915 edition of “Motor Trucks 
ys of America,’’ giving the concise facts about nearly 100 
of the leading makes? It’s worth writing for. Free. 
AMERICAN 
Brake Shoe 
Foundry 
COMPANY 
eee 











Service Stations and 
Branches in All Principal 
Cities 
The B. F. Goodrich Co., 
Factories: Akron, Ohio 
Address Dept. H, Wireless Truck 


Tire Division 
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Pumps and Oil Guns 
‘Search-Light’’ Bicycle Lanterns 


The name “‘ Bridgeport ’’ on a tire pump or oil gun is 
a guarantee of the highest quality and finest workmansh‘p. 


‘* Bridgeport ’’’ Pumps and Oil Guns have seamless brass 
barrels which cannot rust. They are strongly nvade and 
will give the longest service life. The 


‘*Search-Light’’ Bicycle Lantern 


a is an easy seller—it’s a trade builder. Throws a clear, 
bea penetrating white light. Boys like it because it is com- 
ree pact and strong and gives the desired result. 
ae Send for new 1915 pump booklet 


The Bridgeport Brass Company 


Bridgeport Connecticut 
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The Classified Directory appears in the first issue of: each month 
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NO.70 —front, back and sideways—is an added com- 
fort and safety in automobiling. 

The OLD SOL No. 75 model is admirably 
adapted for use on Ford and other light cars. 
No. 70 makes a handsome addition to the 
equipment of any automobile. Can be quickly 
detached and used as a trouble light. 

The OLD SOL Marine Searchlight is to the 
motor boat the same relative importance as is 
the searchlight to the battleship. Equipped 
with port and starboard signals. Dealers tell 
us there is a constantly increasing demand. Models No. 70 and No. 75 also adapted for marine 
service by addition of deck base support for bracket, $1.00 extra. 

Useful for picking up the buoy, docking, telegraphing (there is a regular code) and for hundreds 
of other uses where a Safety First Lamp is wanted. 

The OLD SOL Pencil Flashlight is more than a pleasing novelty. Every man, no matter 
what his vocation, should have one. For detec:ives, doctors, nurses, they are indispensable. 


OLD SOL Spotlights HE OLD SOL Spotlight, placed conveni- 
ently so that it can be turned at any angle 

















OLD SOL Pencil Flashlights are selling by the thousands. Ask your dealer. 
Sold by all Hardware Dealers. Send for 
Old Sol 
1915 
Pacific Coast Representatives : Catalogue 











Bailey Drake Company, 604 Mission St., ‘an Francisco, Cal. 


HAWTHORNE MANUFACTURING CO., Inc., 18 Spruce St., Bridgeport, Conn. 



































Milli f H Nails | soneyorre 
Wi1loOnsS O orse QIIS | money orTEn 
are used daily in shoeing the horses of the United States. As the majority of these nails are 
made by The Capewell process, it pays a Merchant to keep on hand a good supply of 


| Capewell nails. 


| The large demand, the regular repeat orders, the complete satisfaction which these nails 
give, makes them profitable to sell. Volume of sales is a most important factor, you know, in 


the year’s profit. 
































Order “Capewell” nails—not the cheapest regardless of qual- 
ity but the best in the world at a fair price. 


The Capewell Horse Nail Company, Hartford, Conn. 


Largest Makers of Horse Nails in the World 
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A Warning Signal with Lots of 
Talking Points 


You must know that automobilists have no mean knowledge of what constitutes a good warning 
signal. They're always on the lookout for improvements. They appreciate real ones, and they 
will back this appreciation with cold cash. 


Our new Garford Hand Operated 
Warning Signal operates with excep- 
tional ease. The 45° angle at which the 
plunger is paced is quite an improve- 
ment over the usual vertical position, 
for it allows the hand to come into play 
in a natural forward-and-down move- 
ment. 


Price $3.85 Delivery Now. 


The intensity of the sound can be reg- 
ulated at will. 


On the strength of the value of this 
one good talking point, may we quote 
others—in detail? 


Garford Mig. Co., 
ELYRIA, OHIO. 


Canadian Distributers, 
The Tire Import Co., Toronto, Canada. 



































Stand a Few Rolls 
Near the Door 


‘The Perfect” Hex. 
Netting certainly 
makes a_ presentable 
appearance; every roll 
is like another, and the 
mesh in each roll is 
uniform. 


No Auto Accessory 
Department 1s com- 
plete if it is not 
stocked with 


Let every person 
who enters your store 
convince himself that 
this is so. 





—the original, self-acting radiator ce- 

















Place a few rolls of ment. 


“The Perfect” Hex. 
Netting at a point of 
vantage near the door. 
They will sell them- 
selves. 


MADE IN U. S. A. 


Ludlow- Saylor 
Wire Co. 


ST. LOUIS, MO. 











It has been on the market for over 
five years. It has been advertised per- 
sistently. It is well known. It is the 
radiator cement motorists ask for, and 
the one you can conscientiously recom- 
mend. 

The selling argument is simple, terse, 
to the point! 

“Finds the leak and fixes it.” 

Get on our mailing list for “Auto 
Suggestions,” a snappy little monthly, 
free to dealers and jobbers. 


The Northwestern Chemical Co. 
Marietta, O. 
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“TOLEDO MADE FOR THE WHOLE WORLSS VAASE 





Special 
46 inch 


—— 


it | Catan Price 




























(A Ga Factory 
Ose i ™) | hi Equipment 
on 
Ford Cars 
since 1911 









Must Have 
Reliability 


Your spark plugs must stand terrific punishment when you 
call on your motor for that last ounce of power to get over 
the crest of a steep hill. 

The porcelain in your spark plugs must not crack under the 
force of those maximum explosions in your cylinders. 

Champion Spark Plugs are constructed so that they take 
such punishment unflinchingly. 

We test them over and over again, in the motor they are 
intended to serve, under ¢very conceivable strain. 

We leave nothing to chance or theory—we make sure of 
reliability. 

That’s why Champions give the most dependable service. 

That’s why we can sell them under such a sweeping 


guarantee. 








Buick Motors. 
Has extension 
ase, ot a 

_ Porceiaj 











The Champion Guarantee Complete satisfaction to the user—free 
repair, replacement or money back. 





Dealers—-Get our Profit Sharing Agreement from your Jobber’s Sales- 
man, if it is not already in your strong box. 


Champion Spark Plug Co. 


1708 Upton Avenue Toledo, Ohio 


For High 
Powered 
Automobiies, 
Trucks and 
Stationary 


Engines 


























94 HARDWARE AGE June 10, 1915 


| PiTTite PERETTI A ' | Hetitil titi i Prilitt Pitti tiiti 
UT a 


PHettuaLiiiide i} 
it } Hy MUNUUAGAUANARANOAANONAUGOA 


Faulty Methods Cut Profits 


Now that the holidays are slipping into the near past, the beginning 
of a new year offers an opportune time to make some of those 
changes that you have been contemplating but never started. 


Hardware Store 


Business Methods 


contains suggestions that will help you. The ideas 
and methods presented in this book have aided the 
practical, thinking hardware men who originated them 
—and they have been of material service to others 
who were alert and progressive enough to appreciate 
their value. And any man who has returned to his 
store after supper three or four nights a week, worn 
' his nerves to a ragged edge and his temper to the 
profane point, does not have to be remarkably progressive to appreciate the points 
offered in this book on the work of inventory. 
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Then there are the little defects which bore holes in your business system and let 
profits ooze out. Unless you know where to look, some of them will remain un- 
plugged. A chapter in this book on “Waste in the Store and How to Avoid It,” 
points out a great number of the ebb flow places, which your yearly statement 
doesn't show. 


The book is broad in its scope and comprehensive in its style. Well illustrated, 
sales sheets, cost records and all the other reproductions are shown filled out 


properly, giving their uses at a glance. The table of contents will give an idea of 


the field covered: 





CONTENTS 


Treatment of Clerks. Waste in the Store and How 
to Avoid It. Keeping the Stock in Shape. Collccting 





Rules and Regulations for the Hardware Store. The 


DONUTEUUEUOUEDAAOUEAUEAUEOTRAAOOOAEDUOEONEDEGUOOEHOGUONNDOGOUELOCODESUOHADESOESOOCOGENOSNAUEGAUOUUOAUOGOONSONDOOGOOOOUSAUEONOENUGUUNNONAOUSLOOUNOONUNNLENUNNGE Mn Hitt 
UUEULUUEGUOUOGNOOUNAAOEOGGAAENGLOOENSAONENASSESEOOONGOUEHOOUGNNOUNOAAOOOONOUONGAONGAEOOEOOUONOOUGGOUENGOUONNIUEGENOUCEOOUELOOUUOENOOUEEOEOONENENUSQANOAUENONOUNOGOUIOGOUENEOUUSOSERUGUAUUSONOUDONQUONQORNEOONEOHOUOONONG 


Hardware Buyer. Good Buying. Hints for Buyers. 
Securing the Correct Charging of Goods Sold on 
Credit. Conducting Sales to Avoid Oversights in 
Making Charges, Credits, etc. A Broad View of Stock 
Taking. Good Methods in Stock Taking—I. How to 
Take a Quick Inventory; II. From a House in Wyom- 
ing; Ill. A Vermont Merchant's Method; IV. From a 
Pennsylvania Merchant; V. An Ohio Method; VI. 
From a House in South Dakota. Suggestions in Re- 
gard to Inventory. Price Book and Stock Directory. 
Prices and Catalogs. Arrangement of Catalogs and 


Accounts. The Retail Hardware Merchant's Collec- 
tions. Changing a Credit into a Cash Business. Sales 
Record of Cook Stoves. The Merchant and His Em- 
ployees. How to Keep the Store Neat and Clean. 
Cost Marks. Averaging Retail Profits. Changing 
Business Conditions and How to Meet Them. Start- 
ing in Business—I. Getting Located; II. Buying Stock; 
Ill. Fitting Storeroom; IV. The Financial Department. 
V. First Year in Business. Profit riguring System. 
Keeping Track of Shop Work. 





Price Lists. The Accumulation of Dead Stock. The 
227 Pages, Cloth Bound, Price $1.00 Delivered 


Hardware Age Book Department 
239 West Thirty-ninth Street, New York 
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Here's What 
Makes the 











Shaler 
Vul-Kit 
Retails 
$3.50 


Comes in 
compact 
neat box 
Nets good 
profit 
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the Quality 
Spark Plug of 
the World 













































Extra Long 2 It hasbeenadopted by the United 2 
$1 25 Each = States Government and is used ex- = ‘ 
, = clusively by the United States = 
_ Navy Department. _|| Make Money W1 
= BRecause— = " 
= The Master Spark Plug— => p } } A 
= will not carbonize or short circuit— = ry 
= —will always fire even in an over = ws ccesso 
= oiled cylinder— = 
= -—-will give a hotter, fatter spark = ; ; : - ‘ 
= than any other plug even on a weak = & The tire vulcanizer is the only motorists 
= The Master will not leak com- Z necessity never furnished with the car. 
= pression. = it 
= The core will not break even under = Every motorist needs one and must buy 
= —, ~~ because —— ae =a from some dealer in accessories. 
= is made or expansion an contrac- = . 
= tion. = Stock and sell the Shaler Vulcanizer. 
= The imported porcelain is the finest = : ; 
= obtainable. = Build up a motor accessory trade by getting 
gett, cParking points have less re. motorists in your store to buy this accessory. 
= sistanc an an otner piugs an = 
= therefore use less current, and— = They will form the habit of buying all their 
= —if it is ever necessary— = m vou and vou can increase 
= The Master can easily be cleaned = auto supplies fro you a d y 
= and re-assembled without danger of = your sales and profits. 
== injury—it is so very simple—yet = 
= heavy and substantial in construc- = 
= tion. = 
= The Master combines every merit = 
= required in a spark plug—with an = 
= utter absence of any faults. = 
Ed If perfection has been reached in = 
ao spark plug construction— = 
= = 
- The MASTER | be 
= = 
| IsPerfection } || Wulcanizer 
= Our unqualified guarantee— = 
= er using aster spar ugs for =— 
Recular L h 2 __ 30,days. if you are not entirely satis: == For Repairing Auto Tires 
eguiar engt = fled with your perchase. money will = 
= > refunde requested on return o = 
$1.00 Each = plugs where purchased— = Every motorist is looking ee —s _ 
“ = not only shows our confidence in the = will rid him of tire troubles. aler uica- 
= Master, but indicates our determina- = nizer mends all tube injuries permanently and 
.. te ee = with no more time or work than putting on a 
= Every motorist should realize this = patch. 
= fact—It is Zhpewer Bete. in = It mends casing cuts too—preventing sand and 
= to install one set of Master = water from rotting the fabric and causing blow- 
= Plugs than to be compelled = outs. Vulcanizing is an exceedingly simple . 
= o buy four or five sets o = 
= poor, cheap plugs during a = process—with the Shaler. Anyone can make a 
= season. ~ perfect repair the first time they rye: 
BS ,, zeta! | prices—regular, length— = = The Skaler is the “standard” vulcanizer used 
= ae ee oe. = by the best garages and wisest motorists every- 
= ll Standard Threads Carried in Stock = where. We make the only complete line of vul- 
= You can sell Quality | eo -_ = canizers—from Tube-Kit to complete Garage 
= make more money and give er = 
= service and satisfaction to your cus. © Equipment. We are the largest manufacturers 
= tomers than you can by handling the = of vulcanizers in the world, and our complete 
= cheap piugs. ve your customers = : : . : ; tl ‘ 
i the plur they demand—they eek for line includes vulcanizers: of every type—Electric, 
= the best—sell them the Mas- = Gasoline, Alcohol and Steam for every require- 
Wc ter. = ment. Complete New 1915 Catalog Mailed to 
= 6 ee Electric Tire Pump = Every Hardware Merchant. 
= trade = should "oe — = 
— car a 4 
service and give free air for inflating = FREE To Hardware Dealers 
= res. = 
= Master Tire Pumps are built in = Our tire book points out the big possibilities selling 
= sizes for every service. = Shaler Vulcanizers. It is full of practical information 
= Three models—either on trucks or = about automobile tires. It tells what to do for every kind 
= stationary—any one will inflate a of tire trouble—how to treble tire mileage—how to get 
= 37 x 5 tire in a couple of minutes— the emost service out of tires, and how to vulcanize and 
= electric driven—from $55 to $105. repair tires at home. Free to hardware dealers. 
= Write for descriptive literature. Fill 
oe a Fa are selling the = C Sh | c 
= motorist Master Plugs. = | A 
= Write us at once for ou special : ° © a er oO. 
= iti t — . 
= et ea = 1455 Fourth Street Waupun, Wis. 
ASTER = Hartford Machine = The Largest waa of Vulcanizers in 
= the Wor 
FORD Special = Screw Company Canadian Distributors: John Millen & Son, Limited, 
= = —_ Avenue Hartford, Conn Toronto, Winnipeg, Montreal, Vancouver. 
in = 
' {$1.25 Each 
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a ae Samsog-Tiger is an 
WALL OILERS” | 22225 
cause it is the only 





positively insure you against kicks shaft-drives hand horn 
and comebacks. Each is carefully + eng pgs « Re Bae 
made of the best materials and fully appropriation is spent 
guaranteed for 5 years. They won't with the dealer in the 
rust or corrode. All obstructions are 
easily removed. Can be heated with- 
out fear of melting the bottom out. 
Styles and sizes for every possible 
requirement—all the same high qual- 
ity in design, material and workman- 
ship, each backed by our guarantee. 
_ Get prices and catalog before plac- 
ing any oiler order. 





form of profit-making 
discounts and “dealer 
elps.”’ 





If your jobber cannot 
supply you, write us to- 
day for our liberal deal- 
ers’ discount and sample 
horn at our expense. 





American Electric Co. Shaft-driven, Auto- 


State and 64th Streets, b il . H d Ho n 
P. WALL MFG. SUPPLY CO. | gon 


N. S., PITTSBURGH SAMSON HORNS 

















Double 


The New Waterproof 


=RAJA 


PLUG 


Meets the demand for an absolutely 
reliable, waterproof (insulated) plug. 


Furnished in all the standard sizes with Rajah 
Regular Terminal fitting any cable. Rajah 
Ferrule Terminals, making a neater connec- 
tion, will be furnished if a sample of cable 
is included with the order. 


Dealers: Here’s a money-maker for you 









ae IM (using two plugs 

—aaaadhthathahadl /, ———— > V/; SIIFAMMIAAIAAS AGF Lh// ° = Z ///] ELA ia 
=H, a Ya SY, x Y= Wt Salle ae he “ll . 
tg lustration shows) 


he, eh -e= creas fs Sewer 


speed and mileage 


Te W E R per gallon. 
aateatiae 5U-DIG 


Series Plugs 


when used in con- 
nection with the 





. Owners enthusiastic. Every sale iif % AAS 
rings others. rdi- 
We co-operate with local dealers. {eiy"ioet by slow RAJAH AUTO SUPPLY CO. 
Write for particulars and booklet. combustion. Bloomfield, N. J. 
LER & SON, Ltd., Montreal 
SUPERIOR MOTOR SPECIALTY CO. hae 6 Gas aa 
28 Irving Place NEW YORK CIT Y 




















Newly reduced list prices and Books for Every Purpose 


se trade discounts mean greater a 
oS)!” profits and larger sales on Forms to Fit the Books 
(pose J- Pian 


Books and Forms 








Anglo-American 
Flashlights, Batteries and Bulbs 


Ask for Discount Sheet No. 11 At Your Stationer’s 
sage tanmen Co. a | | Irving- Pitt Manufacturing Co. 
PITTSBURGH, U. S. A. ) 410 Eighth St. Kansas City, Mo. 


Introduce your automobile trade to Arthur Duray, 


— we faster than any other human being American Ste el aA Wie e C 0. 
DIXON’S ———— MANUFACTURERS OF —""~ 


Graphite Grease No. 677 Nails, Staples, Spikes, 


For Transmissions 


and Differentials - Tacks, Barbed Wire. 


His picture is among those of a set of photo-testi- 
monial window display cards. Ask for assortment 
No. 40-G. 


Made in Jersey City, N. J., by the 
' : WORCESTER CLEVELAND 
Joseph Dixon Crucible Company ccna mercer err auciiines 


DKK Estahlished 1827. c.s1 DES 
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MILBRADT LADDERS 


will pay for themselves in 
a short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as weil 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2410 N. 10th St. 
St. Louis, Mo. 




















BICYCLE 
Step Ladders 


are made in 
many styles 
and to fit 
all kinds of 
shelving. 


Send for catalog giving full 
description and prices. 


THE BICYCLE STEP 
LADDER COMPANY 


62 W. Randolph St., Chicago, Ill. 























THE EVER-READY No. 1 
CORN SHELLER 


Made largely of mal- 
leable iron, with 
chilled bearings. Shells 
all size ears thorough- 
ly and rapidly. At- 
taches to any box or 
barrel instantly by two 
strong clamps. All 
teeth on disc wheel 
are perfect. Fastest 
most durable and 
easiest running sheller 
made. All parts fully 
warranted against 
breakage or defect. 
Finished in baked Ja- 
pan, red and gold. Will 
last a lifetime. 


STAR HEEL PLATE CO. Louis sacks, prop. 
Hamburg Place, near Ave. L., Newark, N. J., U. S.A. 








Hardware Store Fixtures 
Warren Fixtures are made 
in several distinctly different 


designs or made entirely to 
order as you may choose. 


Catalogs 65 & 216 mailed free. 


J. D. Warren Mfg. Co., Chicago. 























Hundreds of 
Thousands of 
White Mop 


Wringers 


have gone into use. 
They sell quickly 
because they are 
without an equal. 
They wring easily, 
thoroughly and 
neatly. Satisfied 
customers every- 
where. 


TRY THEM 
WHITE MOP 
WRINGER CO., 
Fultonville, N. Y. 

















When Wash Day Comes 


Hill’s Oryers 
go up i every- 
where. P le 
are beginning 
to see the folly 
of marring the 
beauty of their 
lawns with un- 
sightly poles, 
when Hill’s 
Dryer performs 
the work of 


ily removed in 
less than no 





= DRYER CO. 
316 Park oven CESTER, MASS. 














When the Trunk 


Comes Down 
from the Attic 


in preparation for the summer vaca- 
tion trip—that’s your cue for enter- 
ing upon the scene with Acme Ball 
Bearing Trunk Casters. 


They are combination casters and 
knee braces and can be fastened se- 
curely by five No. 9 rivets either to 
metal or wood bot- 
toms, no slat required. 










The Schatz Mfg. Co. 
Poughkeepsie - N. Y. 


Agents: 
J; C. McCarty & Co., 29 Murray St., N.Y. 

















Paper Baler 
FIREPROOF Earns You Money 


No matter how big or how little your 

store may be, you need a Schick Paper 
Baler as a safe storage place for waste 
paper and to bale the waste so you can 


sell it for cash. 


FREE 10 DAY TRIAL 


Schick Balers are all steel, absolutely fire- 
proof, backed by a strong guarantee and sold 
on 10 days’ free trial. f the Schick doesn’t 
*‘make good’’ in your store, you’re not out 
one cent. Write for full information today 
and ask us where to sell waste paper at best 


prices. 
DAVENPORE MFG. CO. 
Dept. H Davenport, lowa 
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Perfection Extension Ladders 
‘‘The One Man Ladder’”’ 


mage ee ype anna DEALERS: 
a to the foot. ; EVERY PAIR OF 
des made of the best quality 


spate lumber with hickory KLEI 

rungs. Fittings of the best N P LIERS 
malleable iron. You sell will make “ 
Write for prices and our Gen- a satished cus- ' 


eral Catalog of Tinners’ Hard- tomer for you. 
ware and Roofers’ Supplies. ie es ens 


BERGER BROS. CO. log describing our 


complete line of 








Office, 229-231 Arch Street rest 
' Warerooms and Factery, 100 to 114 Bread St. ‘ 7 
PHILADELPHIA Mathias Klein & Sons, Teel Mirs., Canal Stn. 21, Chicage 


























The No. 21 Steel 
Tank Coil Fire Pot 


is the best and strongest Coil Fire 
Pot made. The tank is made of 
heavy seamless drawn steel, with all 
fittings and bottom welded in (not 
soldered) and reinforced, —s . 


STAR VISES 


IN YOUR WINDOW HELP 
INCREASE SALES 


Just the thing for those who 
want a small, handy vise— 
Good talking points—easy to 





sell. quickly eupplies we — pressure. 
. q n extra large er plug an unnel 
. Sizes from 144” to 2%4”—prices from $4.50 to enables the user to fill his tank with- 


out loss of Gasoline, a very great 
improvement and convenience. The 
top plate and upright rods are made 
extra heavy, and the supply valve is 
fitted with stuffing box, which pre- 
vents leakage. Specify the No. 21 


will pply at ed price. 
Send for ame—ts free 


sees it tiaftiiad in Clayton & Lambert Mfg. Co. 
Coil Fire Pot Detroit, Mich., U.S. A. 


$9.00 per doz. 

Write for particulars of our 
offer to. send you a display 
stand free. It will help show 
Star Vises to advantage. 


Star Specialty Mfg. Co. 


227 W. Erie Street ' Chicago 
New York Office, 37 Warren Street 


«ccceecdt i FT { ies 
_ pic i 






































Eureka Soldering Coppers Goodell Mitre Box 


Made of STEEL—Cannot Break 


OE cee For years this Box has been recognized as being first 

| in quality and wmprovements, and the new STEEL 
BOTTOM PLATES with ANGULAR SERRATURES 
to prevent work from slipping add still more to its 
convenience and attractiveness. 





Hand Forged Coppers, made of pure ingot 
copper. No loose handles. The finished 
copper contains more copper and less iron 
than any other brand of coppers. Shipments 
from stock. Prices on application. 


Write for new 
Catalog B, de- 
scribing this 
and many 
other features. 


GOODELM 
MFG. CO. 
Greenfield, Mass. 


eeearaaen ws meee =e seg yr eae mee Te Racine onl io ote ni Pin eh owe» 
oo creer ~ = sh Pn! ee en gm ay tm yap Ae tes mm 2 Sense ~ 5 — ~ 15> 


The Eureka Company 
North East, Pa. 
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“BEST BY TEST” 


Perfect Satisfaction Guaranteed 
Write for Prices 
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No. 60 
Tool Kit 
Little 

‘W onder 


Write for 
Circular 


The largest line 
of Tool Chests, 
Tool Kits, Tool 
Outfits and Tool 
Cabinets 


“Made in America” 


C. E. JENNINGS & COMPANY 
71-73 Murray Street NEW YORK, U.S.A 








Iwan’s “Champion”’ 
Tile Drain 


Cleaning 
Tool 








The only ditching tool 
made and sold that will 
clean ont the loose earth 
thoroughly to prepare a 
smooth bed for the til- 
ing. Made in both Ad- 
justable and Stationary 
styles with six-foot han- 
dles that “hang” right 
in the hand. Packed for 
uick handling in bun- 
les of half dozens. 


Order them! 


IWAN BROTHERS, South Bend, Ind. 


1511 Prairie Ave. 





























Armstrong 
Ceiling Nipple 
Threaders 


This tool is made to 
thread pipe projecting 
from the ceiling or wall. 
The holder takes dies %, 
¥%, % in. R. or L. and 
bushings to match. 


Dealers will find this a Profitable Tool to Stock. 
MANUFACTURED BY 


THE ARMSTRONG MFG. CO. 
290 KNOWLTON ST. BRIDGEPORT, CONN. 








THE ROBERTSON 
6 
Horseshoe Magnet” 


Trade Mark Reg. U. S. Pat. Off. 


Hammer 


l———_ 


The best magnet hammer 
It holds the tack 


Write for illustrated price list. 
ARTHUR R. ROBERTSON, Sole Mfr. 


144 Oliver Street Boston, Mass. 
Owner of the “Horseshoe Magnet” Trade Marks. 
































Caldwell Sash Balance 


@ Does away with weights 
and cords, and is VASTLY 
more durable. 

@ Makes sashes work per- 
fectly. 

@ Permits greater window 
space in new work, as box 
frames are not necessary. 
@ May be applied to old 
windows without altering 
sashes or frames. 

@ Write for circular to the 


CALDWELL MFG. CO. 
3 Jones St., Rochester, N. Y. 

















SANITARY 


walls are as 
sanitary pie 


Enametile 


is the best and most san- 
itary wall. Is made of 
metal enameled. Like 

ceramic tile but better 
because lighter; does not 
crack and costs about % 
-. Hard to detect 
difference. Plates bedded 
in cement; no lap joints, 
no nails. Endless oe 
=  agenaaes colorings and 


ste rcite for ART PORT- 
LIO showing Bname 


FOLI tile 
in colors, and Metal Ceil- 
ing tal ~ pat- 





Se A RMR! 
N. Y. METAL CEILING CO. 


643, &c., W. 24th St., New York City 











A Name Favorably Known Wherever 
easurements Are Taken 


Get our new catalogue. 


Measuring Tapes, Boxwood Rules, Steel goa Board 
and Log Rules, eater? Joint Bee 
of every bcnadigiitinn 
a oa New York 
THE [UFKIN fpULe CO. Lew, York 
Windsor, _ 


PULL UUetH God 


mT 
ith 


lH 





I 


Prompt Shipments on Receipt 7 


pis. 3 Your Order 
Dearie. Fy Copper s By Na sau 3 oe Se. 
rough, “Copper; # ry Gaskets, qe ee t 
H : . Rivets, 
¢ oa 1 Gee Se Solering 


— - listed above, wette Us at omes. 
Pittsburg Copper a Brass Rolling Mills 


C. G. HUSSEY & CO, —_Pittepnysty Pa. 
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THE PEN DAR CONSUMER 


A NEW AND SAFE IDEA 





=" Made entirely of Galvanized 
TL Wire and Iron, almost inde- 


1 ATT TA: structible, | used for BURN- 


CMe §=6=6« ING WASTE. PAPER and 
HMUUUIN © Siso'a neat Basket tor Waste 
HAMAD A: ing of any material or 
~ Mi burning of an _mmaterial or 
“AADNDARIU RSA aNUA A HE as the open mesh allows of 6 


ST 
Hi LUdidavae es eazy gg iit 
OAH Mu 

Viimemenie © ennsylvania Wire Works 
= = Edward Darby & Sons Co., Ine. 


/ 235 Arch Street, Philadelphia, Pa. 


Made in four (4) sizes. 
Send for description and 
prices. 








““UNIVERSAL’’ & “‘LION’”’ HEEL PLATES 


Are Big 


Sellers 
Made of Best 
WRITE for PRICES 
Also on 


Malleable Iron. 
Full Size and 
Weight. Made 
in 6 Sizes. 

COBBLER OUTFITS 

Shoe Lasts and 

Stands, Riveting 

Machines, Corn ae 

Shellers, etc. ee - 
THE ROOT-HEATH MFG. CO., PLYMOUTH, OHIO 

N. Y. Agents: Winner & Calhoun, 90-92 West Broadway 
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TOWNSEND WIRE STRETCHERS 









i alin a se If there’s one form 
— Se of implement that 
EE ae FOR, gives more 
|’ around the farm 
than any other, it’s 
the old wunsatisfac- 
tory wire stretcher. 
When you sell @ 
customer a good or- 
der of wire fence, 
see that he has the 
tools to put it up 
properly. The Town- 
send Wire Stretcher 


ott Seals < 


od i 


|. oe 


£F Ask your Jobber— 
| and write for cir- 
=| culars. 
Manufacturer: F. J. TOWNSEND, 


Painted Post, N. Y. 
New England Rep. F. M. TRAFTON, 

















176 Federal St., Beston, Mass. 








The New Modern 


Automatic Planter— 
Note the Covering Hand— 
A New Feature 


Saves your back, 
Saves your time, 


Saves you the labor of covering soll 
over with your foot, 


Saves your shoes, 
Saves you money. 


For further information and dealers’ 
prices, address 


RICHARD D. SIMS 
2934 Gilbert Ave., Cincinnati, Ohio 


Sole Manufacturer’s Distributor 





Pat. Jan. 6, 1914. 

















AMERICAN BRAND 





LASTS LONGER—LOOKS BETTER 
ALSO 
COPPER, BRONZE, GALVANOID ENAMELED. 
PAINTED, BRIGHT GALVANIZED 
All Meshes and Widths 


AMERICAN WIRE FABRICS CO. 
CHICAGO, ILL. 











American Steel & Wire Co. 


MANUFACTURERS OF 


American Wire Rope 
and Aerial Tramways 





CLEVELAND 
PITTSBURGH 


WORCESTER 
DENVER 


CHICAGO 
NEW YORK 
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Galvanized Poultry Netting 


always gives satisfaction, which is a ouar- 


antee to the dealer that ate will have no 
“come backs’ if he handles wire nettings 
of our manutacture. 

The Gilbert & Bennett Manufacturing Co. 


A nie NKNansa 
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STRAIGHT AWAY LAWN SPRINKLER 
No. 1 





Throws all the water away from the end of 

the hose. Can be held in the hand for sprink- 

ling flowers. Write for our general catalogue. 
New York Office: J. M. Sherwood Co., 168 Church St. 


Stuber & Kuck Co., Peoria, III. 
Wm. P. Horn Oo., Pacific Coast Representative, San Francisco, Calif. 








Sherman Bibbs 


Are Better 
Full Size and Weight 
Many Bibbs now offered 


hardware trade are under- 
size and underweight. 





Inlet and Discharge bored smooth. Cap packed with 
cone-shaped washer. This acts as a stuffing box, gives 
long bearing for spindle, and, being thoroughly filled 
with plumbago, lubricates as well as packs. The most 
efficient and long wearing Cap Packing procurable at 
any price. 


Each Bibb Tested Under 100 Pounds Water Pressure 
Send for Descriptive Circulars 


H. B. Sherman Mfg. Co., Battle Creek, Mich. 


























P 


Safety Fuse 


Ensign-Bickford is the ORIGINAL safety 
fuse—tested and tried by time and experience. 


The 
Ensign- 
Bickford 
Co. 


Simsbury, 
Conn., U.S.A, 























Townsend Gave to the World 
The Ball Bearing Lawn Mower 


Golf 
Mowers 


Horse 
Mowers 


Trimmers 





All other manufacturers now make Ball-Bear- 
ing Mowers for their best grade, but Town- 
send still leads in design, quality and finish. 


S. P. TOWNSEND & CO., Orange, N. J. 














Ask Your Jobber 


For Harness Snaps, Rope 
Snaps, Breast Chains, 
Horse and Cattle Ties, 
Halters, Wagon Jacks, 
Gate Hooks, etc. 


MADE BY 


COVERT’S SADDLERY WORKS 
Interlaken, N. Y., U. S. A. 
















McKinnon All-Steel Reels 


POSITIVELY 
PRESERVE 
THE HOSE 












- 
~ 


~ 


~ 


OX 








No. 20 


No. 10 
LIGHT WEIGHT, SIMPLE, STRONG. 


McKINNON DASH COMPANY, Buffalo, N.Y. 











“HOLD 
FAST” 


Ask your Jobber 
ONE YEAR 
GUARANTEE 


Double and stitched 
of the heaviest 
Chrome 


Retail Price - $1.50 


FE. T. RUGG & CO., Newark, O. 

















DID YOU EVER SEE 


Wagner’s KANT-SUK Calf 


and Cow Weaner? 
IT’S A WONDER 


A perfect humane and effec- 
tive device that sells the whole 
year round. 

The hinge construction of this 
article allows the calf and cow 
to graze in the same pasture, 

et effectually prevents sucking. 
t is easily applied. Once used 
always used. KANT-SUK Wean- 
ers have no equal. 

e make a complete line of 
Saddlery Hardware, also Hard- 
ware Specialties. 





MANUFACTURED BY 
Imperial Bit & Snap Company, Racine, Wis. 
All the leading jobbers carry them in stock 
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Rock Island Autovises 


Number 241 vise is swivel, weighing 80 lb., and is adapted for 
automobile and heavy repair work. No. 231 vise is same in design, 
but is stationary, weighing 32 lb., and is suitable for the individual 
automobile owner. These vises are a combination of vise jaws, 
pipe jaws and anvil. 


ROCK ISLAND MFG. CO. Rock Island, III. 


SEND FOR NEW CATALOG OF LARGEST AND MOST 


























241—AUTOVISE COMPLETE LINE OF VISES MANUFACTURED 
San Sets, ‘Hand aarey | The : sent Fear 

| Nail Pullers, Box Openers, | FORD x This Extension is of the same pattern as our 
0 
| Seal Presses, Bench Stops, . oi struction throughout—and somewhat larger — 
| Liquid Soap Dispensers. mprov gpa te iene ain 
| q P pe Rs mm. _“~y ~ ~ — > eleven-sixteenth hole. 
id Chas. Morrill, Manufactures | Bi Cog, is is Nenatte—as", 16°. Ie, 1. 36° 

REG. U. @. Par. err. 102 Lafayette Street New York | Extension The Ford Auger Bit Co., Holyoke, Mass. 
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TB PAT FILE AND TOOL HANDLE 
Stronges interchangeable Handle Made 





Porter’s “New Easy” Bolt Clippers 
i nt ee lps THE QHAPIN-STEPHENS ([0., union rectors 


Write for prices. 
H. K. PORTER Everett, Mass. PINE MEADOW, CONN., U. S. A, 


PLIERS 
NIPPERS 























ESTABLISHED 1826 


Round and Oval Punches 




































SSS OF SUPERIOR QUALITY 
AND SSS S225 “ 
PUNCHES PCS. Osborne & Co. 
Send for Catalog Newark, N. J. 
VON =r —An absolute guarantee with every bar of solder— 
sri. Hods : 
even Ofer Send for Catalogue PATA UA Cees 
/* and Price List 
Mfd. by 
METAL DEPT. ALUMINUM—SOLDER 
| came anes Cn Aluminum Solder & Refining Co., ean, N. Y. 
Cleveland, Ohlo $2 per box of 4 bars. Discounts to Dealers. 

















EsTae.isreo 1850 





























ELEV e SSS 
ayy eadhgape D a gO JOHN HASSALL inc. o 
Can be Poti ‘in dailies by svt tics dl eo v 
Qo ESCUTGCHEON PINS. 2, 
CATALOGUE FREE Q SPEGIAL WiRE NAILS F 
ENERGY ELEVATOR CO. q Clay ano Oa ano STREETS 
214-216-218 New St. Philadelphia, Pa. SS <= ma Ban en li 























’ TOHN- pommaes PEERLESS FAUCETS) | KF FP 


2-0 BEST BLOCK TIN K enn eames You can get the latest prices from 
MAPLE woop BODY I HIGHLY POLISHED PO STED Tue Iron AGE _ STANDARD 
ONLY THE GENUINE ARE STAMPED IN THE WOOD With Harpware Lists. Send for cir- 


ate cular and specimen pages. 
BEWARE OF IMMITATIONS 























a ERD -_ AS FAUCETS SIMILAR IN SHAPE WITH KEY DAVID WILLIAMS COMPANY 
' INFERIOR METALS, TINNED OR WICKELED. k 
JOHN SOMMER FAUCET CO. 355 Cenreat Ave. New. 209 'W. 39th St., Now Fer 
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Dlack and Galvanized Sheets <2: 








2 25 an |i 
~— — os 
APOLLO BEST BLOOM — KEYSTONE COPPER BEARING wear amr on pritenence lh 
Highest quality and most durable Galvanized Sheets manufactured—specially apootes for cul umes, roofing, siding, and | 
all forms of exposed sheet metal work. We also manufacture Black Sheets o werg, description, ‘Special Sheets, Formed Roofing E tH] 
Products, Electrical Sheets, . Copper Bearing Open Hearth Roofing Tin, Beiene Tin Send for booklet on service tests. | 





AMERICAN SHEET AND TIN PLATE COMPANY, Goneral Offices: Frick Building, Pittsburgh, Pa.| =" _ 
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Gifford-Wood Co.’s Ice Tools 





Shavers you ! Y the icec 
She will appreciate the 





Show the Housewife the te Tongs, Picks and 


quality. 





are Standard in Quality— 











[ay 
1-8Z 
BOSTON (Zrep’ MASS. 





AND COTTON TWINES 


ETC. SEND ADP LATALOG 












Used Everywhere by Everybody 
you the diferent tools sold in your GIFFORD-WOOD CO. nunson, XN. ¥. 
territory. Ask for catalog. NEW YORK BOSTON CHICAGO 

SAMSON CORDAGE WORKS PR «ama 
MANUFACTURERS OF @@ SASH CORD, CLOTHES | “GAR Qe a a 
BRAIDED CORDAGE Ass LINES, SMALL LINES Ht ra is ial Aan A 


PRacenr etl 
& Wire Work 











Manufacturers of 


Wire Goods and Stampings 
WORCESTER 


Parker Wire Goods Company 


General and Special Wire Hardware, 


MASSACHUSETTS 


Goods. 
made to order. 





CHESTER, 








BROOKS 


Bright Iron and Brass Wire 
Special Wire Geods 


M. S. BROOKS & SONS 


CONN. 











HARDWARE STORE 
BUSINESS METHODS 








A book filled with suggestions and rules for the guidance of 
Clerks, Buyers, Salesmen and Managers. Methods used by 


prominent merchants are described in detail. 
227 pages, illustrated, cloth. 


Price $1.00 Delivered. 
















































ZZ 
ROBIN HOOD 
AMMUNITION 


NOT MADE BY THE TRUST 


» VT. 













Robin Hood Ammunition Co, 





PUUGREERGUCUUURRGGREREGUUGEEANETERGGOGEEEEETEEEEET 
The Sport is to Make the 
Fish “Stay Caught” 
HOLDING your fish a ine Yo. ‘team work’”’ 


ot rod and reel, hoc yu get it when your 
tackle bears the sign o of ‘ie “Leaping Dolp hin’’ #t means 
== quality and a hundred years of intelligent tackle makin 
== New illustrated eeteles H (236 pages) poe 
= On receipt of parcel postage (10 cents) to 
= any angler who will give us his tackle deal- 
= er’s name. 


= = Abbey & Imbrie, 18 ) Vesey St., New York 


= 












5th EDITION. REVISED AND ENLARGED David Williams Company 239 W. 39th St., N. Y. 
O. LINDEMANN & CO. - The Speedy Stitcher 
the Best 
Manufacturers of aad P made only by 
BIRD D> <fe Stewart-Skinner Ce, 
CAGES gna | 420 Herman 5t. 
Established 1863 beam 
35-37 Wooster Street, New York THAT’S AWL 
SHOE SLOYD 
KITCHEN \ ) OYSTER 
iy bo RUBBER 
KN ’ LS PATTERN The famous “Gem” is 
MAKERS’ mounted twelve on a hand- 
some counter card. Sells at 
firs: 25 cents each. Big = 
profit. We also make 
a ten-cent nail clip- 
e 7 Paper Hangers’ Knife per. rite. 
a Ss --Square Point oe at gy | 
ROBERT MURPHY’S SONS CO. Ayer, Mass. nsonia, Conn. 
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GOULDS PUMPS 


THE GOULDS MFG. CO. 





SPRAY AND WATER SUPPLY 


WRITE FOR CATALOG AND PRICES 


SENECA FALLS.NY. 


WATER SUPPLY PUMPS 
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An unsolicited testimonial of a Liner Ad. 


‘The advertisement on the sale of our fixtures has brought a 
number of inquiries and we would be pleased if you will 
duplicate the advertisement, doubling the space. 


‘Made one sale of $700 today as a result of the advertise- 
ment in HARDWARE AGE. 
“Yours respectfully,”’ 
Name and address upon request. 


2c. 








Situations Wanted 


mum rate. 


Help Wanted 
2c. per word—$1.00 mini- 
mum rate. 

Business Opportunity 
2c. per word—$1.00 mini- 
mum rate. 


per word—50c mini- 








Help Wanted 


Original letters of reference should 
not be enclosed with replies to ad- 
vertisements appearing in these col- 
umns, as they are frequently mis- 
laid and lost. A copy of the refer- 
ence will serve the purpose. 








MANUFACTURER of full line 
household specialties wants local 
represetitatives in all important cities 
to handle line on commission. De- 

rtment stores, hardware dealers, 
instalment houses, premium  con- 
cerns, are all big users. State ex- 
perience, lines handled and territory 
covered. We want none but those 
who can “make good.” For such 
our proposition is an excellent one. 
Address “S. H.,’? care HarpWARE 
AcE, New York. 





WANTED—Salesmen to sell on 
commission, sheet metal specialties 
to the retail hardware trade. We 
want salesmen who are continually 
traveling from town to town, espe- 
cially iti Illinois, Iowa, Indiana and 

issouri. Foster Sheet Metal Co., 
Springfield, Illinois. 





SALESMEN — Old established, 
large concern manufacturing trade- 
marked, nationally advertised line 
selling to hariware, furniture and 
department stores; including com- 
po line of Aluminum ooking 
Jtensils has opening for a few more 
A-1 salesmen. Give full particulars, 
experience, references, territory cov- 
ered in first letter. Address Sales- 
manager, 1336 W. Bancroft Street, 
Toledo, Ohio. 





SALESMEN WANTED. 
Salesmen calling on hardware job- 
bers to handle small line of live auto- 
mobile specialties as side line. Good 
commission. Exclusive territory. C. 


Spiro Mfg. Co., New York City. 





WANTED—BUYER and MAN. 
AGER for retail hardware establish- 
ment with several years’ experience 
in general hardware, including house- 
furnishings. State salary desired, 
and whether married or single. Ad- 
dress “R. Y.,” care Harpware AGE, 
New York. 








Situations Wanted 
SALESMAN 


What concern wants a good man 
to represent them on Long Island, 
particularly in the towns along the 
South Shore? Seasonable goods pre- 
ferred. State particulars and com- 
mission or salary. The managers of 
Hardware Age will endorse my char- 
acter and ability. Address “R. E.,” 
care HARDWARE AGE, New York. 








SALESMAN calling on hardware 
trade for past nine years will ac- 
cept position traveling in New Eng- 
lari. Good references furnished. 
Address “O. K.,” care HARDWARE 
Ace, New York. 


Situations Wanted 





Business Opportunities 








A SUCCESSFUL SALESMAN 
and for last ten years a director of 
sales would like to get in touch with 
manufacturer of hardware or kindred 
line who is desirous of increasing 
his sales. Have been very success- 
ful in selling to departments of 
U. S. Government as well as to the 
jobbing trade. Exceptional refer- 
ences. Address ““P. W.,”’ care Harp- 
WARE AGE, New York. 





SITUATION WANTED. 
Expert catalogue builder and all 
around hardwareman will entertain 
roposition of permanent nature; 
est references. Address “R. K.,”’ 

care Harpware AcE, New York. 





WANTED — Energetic young 
man, 24, wishes to get connected 
with large wholesale house or manu- 
facturer as outside salesman. Eight 
ears’ experience in hardware and 
indrei lines, with knowledge of 
plumbing and tinning business. Best 
references. Address “R. R.,”’ care 
Harpware Ace, New York. 





SITUATION WANTED—By ex- 


perienced tinner and clerk; sober, 
steady and reliable and _ honest; 
country town; moderate wages if 
steady. This State preterred. 
Myers, 270 W. Marietta St., De- 
catur, Il. 





DESIGNER, 31, KNOWLEDGE 
of MECHANICAL ENGINEER- 
ING, wishes position in research 
work or designing; moderate salary. 
G. Lange, care Bouden, 2146 7th 
Ave., New York City. 





WANTED—Position with HARD- 
WARE FIRM in _ lower part of 
Georgia, preferably in town of three 
to five thousand people. Have been 
with the same firm I am with seven 
years, but desire change. Would like 
to begin work Sept. 1 or Jan. 1. 
Age 26, married, with good health 
and good education. Good refer- 
ences. Address “R. T.,” care Harp- 
wARE AGE, New York. 





YOUNG MAN, 19 years, wishes a 
position at hardware business or any- 
thing; willing and anxious. Address 
a care HarpwarE AcE, New 

ork, 





ANT TO TIE UP with RE- 


I W 
SPONSIBLE MANUFACTURER|, 


of oil cook stoves and heaters, not 
now doing business in Texas and 
Oklahoma. if right price is paid. I 
can deliver the orders. ill con- 
sider first class line of stoves only. 
Address “R. V.,” care HARDWARE 
AcE, New York. 





EXPERIENCED SALESMAN de- 
sires one or two good accounts on 
commission for Chicago and adjacent 
territory. Hardware, house furnish- 
ing, automobile accessories or kindred 
lines. Address Box 179-A, care 
Harpware AcE, Otis Bldg., Chicago. 





BELGIAN, 38 years old, having 
suecessfully traveled on the whole 
continent for 17 years on account 
of very important German firm, ap- 
plies for similar situation with first 
class American firm. Address “R. 
F.,” care Harpware Ace, New York. 





SALESMAN, well acquainted with 
dealers in Detroit and Cleveland 
territory, wishes connection with 
manufacturer of leading line, build- 
ers’ hardware or tools, etc. Commis- 
sion basis. Address “R. Z.,” Harp- 
WARE AcE, New York. 


IF YOU ARE DESIROUS of 
buying, selling or exchanging a stock 
of hardware we can be of great 
service to you on account of our 
intimate knowledge of these matters 
in every section of the United States. 
Address “H. B. G.,”” care HarpWArRE 
AcE, New York. 





FOR SALE—Hardware, harness 
and implement business in Arizona. 
Doing about $50,000 business per 
year. For particulars address “H. 
E.,”” care HARDWARE AGE, New York. 





FOR SAL E—Near Providence, 
R. I., hardware, tool and mill sup- 
ply business, Well located, well 
equipped and doing a good business. 
Owner wishes to retire. No brokers 
Cash 
care 


roposition. Address ‘“‘J. I.,” 
ARDWARE AGE, New York. 





THE ALBERT HERMAN COM.- 


* ’ 

_ . 26 Hamilton Road, 
Highbury, London, England, 
wish to buy from manufacturers of 
cycle accessories—motor accessories 
—small workshop tools. Best prices 

to be quoted. 





FOR SALE—To experienced re- 
tail hardware man, the interest of 
retiring partner in a large, old-es- 
tablished hardware, plumbing, heat- 
ing and roofing business; at least 
$5,000 required. J. B. Stevens, 223 
N. East Ave., Vineland, N. J. 





WHEN IN DOUBT let us be your 
doctor. Our experience has been ac- 
quired through practical work; we 
leave theory to others. Nothing but 
Hardware Advertising—that’s our 
business. Special service for retail- 
ers. Manufacturers will find we 
know how to interest the retail trade. 
The Hardware Advertiser, Box 583, 
Lake Charles, La. 





NETS $7,000 A YEAR. 

A big paying and well established, 
splendid hardware business, belong- 
ing to one of our clients, is for sale, 

LOCA 


THIS BUSINESS IS TED 
IN THE MOST PROSPEROUS 
AND HEALTHY SECTION OF 
CALIFORNIA. 


For many years the net profits of 
this business have never been less 
than $7,000 per year. Will be sold 
on inventory showing. Nothing 
added for good will. The business 
is clear of all indebtedness and in- 
cumbrance. A real reason for sell- 
ing. This is an sapertnnty to se- 
cure a well established, money mak- 
ing business in a rapidly growing 
community; $20,000 required. Full- 
est investigation courted. We will 
eal only with principals. Address 
Cooper Advertising Company, 742 
Market St., San Francisco, Cal. 


Business Opportunities 





FOR SALE—Stock general hard- 
ware. Old stand. Best farming dis- 
trict in Indiana. Sold hardware for 
7 buildings this spring; several more 


lanned. Invoice around $4,000. 
Sesmuie if taken at once, account 
oor health. Address “R. V.,” care 


ARDWARE AGE, New York. 





W ANTED—Good, clean hardware 
stock in live, up-to-date town or 
city. No objection to stock of impk- 
ments or tin shop in connection. 
Give full particulars as to price, lo- 
cality, etc., at once. “Q. T.,” care 
Harpware Ace, New York. 





FOR SALE—A clean $7,000 stock 
of hardware in the best city of its 
size in the State (population 17,000). 
[he only city not affected by busi- 
ness depression. If interested in 
a live wire proposition write at once. 
Reason for selling, engaged in other 
business. Jos. J. Zipperer, Warren, 

hio. 





PENNSYLVANIA CLOSE 
CORPORATION 
Capitalized for $60,000, _ 
Operating a steel and wire working 
plant in Fhiladelphia, equipped with 
its own patented, original, auto- 
matic machines and appliances, revo- 
lutionizing the universal hand work 
in this field of endeavor, offers its 
plant, goodwill, etc., etc., valued at 
$10,000, including, in addition, its 
charter, entire issue of stock, with 
license to make and use its patented 
machines, and improvements, and 
exclusive territory of the State of 
Pennsylvania, for $10,000 cash on 
account of ill health of principal. A 
rare opportunity for several capable, 
energetic young business men with 
some capital to combine, take over 
and control a highly profitable, ex- 
clusive and dependable manufactur- 
ing business, capable of large develop- 
ment. Highest references. Princi- 
als only. Close Corporation, 1042 
Ridge Ave., Philadelphia, Pa. 


—’ 








FOR SALE—Modern factory well 
equipped and now operating in 
thriving town of over seventy thou- 
sand. Brick buildings about 31,000 
square feet floor space, well con- 
structed and on railroad track. Lot 
ample for extension. Property suit- 
able for hardware, automobile trim- 
mings, cutlery, or other light metal 
manufacturing; or for any business 
requiring cheap power and spacious, 
well lighted workrooms. Labor 
abundant, cheap and efficient. Boil- 
ers and engine nearly new, fine con- 
dition. Horse power 225. Prefer to 
sell to parties who will purchase pro- 
ductive machinery, retain present 
help and continue operation. Ad- 
dress “*R. W.,’’ care HARDWARE AGE, 
New York. 








figure fast. 
quire it. 


teacher. 


Worth $100 To You 


Arithmetic simplified, made easy. Learn to 
The demands of the day re- 
Sixty shortest methods comprise 
Prewett’s System, anyone can learn without 
Send $1 today for book 50 pages, 


leatherette cover, postpaid. - Circular free. 


E. C. ROBERTSON, 


Houston, Texas. 





1406 Prairie avenue, 
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Business Opportunities 





FOR S ALE—Clean, up-to-date 
stock .of hardware, stoves and tin- 
ware. The H. F. Hobbick Co., Win- 
chesier, Ind. 





FOR SALE—One Lamson cash 


carrier, with two air line stations, 





complete. B. G, Waller, Morgan- 
field, Ky. 
FOR SALE—Hardware _ stock, 


consisting of heavy hardware imple- 
ments, roofing, skelf hardware. 
Business well established. Merchan- 
dise on hand will invoice about 
$32,000. The stock is for sale be- 
cause one of the partners died re- 
cently. Would sell entire stock or 
would take an interest with some ex- 
perienced hardware man. Basis one- 
third cash, one-third one year and 
one-third two years. Woukl want 
man who has had experience in these 
lines either as traveling salesman, 
house salesman or bookkeeper. Splen- 
did opportunity to form a stock com- 
pany in a community that is pros- 
perous. The only wholesale hard- 
ware business in the city. Address 
reply “R. X.,”> care HarDWARE AGE, 
New York. 





LARGE institution 
wishes to engage 
the services of an 

expert trained in the sale 

of agricultural implements 
for the purpose of making 

a tour of South America 

and reporting fully on the 

markets there for these 

A man of some 

in South 


America is preferred but 


articles. 


experience 


this is not required. He 
must, however, be able to 
speak Spanish well and 
must be a man of good 
address. If those who are 
interested will send an ac- 
count of their qualifica- 
tions to the box number 
in this advertise- 
their 
will be given careful con- 
The tour is 


planned to begin early in 


given 


ment applications 


sideration. 
nine 


Full 


expenses and an adequate 


July and to last 


months or a year. 


salary will be paid. 


Address" 
Box R. P. 


c/o Hardware Age, N. Y. 








A Man 
Market 


Men of brains; men of initia- 





tive; men of energy, selling 
ability, capital, executive ability— 
these are the sort of men you can 
reach through the “Opportunity 
Exchange” of HARDWARE 
AGE. 


It is the market place for op- 

portunities in the hardware 
held; it commands the attention 
of the “cream” of hardware men. 
Your story in a fifty-word ad. will 
reach these men at a cost of only 
one dollar, and you'll find it a 
most profitable short-cut to results. 











‘The 


Delta File 


Is The File 
Worth 
W hile’”’ 





DELTA 


The only 
Line of Files 
from 3 to 24 
inches that 
are made ab- 
solutely of 


Crucible 
Steel 


Get a “Delta” 
File from 
your dealer 
and try it. 
Every dealer’ is 
authorized by us 
to refund you the 
price paid if you 
are not convinced 
that our files last 
longer, and _ give 
an efficient and 
economical service. 


There is a 
“Delta” File 
to meet your 
particular re- 
quirement, 


We make them in 
every shape and 
size. 


Always look (for 
the trade mark. 


It safeguards the 
interests of thou- 
sands of file users 
every where. 


Sold by jobbers 
throughout 
CANADA. 





Delta File Works 
Philadelphia, Pa. 


Chicago Office: 62 E, Lake St. 
New York Office: 269 West St. 
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) An exact duplicate of the ad below appears in the June 3d 
Har ware ealers and 10th issues of ‘American Machinist.”” Tear off here and 
° paste on your window with a display of Starrett Tools. 








Current Issue of ‘‘American Machinist’’ 


OY INVITATION 
MEMBER OF 

















Starrett Tools 


‘ Every good toolmaker and machinist accepts Starrett Tools as the 
standard for accuracy because they are always perfectly reliable and are 
designed for convenience and efficiency. 


Surface Gages Test Indicator 


This line includes five styles of surface The Segment Test Indicator No. 64 
shown here is useful for testing of work 


het ee ao yee er the in the lathe, for turning, chucking or lo- 
Universal Surface Gage No. 257, shown cating on face plate. It may also be used 
here. Sizes, 9”, 12” and 18” spindles. on jig work and other bench jobs in 
Prices, $3.00 to $4.00. . connection with any of our surface 
j gages. Price complete, $3.50. 








Protractors Send for Catalog 
: ; . . If you are interested in the purchase 
The protractor shown here is the Uni- od tae ton, cal Gee fens une of cobe- 
versal Bevel Protractor No. 362, with log No. 20A, giving prices of 2100 styles 


and sizes. 
vernier for use by toolmakers and ma- 


chinists in measuring and laying out The L. S. Starrett Co., Athol, Mass. 


angles. Sizs, 7” to 12”. Prices, $8.00 reunire ‘Qndateis tntemaioee 
to $11.75, depending on attachments. New York London Chicago 42.452 














Starrett Tools 


The Standard Instruments of Precision 
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The Vegetable Cooker Kettle 
shown above is one of the special- 
ties in our line of Aladdin Alum- 
inum Cooking Utensils. We make 
itin four sizes, 3,4,6and8 Ot. The 
strainer lip and lock cover permit 
draining the water off from vege- 
tables in a moment and without 
risk of scalding the hands. 


This, and the balance of our line 
of utensils, both sheet and cast, will 
be ready for shipment July Ist. 
Until our salesmen can see you, 
our catalogue will be cheerfully 
mailed to established dealers. 











THE CLEVELAND 
METAL PRODUCTS 
COMPANY 
CLEVELAND, OHIO 
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SHAPLEIGH HARDWARE Co. 


ESTABLISHED 1843 


ST. LOUIS 











| OUR OWN STYLE FOUNT 
wg $9 
Diamonp EvGe 1s A Quatity PLEDGE 





